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Directors of NAIA 
Strongly Approve 
National Ad Campaign 


Expected $2,000,000 Budget to be 
Financed by Voluntary Contri- 
butions from 32,000 Members 


START ABOUT NOVEMBER 1 


Miller of New Jersey Lists ““Today” 
TV Program,Spot Announcements 
Magazines, Sunday Supplements 


Denver, Colo., April 30—A national ad- 
vertising campaign on behalf of the 
National Association of Insurance Agents 
yesterday received the overwhelming ap- 
proval of the national board of state 
directors, governing body of the NATA 
at the group’s mid-year meeting. The 
meeting held in conjunction with the 
Rocky Mountain Territorial Conference, 
was presided over by NAIA President 
Robert E. Battles of Los Angeles. 

This campaign, the first ever under- 
taken by this country-wide association 
of independent insu1ance agents, is ex- 
pected to be budgeted at $2,000,000 and 
will be financed by voluntary contribu- 
tions from the 32,000 members of the 
NAIA. Solicitation of members will be- 
gin immediately and the advertising 
program expected to start about 
November 1. 


$25 to $1,000 Contributions 


is 


The board of state directors, made 
up of one representative from each 
state and the District of Columbia, voted 
to proceed with the campaign and to 
solicit member agents for contributions 
ranging from $25 to $1,000 per agency, 
based on commissions earned by mem- 
bers of the fire and casualty policies 
they write. 

The presentation was made by Alan H. 
Miller, Hackensack, N. J., chairman of 
the NAIA advertising committee, and 
Doremus & Company, the association’s 
agency. It emphasized the importance 
of the NAIA’s seal and slogan, “Your 
independent insurance agent serves you 
first,’ as a means of helping the public 
identify the quality product in fire and 
casualty insurance. 

Recommended media include the Na- 
tional Broadcasting Co.’s network tele- 
vision program “Today,” starring Dave 
Garroway, in addition to spot TV; space 
in Readers Digest, Life, Look, Saturday 
Evening Post and Sunday newspaper 
supplements—This Week, Parade and 
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YOU a 8 8 
Can Get FURTHER FASTER 


with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 
Major Medical. 


TRAINING — to sell all forms of Participating Life Insurance 
—in individual programming, Business Insurance, estate 
and tax planning. 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed, 


Liberal retirement, group life and hospitalization benefits 
for all salesmen. 


Frank S. Vanderbrouk, President 
Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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New Way To Settle 


Controversy About 
Variable Annuities 


Mass. Legislature Hears Plan for 
Special Funding of Group 
Retirement Contracts 


JOHN HANCOCK PRESENTS 


Vice President Robert E. Slater 
Explains How Flexibility Can 
Be Achieved 


A new approach to the highly con- 
troversial Variable Annuity question was 
Massachusetts legislative 
hearings April 30 by Robert E. Slater. 
The proposal calls for special funding of 


introduced at 


Group retirement contracts which, he 
said, might achieve many objectives of 
VA without some disadvantages of vari- 
able or unstable benefits. 

Declaring John Hancock is opposed to 
An- 


nuity contracts by a life company he said 


the issuance of individual Variable 


John Hancock proposal calls for special 
funding of Group retirement contracts 
which might achieve many objectives of 
VA “without some of the disadvantages 
of or benefits.” He 
emphasized the pre- 


liminary stage, but thought the plan has 


variable unstable 


studies were in 
promise and should be carefully studied 
by the Massachusetts Commission 


Advantages of Special Funding 


Special funding would reflect the actual 
investment experience of the fund, and 
allow a percentage of equity 
investments where desired. If the experi- 
ence of last in equity 
investments continues, benefits paid could 
reflect the higher earnings and capital 
gains expected, and, at the same time, 


greater 


the few years 


could, if desired, preserve an employer- 
guaranteed feature. “Of course, 
present annuity contracts would continue 
to be offered for the large number of 
cases where their insurance guarantees 
are of primary importance,” he continued. 

Mr. Slater pointed out that regulatory 
laws in existence many years before life 
companies entered pension field have 
been applicable to the Group annuity 
line of business. Changes in pension field 
over last two decades have indicated 
desirability of greater flexibility in fund- 
ing and investment policy. He referred 
to discriminatory taxation, and lack of 
flexibility in funding and investment 
policy imposed by state and Federal law 
as three of the chief problems facing 
pension funding through life insurance 
companies in the competition of recent 
years. 


benefit 


A Middle Course 


Mr. Slater suggested that the solution 
to these problems of the Group annuity 
business could be sought by the industry 
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new horizon 


for the men and women who 
serve the American family 
and American business 
through John Hancock... 
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John Hancock | 


now presents in addition to its 
life insurance services to over 
10,000,000 policy owners... 





PERSONAL HEALTH INSURANCE 


» to help make up for loss of income during total 
disability. 


b to help meet costs of hospital or surgical care. 





» to help meet major medical expenses resulting from 
serious sickness or accident. 
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LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


MUTUAL 


Non-Cancellable and Guaranteed Renewable Disability Income policies 
— renewable to age 65 for men, age 60 for women. 

Guaranteed Renewable Hospital and Major Medical Expense policies 
— renewable to age 65 for men and women. 
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Agencies Superintendent 
For Philadelphia Life 





C. WILLIAM BENTZ, JR. 


C. William Bentz, Jr, has been ap- 
pointed superintendent of agencies for 
Philadelphia Life, according to an an- 
nouncement by President Joseph E. 
30ettner. Mr. Bentz will supervise agen- 
cies in the greater Philadelphia division 
in Pennsylvania. His duties will include 
recruiting, training and directing those 
agencies in the area. He assumes his 
new duties after having served as a 
regional director for Philadelphia Life. 

In the life insurance business for 11 
years, Mr. Bentz is a graduate of the 
University of Pennsylvania. During 
World War II he served in the Army. 
He is a member of the Vespers Club, 
St. Davids Golf Club and of the Leaders 
Round Table. 


Gov. Harriman Vetoes Alien 


Insurers Investment Bill 
Governor Harriman of New York has 
vetoed Senate Bill 2289, introduced by 
Senator McNeil Mitchell, which would 
ease restrictions on investments of for- 
eign and alien insurers. The Governor 
thinks the question involved is so impor- 
tant that further study should be given. 
Senator Mitchell’s bill grew out of an 
opinion of the then Attorney General 
Jacob Javits, and now U. S. Senator, 
which placed “a narrow interpretation” 
on Section 90 applying to investments of 
out-of-state companies and gave author- 
ity of Insurance Superintendent to refuse 
renewal of license of a foreign insurer 
if it had investment powers greater than 
a domestic company. It was the Javits’ 
opinion which resulted in the upsetting 
of deal by Connecticut General to buy 
National Fire. 


Manager Ford of Great-West 


Retires, D. E. Brennan Named 

Winnipeg—W. R. Ford of South Bend, 
manager of the Northern Indiana branch 
of Great-West Life, retires May 31 after 
twenty years of service in accordance 
with the company’s retirement policy. 
He will be succeeded by Donald E. 
srennan, formerly supervisor of the 
Northern Indiana agency. 

A native of Weymouth, Mass., Mr. 
Ford joined Great-West Life in 1937 
as an agent in the Chicago branch. In 1940 
he was appointed district manager for 
Northwest Indiana and became branch 
manager of Northern Indiana in 1952. 

Mr. Brennan, a graduate in science of 
University of Indiana, joined Great-West 
Life as supervisor of the Northern Indi- 
ana branch in 1955. His new appoint- 
ment makes him one of the youngest 
branch managers in the company. 


Connecticut General 
In New Home Office 


ALL MOVING DONE IN WEEK-END 





Transfer to Bloomfield Location Goes 
Smoothly; 30 Trucks, 300 Pro- 


fessional Movers 





The Connecticut General Life of Hart- 
ford began work in its new home office 
in Bloomfield, Conn., a suburb five miles 
from downtown Hartford this week fol- 
lowing a 60-hour week-end moving oper- 
ation, one of the largest in Hartford’s 
history. More than 30 trucks and 300 
professional movers worked around the 
clock to make the transfer speedy and 
effective. The company’s 2,000 employes 
assisted in the removal by packing con- 
tents of their own desks. 

Formerly in Five Locations 

The moving to the new building rep- 
resents a consolidation of all home office 
operations which were formerly housed 
in five locations in Greater Hartford. 

Among the co-ordinators in the trans- 
fer were a corps of staff members who 
had been working with the architects 
and the company’s building committee 
on floor layouts since the early planning 
stages. One group of co-ordinators 
supervised the removal of their own de- 
partments and a second group working 
at the new home office supervised the 
correct placements of all equipment, files 
and office machinery required in the new 
building. In addition the thousands of 


items moved were marked with tags 
coded by color, letter and number to 
insure their arrival at proper destina- 
tions. 


During the year Connecticut General 
plans to exhibit its new building to 
visitors beginning with an emploves 
reception for families on June 16. The 
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DO YOU KNOW THIS MAN? 


JAMES F. 
MacGRATH 


General Agent 





He is one of the self-employed professional 
men now covered under Social Security. 


He is interested in a Retirement Plan bringing 
him an income at age 65, all, 


If you don't know him — look around — you 


might recognize him! 


If you do — and need help — call us. 
THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
Agency Supervisor—TOM DEANE 


84 William Street, New York 38, N. Y. 





or part, tax free! 


HAnover 2-7865 











force will attend a 
“homecoming” event on June 24. The 
building will be formally dedicated in 
the fall at which time open house will 
be held for the company’s many business 
and insurance friends among the general 
public. 

Connecticut General, founded in 1865, 
moved into its former Elm Street build- 
ing in 1926 when it employed a staff of 
600. The aye sig property has been 
acquired by the Aetna (Fire) Insurance 
Group. The ane mailing address 
will remain the same—Hartford 15, Con- 
necticut. 


field 


company’s 














UNITED LIFE’S 


® Paid-up mortgage = 
in event of death 

® Protection against 
loss of income through 
accident or sickness 


® Conversion privilege 


UNITED LIFE 


available: 








designed for the fast-growing 
home owner market 


HOME MORTGAGE 
CANCELLATION PLAN 


now available with 
Accident & Sickness wane Ned 


® Fast selling; top commissions 


AND ACCIDENT INSURANCE CO. 


For full details, write H. V. Staehle, Jr., CLU., Field Management 
V. Pres., United Life, 10 White St., Concord, N. H. This policy 


Conn., Del., D. C., Me., Md., Mass., *Mich., *N. H., 
N. C., *Ohio, *Pa., R. I., *S. C., Vt. and *Va. 


*General Agency opportunities available in these States. 









*N. J, 











Colonial Life Liberalizes 
Its Non-Medical Limits 


Effective immediately, non-medical lim- 
its have been liberalized by Colonial 
Life, East Orange, N. J., it was an- 
nounced by Richard B. Evans, president. 


The new non-medical limits are as 
follows: 
Ages Limit 
0- 9 $ 5,000 
10 - 35 10,000 
36 - 40 2,999 


The above limits are intended to apply 
for the period since the last medical 
examination but excluding issues more 
than five years prior to the current date. 
For example, it would be possible to issue 
$5,000 non-medically to a child age 9 and, 
when the child reaches age 14, the com- 
pany would consider an additional $10,000 
non-medically. 


G. M. Wallhauser, Jr., Joins 
Krebs & McWilliams Agency 


George M. Wallhauser, Jr., editor of 
the “Life Aetna-izer,” national publica- 
tion of Aetna Life, has been appointed 
brokerage supervisor at the company’s 
Krebs & McWilliams Agency, New York 
City. 

Mr. Wallhauser, a native of Maple- 
wood, N. J., joined Aetna Life in 1954 
as assistant supervisor at the Phila- 
delphia agency. He was _ subsequently 
named editor of the magazine and trans- 
ferred to the home office. 

Last fall, he served as chairman of the 
Simsbury, Conn., Citizens for Eisen- 
hower. He was assistant chairman of 
the St. Alban’s Mission Every Member 
Canvas, and is a member of the Sims- 
bury Republican Town Committee, the 
Hartford Association of Life Under- 
writers and the Life Advertisers Asso- 
ciation. 


Variable Annuities 


(Continued from Page 1) 


in a middle course—the special funding 
of Group annuity contracts—which might 
help resolve the conflict over variable 
annuities. 

Mr. Slater said if the market value of 
securities increased, the appreciation 
could be used to increase the benefit to 
retired employes or to reduce the cost 
of the pension plan. The responsibility 
of maintaining the guarantees to retired 
employes would continue to be the em- 
ployer’s. 


nds at cent 
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New Book Tells Mutual Benefit Life’s History 


Started in Newark After N. Y. State Refused Charter in 1845 as Another Company 
Here Had One; Dramatic Coverage of Whalers; Author Mildred F. Stone 
Traces Company’s Growth; Describes Chief Personalities 


The history of Mutual Benefit Life of 
Newark, fourth oldest company in the 
United States, is told in a new book 
written by Mildred Fairbanks Stone. 
A graduate of Vassar who began work 
with the company in 1925 she was 
elected agency field secretary in 1934— 
the company’s only woman officer—and 
became staff assistant to the president 
in 1954. Two previous books she has 
written are “A Short History of Life 
Insurance” (1942) and “Better Life In- 
surance Letters” (1950). Title of new 
book is “Since 1845” which is the year 
in which the company was founded. It 
is published by Rutgers University Press. 

This book tells in human as well as 
economic terms how the company - has 
kept pace with the changing society 
as well as describing its own pioneering 
with such progressive developments as 
cash value payments for policyholders, 
annual refunds of premiums and in many 
other aspects. 

In gathering material of human inter- 
est in which she has done a particularly 
fine job Miss Stone has delved deeply 
into the files unearthing letters of great 
drama, and printing extracts from many 
of them. 


How Company Was Founded 


The leading spirit in the founding of 
the company was Robert Livingston 
Patterson, whose grandfather was Rob- 
ert Livingston, highly esteemed in Colo- 
nial history and who had become an 
importer and exporter of merchandise 
with an office in Wall Street. While in 
London he acquired his first knowledge 
of life insurance, interviewing many 
leading underwriters there. Returning 
from England he interested a group of 
men in the promotion of a mutual life 
insurance company. As there was an- 
other life insurance company then being 
promoted in New York—the Mutual Life 
—the Legislature was unwilling to grant 
a charter to a second company. Undis- 
mayed, Mr. Patterson turned his atten- 
tion to New Jersey, and in a short time 
gathered a group of twelve men there 
willing to take part in the new venture. 
They became incorporators of the Mu- 
tual Benefit Life Insurance Co. The 
early meetings of the incorporators were 
in a hotel, but the first business of the 
company was transacted in the back 
room of Benjamin C. Miller’s grocery 
store in Newark, later an office being 
opened elsewhere the rent of which was 
$25 a month. The second policy issued 
by the company was on Mr. Miller’s 
life. It was for $1.500 the premium being 
$51 with another $1.25 added as a policy 
fee. Mr. Miller became an officer and 
was_a director of the company until 
he died in 1900. When he became 96 in 
1898 he got the face value of his policy 
and a dozen roses from the directors. 
The next day he reported for work as 
usual apparently hale and hearty. 


Early Difficulty in Appointing Agents 


At the beginning all the comnany’s 
business was procured through the ef- 
forts of the home office officials or 
through a New York agency opened in 
Wall Street, but in a short time agents 
were appointed outside of this limited 
area, the first agent being Wolcott Hunt- 
ington of Norwich, Conn. 

Some of the most interesting extracts 
published are from letters of company 
representatives who went “on the road” 
to appoint agents, to call on those 


already appointed or to sell insurance. 
One such agent was a minister. He 
posted notices of his agency in public 
places, such as post offices, accompany- 
ing each with a prospectus. He in- 
tended to publish one of the prospec- 
tuses in newspapers in the vicinity and 
sent them to editors. They refused to 
publish without the same compensation 
as for advertisements. 

“This I could not venture without 
stronger evidence that I should obtain 
patronage,” he wrote the company. “The 
editors all spoke in terms of discour- 
agement in regard to the institution. 
They said it would do for the cities but 
not the country. I thought when I ac- 
cepted the agency I should probably 
close my ministerial labors here last 
fall... . My ministerial labors prevent 
my going abrcad much. Indeed I feel 
little inducement so to do. Should 
you wish to have an agent in this region 
who can devote more time and hazard 
more money in making the experiment 


of obtaining insurance I will transfer 
my agency to such a one.” 

Hazardous Occupation of Whalers 

It is in letters relative to captains or 
crews of whalers insured by the com- 
pany that fascinating experiences of 
hardships and deaths were sent to the 
company. The experiences of these 
whalers were so hair-raising it is diffi- 
cult to comprehend how men willing to 
undergo such hazards could be recruited 
by the ship captains. 

Incidentally, one such policy covering 
the crew, looks like the start of Group 
insurance in this country. 

Some of the lives insured were Negro 
slaves. Some of the slave cases were 
on female lives. This insurance was a 
kind of property insurance—might be 
called business insurance. 

The Mutual Benefit was the first ma- 
jor company to issue all of its new busi- 
ness on the new mortality table adopted 
after conferences between Actuarial 
Society of America and American Insti- 


Hugh Bell’s New Book 


Seattle General Agent, Equitable of Iowa, 
Stresses Importance of Winning Mental Attitude 


With emphasis on the necessity of 
maintaining a winning mental attitude 
Hugh S. Bell of Seattle has written a 
new book published by Prentice Hall, 
Inc., New York, which bears the title, 
“How to be a Winner in Selling.” It 
is the work of a man who has been a 
winner ever since he entered the field 
of life insurance 30 years ago. For a 
long period he has been Equitable of 
Iowa general agent at Seattle. Also, 
he is a trustee of American College of 
Life Underwriters. 

Mr. Bell’s philosophy as he passes it to 
those in the field is this: “With a win- 
ning mental attitude miracles can happen, 
but without it a salesman is pretty nearly 
helpless. When fired by the zeal to win, 
a man attains victory. When chilled by 
sluggish indifference he is doomed to 
fail.” He expresses the hope that some 
of his ideas in this book will help many 
an agent to become a winner. 

Among some Bell advice is this: 

3eing cool, calm and collected can be 
a big help; originality can cover an 
agent’s “cruising speed,” to be accepted 
as successful one must look and act 
the part, start the day right, as enthu- 
siasm is contagious; grow excited when 
selling, get organized because confusion 
loses sales. 

Warns Against Pessimists 

On of the most interesting chapters 
counsels agents to cultivate optimists 
and avoid pessimists. 

Examples: a man with the blues likes 
to tell his woes to anyone who will 
listen. He is a poisonous individual one 
should avoid. In his early selling days 
Mr. Bell encountered a brilliant sophisti- 
cated fellow who had joined the com- 
pany’s sales force. His cynical remarks 
about everybody and everything were so 
amusing that it was fun to hear him 
sound off, but eventually it got tiresome 
to listen to a man who could see little 
good in anything or anybody. At the 
start of this acquaintance Bell wondered 
that perhaps his own optimistic attitude 


Portrait by Kennell-Ellis 
HUGH S. BELL 


might be a simple-minded example of 
Pollyanna complex. Fortunately, that 
viewpoint not prevailing with him he 
gave this agent a wide berth. It wasn’t 
long before the cynic left the agency. 
Another agent he met poked fun at 
Bell because he made such a lot of calls. 
“Instead of wearing out shoe leather why 
don’t you use your head? he asked Bell. 
This agent was finding fault with all 
of his confreres. When he didn’t get 
business himself he blamed it on hard 
luck. Bell also soon gave him the brush 
off. The hard luck became so perennial 
that the agent dropped out. 
Inspired by Cheerful People 
Bell began to take a shine to optimistic 
(Continued on Page 6) 








Bradford Bachrach 
STONE 


MILDRED F. 


tute of Actuaries and the Insurance 
Commissioners, called the CSO Table. 
John S. Thompson of Mutual Benefit 


Life was a member of the joint com- 
mittee which was called the Guertin 
committee. The first contract of Mutual 
3enefit on the new CSO basis was 
bought by Alfred N. Guertin, who was 
actuary of N. J. Insurance Department 
when the committee was formed and 
had more to do with the adoption of the 
new table than any of the other De- 
partmental people. He is now actuary 
of American Life Convention. 

Miss Stone tells of numerous innova- 
tions made by the company, lack of 
space preventing all of them from being 
published in this article. 

E. E. Rhodes 

One of the outstanding officers of the 
Mutual Benefit for years was Edward 
E. Rhodes who played a prominent role 
in many of the most important actions 
taken by the life insurance industry. His 
knowledge of life insurance and of peo- 
ple and his great influence on the busi- 
ness is everywhere recognized. He is 
still living in Newark. As vice president 
of the Mutual Benefit he guided the 
company in many of its operations. 

Mr. Rhodes went into the Mutual 
Benefit from high school. When B. J. 
Miller died suddenly in 1905, Rhodes was 
named mathematician. He was one of 
the insurance men from whom the Arm- 
strong committee appointed by the New 
York legislature to investigate life in- 
surance conditions sought counsel. He 
became a member of the committee of 
Actuarial Society of America when that 
association, with that of the medical 
directors, undertook a broad study of 
the effect of certain conditions, such as 
occupation, and of certain impairments, 
such as overweight, on the length of life 
This resulted in a report of the Medico- 
Actuarial investigation in 1912 which had 
an important bearing on acceptance of 
risks 

Author Stone said that early in 1926 
the Mutual Benefit offered to the pub- 
lic, including its old policvholders, unique 
disability protection. She attributes to 

E. Rhodes the original approach to 

(Continued on Page 46) 








Page 6 











May 3, 1957 








Met. Whole Life Family 
Plan in Single Policy 


IT BECOMES A BEST SELLER 





Available Throughout United States and 
Canada Except in Massachusetts; 
Contract’s Features 

The Metropolitan Life is now issuing 
its new Whole Life Family Plan con- 
tract providing protection for the hus- 
band, his wife and their children com- 
plete in one policy. 

In an advertisement being published 
in many magazines and other periodicals 
the company says there are many ad- 
vantages in a single policy for the whole 
family. They include, it says, low pre- 
mium cost, convenience of paying one 
premium, simplicity of keeping records. 

Some Features of the Plan 

Addressing heads of families the com- 
pany describes some features of the plan 
in this way: 

“For you—Permanent Life insurance 
with the usual cash and loan values, and 
with the special attraction of a reduced 
premium guaranteed for the first five 
years. 

“For your wife—Term insurance on 
her life of about one-fourth the amount 
of your insurance under this policy and 
continuing to the time you would be 83. 
\ pure endowment is added to the wife 
at 85. 

“For your children between the ages 
of 14 days and 18 years—Term insur- 
child until age 25. The 
same regardless of the 
number of children, and those born after 
the policy comes into effect will be 
au tom: atic: ally covered. 

“Moreover, when each child 
age 25, he can apply for insurance on a 
permanent plan up to five times the 
amount of his insurance without medical 
examination. In addition, if you should 
die, the insurance under this policy on 
your wife and children would continue 
just as if you had lived—with no more 
premiums to pay.” 

‘This Family Plan is available through- 
out the United States and Canz ada, ex- 
cept in Massachusetts and is proving to 
be a ‘best seller.’” 

Disability Waiver of Premium 

In discussing the disability waiver of 
premium provision, the company points 
out that disability must be such as to 
prevent the father from engaging in any 
occupe ition for wé age or profit : and must 
continue uninterrupted after the issue 
date of the policy for at least six months. 


ance on each 
premium is the 


reaches 


R. G. Engelsman to Conduct 
Brooklyn School Clinic 


The Brooklyn Branch of The Life 
('nderwriters’ Association of the City 
of New York will present a one day 
school-clinic, “Making Sales Now! To 
day!” conducted by Ralph G. Engelsman, 
sales consultant, it was announced by 
3ranch President Murray S. Klein, Met- 
ropolitan Life. This event will be con- 
ducted for the first time in Brooklyn on 
May 9, in the Colonnade Room, Hotel 
St. George, from 9:15 a.m. to 4 p.m. 

The emphasis of all the discussions by 
Mr. Engelsman will be on salesmanship, 
not general theory and philosophy. The 
subjects to be covered include: How 
much money do you need—want to 
make? ; Finding prospects; What to say 
Getting the order—prepays—pl: acing adc }. 
itionals ; Keeping your clients’ interest 
in life insurance and you. 

The meeting is under the chairman- 
ship of Bernard M. Eiber, CLU, assisted 
by George Ayd, Bernard Bergen, Morris 
3esso, Maurice Blond, Bernard Cooper, 
Edward C. Dohse and Ernest D. Rejo. 





OCCIDENTAL PROMOTES SOUZA 

James B. Souza has been promoted to 
school Group service manager in the San 
Francisco Group service office of Occi- 
dental Life of California. Mr. Souza was 
an Occidental agent for three years be- 
fore joining the San Francisco office as 
Group service representative. 


Would Permit One Mass. Co. 
To Buy Another Company 


The State Mutual Life of Worcester 
has had introduced in the Massachusetts 
legislature a bill which would allow any 
Massachusetts insurance company to 
purchase stock of another insurance 
company. 


Promote J. G. Taracido to 


Latin American Division 
Promotion of Joseph G. Taracido to 
the post of superintendent of agencies, 
Latin American division, has been an- 
nounced by George M. Selser, vice pres- 
ident of United States Life. 

A native New Yorker, Mr. Taracido, 
who speaks Spanish fluently, obtained 
his insurance background and experience 
with Chubb & Son and the Pan Amer- 
ican Grace Airways, Inc. He is a grad- 
uate of Jona College and Fordham 
University School of Law and is admitted 
to practice as a member of the New 


York Bar Association. 

The company is now actively selling 
in Columbia, Cuba, Netherlands, West 
Indies, Panama and the Canal Zone, 


Puerto Rico and Venezuela. 

















Announcing — 


GENERAL AGENTS WANTED 


Over 200% Commissions 


During First 20 Years Plus 
Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 
An Exclusive Contract—Originated by Us. 
You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


Herman Feingold Joins 
M. L. Camps Agency, N. Y. 


Herman Feingold, who has a_back- 
ground of over 20 years in personal pro- 
duction and supervisory work in Greater 


New York, joined the M. L. Camps 
Agency of John Hancock Mutual Life, 
800 Second Avenue, New York. This 


move marks Mr. Feingold’s return to 
the John Hancock, with which company 
oe started his life insurance career in 

1934. 

From 1934 to 1947 Mr. Feingold repre- 
sented the John Hancock in Long Island 
City, serving first as a debit agent and 
then as office represe ntative. In_ this 
period he qualified for the Leaders Club 
and the President’s Club. 

Mr. Feingold then joined another 
eastern company as brokerage manager 
in New York and after several years in 
that capacity he made another company 
connection as assistant general agent in 
charge of a unit which led the field. He 
ig a member of the Life Underwriters 
Association of New York and the Life 
Supervisors Association of New York. 

The M. L. Camps Agency, one of the 
largest of the John Hancock, moved last 
week to new and larger offices at 800 
Second Avenue (at 42nd Street) New 
York. 








Mother Age 30-$1,000. 














Issue er 30 100 Units Issue Age-40 
Initial } Initial 
Annual Annual 
Premium Premium end Premium Premium ei + 
$6,764 20 yrs. $1,764 $7,558 20 years $2,5 
End | ip Paid- Cash " Paid- Cas‘ 
Policy Death | up or Death up or 
Year | Benefit | |Insurance| Loan Benefit Insurance Loan 
1 | 105, 000 1. SB 900 Le 5,000 105,000 11,100 5,000 
5 i 159, 800 78, 600 _ 31,134 | 148,200 | 67,000 33,121 
10 | ~ 28,3 300 1 156, 400 69, 387 | 202,200 | 133,200 73,110 
15 | 279, 300, Le 224, 300 111, 006 | 244,200 191,900 116,002 
20 330, 300 | 284, 900 ” 156, 356 | 286,200 244,400 161,422 








(a) Guaranteed Permanent Increasing 
teed Increasing Insurability; 
$5,000 or More; 





JAMES G. RANNI, 











ALL GUARANTEES 


(c) Guaranteed 4% 
(d) Guaranteed Paid-up Values 3% C.S.O. Table; 
anteed 3% Discount Advance Premiums; 

Premium without Evidence of Insurability; 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 


in New Jersey — Pennsylvania — Ma 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 
AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fla. 
PRESIDENT, LIFE MEMBER MDRT 





Protection for 20 Years; (b) Guaran- 
Interest Rate on Loans of 
(e) Guar- 
(f) Guaranteed Conversion to Lower 
(g) Guaranteed Reduced Premium 


If husband is dis- 


ryland — District of 




















PERSONNEL DIRECTOR 
$15,000 


Eastern Company (not New York City) 
established over 35 years—highest reputa- 
tion. Specifications: Age to 40, College 
graduate with major or special degree in 
personnel management or related fields. 
Ideal Candidate would be man presently 
in No. 2 position with large organization, 
minimum § years experience required. 


Confidential handling of all inquiries. 
Employer pays fee and moving expenses. 
Write for information about our operation 

- no obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














New York Supervisors 
To Hear Richard E. Pille 


The Life Supervisors Association of 
the City of New York will have as its 
guest speaker at the May luncheon meet- 
ing to be held at the Brass Rail Res- 
taurant, 40th Street, the third life insur- 
ance company president in a row. The 
May guest speaker will be Richard EF. 


Pille, president, Security Mutual Life. 
Mr. Pille, who was formerly associated 
with Mutual Benefit as vice president, 


entered the insurance business in 1930 
as a member of a specially selected four- 
man experimental group in the home 
office of the Travelers, where he worked 
in every department. Prior to joining 
Mutual Benefit in 1947, he was associated 
with Connecticut Mutual in various 
capac ities. 


New Title for Phil Warth 


Phil Warth, who has been news serv- 
ice manager of Prudential, has been pro- 
moted to position of assistant director 
of public information where he will work 
with Henry M. Kennedy, CLU, executive 
director of public relations and Henry 
Arnsdorf, associate director, in heading 
up the Pru’s press relations section. 
Earlier in his career Mr. Warth was in 
3altimore journalism and in World War 
II, he was press relations officer of na- 
tional airport, Washington, D. C. Then 
he became a Government information 
specialist with Veterans Administration 
and in 1947 joined Prudential. 


Hugh Bell's Book 


(Continued from Page 5) 
people. He made it a rule before he left 
a city to call on the top life insurance 
man in the town. In that way, he met 
many who gave him inspiration. Further- 
more, he learned that these leaders were 
not supermen or mental giants, but ordi- 
nary fellows whose extraordinary amount 
of perseverance, courage and the will to 
win furnished a combination of char- 
acteristics which carried them to success. 

3ell’s 10 rules for business conduct 
which he recommends to life insurance 
salesmen are these: 

3e punctual, be brief, jot down notes, 
keep your word, make your equipment 
bright and clean, keep your desk orderly, 
plan ahead, avoid procrastination but 
tackle the job in front of you right 
away, look for leads and regard little 
things as important. The latter deter- 
mine the character, reputation, success 
or failure of a man. In demonstrating 
this Bell quotes the poet Halpin: 

So don’t despise the little things 

Which happen daily round us, 

For some of them may chance take 

wings 
To startle and astound us. 
Trace back the greatest 
springs 
From trifles which no poet sings. 


deed—it 








Rell on hat 
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How to win “the battle of the bulge”... 


EXTRA INCHES and pounds are health hazards . . . and they 
are signals to start reducing now. Remember, in 98 percent 
of the cases, overweight is due to overeating. 

This does not mean that you have to give up all the 
foods you enjoy most. It does mean changing your eating 
habits to avoid unneeded calories. 

Before you start dieting, consult your doctor. Try to do 
exactly what he tells you, especially about eating the pro- 
tective foods that supply proteins, vitamins and minerals. 

Many combinations of foods provide these essential 
nutrients. Here is a list to follow every day while you are 
dieting and daily thereafter: 

Milk . . . at least a pint daily—preferably skimmed or 
buttermilk—including that used in cooking, or in milk 
products like cheese. 

Meat, fish, poultry, eggs or cheese . . . two to three serv- 
ings daily. Have meats roasted, broiled or boiled. Use lean 
meats or cut off the fat. 

Potatoes . . . one daily serving, baked or boiled. 





Cereal and bread . . . one slice of whole-grain or enriched 
bread at each meal. 

Vegetables . . . eat at least three vegetables every day 
including one leafy green or yellow. Eat all the vegetable 
salad you want. Be sure, however, to use only lemon 
juice or vinegar dressing. 

Fruits . . . two servings daily, including citrus or other 
sources of vitamin C, such as tomatoes. Skip the syrup 
that comes with canned fruits. 





Butter or margarine . . . three small pats daily, including 
that used in cooking. 





If you plan your reducing diet around these foods and 
avoid rich desserts, fried foods gravies, sauces, cocktail 
snacks and second helpings, those extra inches and pounds 
will vanish. 


Your new eating habits . . . if you stick to them perma- 
nently . . . may keep your weight down to the right 
level . . . and increase your chances for better health and 


a long, active life. 








COPYRIGHT 1957— METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW York 10, N. Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 
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Eastern Life of New York Appoints Henry Levine Agency 





Harcourt-Harris 


HENRY LEVINE 


Appointment of Henry Levine Agen- 
cy as general agent and Martin Becker 
as associate general agent in the Levine 


Agency, has been announced by Murray 
April, director of agencies of Eastern 
Life of New York. The Levine Agency 


is located at 15 East 40th Street. 

Mr. Levine, who attended the College 
of the City of Spe York, Brooklyn Law 
School and St. Lawrence University, has 
been in the life insurance business for 
over 30 years. He was assistant agency 
manager with Equitable Life, supervisor 
of a Continental American agency, super- 
visor with a Home Life agency and gen- 
- al agent for Security Mutual and 

Columbian National. 


Mr. Levine is a member of the Life 
Managers Association of Greater New 
York, a member of the Life Under- 


writers Association of the City of New 


MARTIN BECKER 


York, past master of Tuscan Lodge, 
Masonic Order, chairman of the Board 
of Temple Sinai, Central Reform Syna- 


gogue of Queens, member of the Pine 
Hollow Country Club, East Norwich, 
L. L., N. Y. He is a resident of Forest 
Hills. 


Mr. Becker attended Cornell Univer- 
sity and served as a captain in World 
War II. He entered the life insurance 
business in 1946 and later became educa- 
tional director and Group supervisor in 
the Albert Yovits Agency. He joined 
forces with Henry Levine in 1954 as 
sales promotion manager. Mr. Becker 
is active in the New York City Life 
Underwriters Association, New York 
City Supervisors Association and Mas- 
onic Lodge Fiat Lux. He holds an hon- 
orary reserve commission in the Army. 
He resides in New York City. 





Mutual Benefit Life Gets 


Freedom Foundation Award 


The “True Security” program of Mu- 


tual Benefit Life has been awarded the 
George Washington Honor Medal by 
Freedom Foundation as “an outstanding 
achievement in helping to bring about a 
better understanding of the American 
Way of Life.” The “True Security” pro- 
gram, intrediend by the company in 
March, 1956, is briefly a training and 
development program for management 
which the company is making to indus- 
trial, commercial and business firms. 
More than 300 companies and other 
organizations in all parts of the country 
have used the program or set up a defi- 
nite date for inaugurating it. 


Great Southern Life Names 
Dewar Assistant Actuary 


Walter S. Dewar, of Louisville, has 
been appointed assistant actuary for 
Great Southern Life, Houston. Mr. 
Dewar began his insurance career in 
1937 when he briefly worked for the 
Sovereign Life in Winnipeg before en- 
tering college. In 1947, with his Army 
duty completed, he worked as a summer 
actuarial student with The Prudential 
in Newark. Between school terms in 
1948, he worked with Commonwealth 
Life of Louisville, where he returned for 
full-time employment in 1949. From then 
until] 1951 he was responsible for the 
supervision and management of the actu- 
arial department and related actuarial 
operations in the company. He was ap- 
pointed assistant actuary in 1952. 
member of the Society of Actuaries, Mr. 
Dewar received his associate diploma in 
1953. 


National Life of Vermont 


Has First Quarter Gains 

The first of 1957 
“thoroughly “satisfactory earnings pic- 
ture” for National of Vermont, according 
to a report by Deane C. Davis, president, 
to the quarterly meeting of the com- 
pany’s directors. Mr. Davis said the 
earnings helped to increase unassigned 
surplus by $1,098,000 as compared to 
$661,000 for the corresponding quarter 
last year. Other savings resulted from 
a distinct drop in mortality among policy- 
owners. 

The company earned on its invest- 
ments a net interest rate, after Federal 
income tax, of 3. compared to 3.53% 
last year. P etntay to policyholders and 
beneficiaries for the quarter totalled 
$11,180,000, an increase of $1,219,000. 

Insurance in force rose to $1,892,475,000, 
a gain of more than 10%, and sales for 
the quarter amounted to $70,843,000, a 
rise of over 27%. 

The company’s field representatives 
sold, on the average, bigger policies dur- 
ing the three-month period. The average- 
size policy was $11,951, compared to 
$9,935. 


quarter showed a 


NORTHEASTERN LIFE MOVES 

The Northeastern Life of New York 
moved its home office on May 1 to 111 
John Street, New York, where larger 
offices are occupied (Rooms 1706-10) 
than at 110 William Street, its previous 
address. Telephone number remains the 
same—Worth 4-0440. 

Lawrence L. Monnett, Jr., president 
of the company, reoprts an increase of 
75% in new paid-for production in the 
first four months of 1957 over the same 
period of 1956. 


S. D. Rosan Back After 
Seven Months Abroad 


Samuel D. Rosan, general agent of 
Continental Assurance in New York, 
back on Maiden Lane after the enrich- 
ing experience of seven months abroad. 
In all he visited 20 countries on the 
Continent and the British Isles. In fact, 
the only places he did not reach were 
the Scandinavian and Iron Curtain coun- 
tries. 

As a insurance man and 
student of trends, Mr. Rosan was inter- 
ested in making some good will calls at 
insurance home offices while abroad. He 
enjoyed in particular his visit with the 
Union and Phenix Espanol Insurance 
Co., which does a reinsurance business 
in the United States. Mr. Rosan was 
the guest of Louis Hermida, director and 
general manager of this company, who is 
a former member of the Spanish Parlia- 
ment. He was presented with a hand- 
some leather portfolio as a souvenir of 
his visit at the Union Phenix Espanol. 

The beautiful city of Palma, the capital 
of Majorca, greatly impressed Mr. Rosan. 
Describing Palma as the “garden spot of 
the Universe,” he said that he spent a 
month there, spending an unbelievably 
low amount for living expenses. A room 
in a first class hotel, three meals a day 
and lush services cost him only $6 a 
day. 

On the British Isles Mr. Rosan saw 
historic points of interest in England, 
Scotland, Ireland and Wales, including 

Shakespeare country; also battlefield of 
Ww aterloo. He attended performances of 
the famous D’Oyle Carte Opera Co. and 
the Abbey Players. He found living 
costs cheap in Italy but even cheaper 
in Spain. 

Among celebrities whom he met were 
Admiral Brown of the Sixth Fleet and 
his fellow officers; General Jimmy Doo- 
little who led the first bombing raid on 
Japan, and the Ambassador of Ceylon 


and His Lady. 

Mr. Rosan, MDRT life member, is 
chairman of the board of Samuel D. 
Rosan Agency, Inc., which has repre- 
sented the Continental for 12 years. His 
son, Howard J., is president of the 
agency. 


seasoned 


16 Life Companies Among 
Those With Billion Assets 


1956 showed 16 life insurance com- 
panies in the U. S. with assets of over 
one billion dollars. In an article in 
a recent edition of the New York World- 
Telegram, a total of 81 corporations were 
shown at the billion mark or over, eight 
more than 1955. 

The insurance industry ranked third 
after banks and industries. There were 
25 banks on the list and 22 industrial 
and manufacturing corporations. 

Insurance companies were listed in the 
second, third and fifth positions with 
Metropolitan Life ($14,785,074,561) second 
only to the Bell System ($16,206,571,233). 
Others listed were: Prudential, $13,261,- 
696,622; Equitable Society, $8,472,819,242; 
New York Life, $6,239,443,282; John 
Hancock, $4,896,933,943; Northwestern 
Mutual, $3,576,776,420; Aetna Life, $3,- 
070,224,147; Travelers, $2,823,734,516. 

E ight other i insurance companies quali- 
fied for the “Billion Dollar Club”. They 
were: Mutual Life, Massachusetts Mu- 
tual, New England Mutual, Mutual Bene- 
fit, Penn Mutual, Connecticut General, 
Connecticut Mutual, and Lincoln Na- 
tional Life. 


GREAT-WEST SUPERVISOR 
Great-West Life has appointed J. W. 
Scott as a supervisor of the southeastern 
Ontario branch with headquarters in 
Kingston. Mr. Scott joined the company 
early in 1956 as a producer in Kingston. 
He was formerly manager of the _Kings- 
ton Chamber of Commerce and is well- 

known in the city’s business circles. 


Named by Travelers 





WILLIAM M. THOMAS 


William M. Thomas has been appointed 
manager, life, accident and health lines, 
at the Kansas City office of The Trav- 
elers. Mr. Thomas joined The Travelers 
in 1950 as a field supervisor at the South 
He was appointed assistant 
manager there in 1952 and two years 
later was transferred to Reading, with 
headquarters at Harrisburg. In 1955, he 
was named manager at South Bend. 

A native of Elwood, Indiana, Mr. 
Thomas received his B.S. degree from 
3all State Teachers College. He is a 
veteran of three years’ service with the 
Navy. 

Prior to his affiliation with The Trav- 
elers, he was an instructor at Ligonier, 
Indiana. 


Bend office. 


Life of Ga. Convention 
Life of Georgia’s annual convention 
brought 700 agents, managers, home 
office officials and wives to Hollywood 
Beach Hotel at Hollywood, Fla., for 
three days of meetings at which Dr. 
Lester O. Schriver, managing director 
of NALU, was featured guest speaker, 

delivering a talk on, “Rededication.” 
Life of Georgia President R. Howard 
Dobbs urged conventioneers to work to- 


ward making Life of Georgia better 
rather than a bigger company.’ 
Traditional theadgear awards were 


made—the Top Hat for leading agent to 

*. L. Luther of Atlanta and the Silver 
Derby for leading staff manager to John 
L. Gray of Blakely, Ga. Certificate for 
me leading district manager went to 
ip Tibbitts of Alexandria, La. 

a playlet, “The Policy Peddler and the 
Insurance Man,” staged by the com- 
pany’s training department presented a 
burlesque on the wrong way to sell, 
contrasted with the proper procedure. 
Star of the piece was U. H. Prickett, 
assistant director of training, who played 
the role of the awkward agent. Chester 
Holmes, training assistant, played the 
solid salesman and Truett D. Wakefield, 
director of training, narrated. 


Postal Life Production 


The field force of Postal Life of New 
York went over their “President’s 
Month” goal of $5 million Ordinary by 
more than a million, it was announced 
by Director of Agencies Don Smith. The 
“President’s Month” was sponsored by 
the General Agents Association of Postal 
Life during March to honor the com- 
pany’s president, George Kolodny. 

The Milton Altschul Agency, New 
York, led all agencies with over a million 
of business, followed by Alvin Wolff, 
New York City, James H. Hamill Asso- 
ciates, Rochester, Arthur Milton, New 
York, Harold DeMian, New York, and 
A. M. Civin, Buffalo. 
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“Let’s talk about tough cases” 


MANHATTAN LIFE 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 


AC 


Successful 


BERNARD A. 


HAAS 


AGENCY 











First Colony Ad Agency 


Richmond, Va., 


CONVENTION 
MANAGER 


sales meetings are vitally im- 


Cabell Eanes, Inc., has 


been named advertising agency for First 











Colony Life, of Lynchburg, Va. An- portant to your men. Let a hotel executive 
=A 4 = familiar insurance meeting routine relieve 
nouncement came from Roy A. Foan, company “brass of this burden. Fee or 
vice president and director of agencies rage taler cag (5 Nene Shenton Yoru te 
for the insurance company. He said that 
six other advertising firms submitted 
presentations. _ Roy M. Wehrle Dies at 39; 
An aggressive newspaper campaign 


Republic National Officer 





will soon be launched, theme of whic’ , : , ; 
will be “The Man From First Colony,” Roy M. Wehrle, vice president ah 
aie Il ¢ *’ charge of the reinsurance division, Re- 
gas" Seaeiomtens vertisement Will appear Over niublic National Life, Dallas, died sud- 
the signature of the local manager or denly of a heart condition in a Dallas 
general agent. National advertising is hospital last week. Mr. Wehrle, who 
was 39 years old, joined Republic Na- 


planned regularly in leading life insur- 
ance publications, These constitute two 
parts of a six-phase sales promotion 


ROBERT B. HOBBS tional in 1951 as assistant vice president 


and became vice president and director 
of reinsurance field service in 1935. Last 


Foster Studio 
EDWIN HYDE 


and a 


Richmond Chamber of Commerce 


. ° ° 


At a recent meeting of 
Shenandoah 


B. Hobbs, 


the board of 
Va. 


president of 


Life at Roanoke, Robert 


executive vice 


First National Bank of Baltimore, and 
Edwin Hyde, president of Miller and 
Rhoads, Inc., Richmond, were elected 


Blake T. 
Shenandoah 


directors, it was announced by 
Newton, IJr., 
Life 

Mr. Hobbs 


president of 


was a vice president of 


former director of Federal Reserve Bank 
of Richmond. 


program, aimed at spreading First Col- 


ony’s territory from state to state. 





i 
| 
| 


July he was appointed head of the divi- 
sion. 

A veteran life insurance executive, Mr. 
Wehrle started his career with the 
George Washington Life in his home 
town of Charleston, W. Va., in 1934. He 
became Deputy Commissioner of the 
West Virginia Insurance Department in 
1949. He attended Moreis Harvey Col- 
lege in Charleston and was graduated 
from the University of North Carolina. 

Survivors include his widow, Jean 
Burns Wehrle; a daughter, Karen Jean; 


Where the convention a brother, John Marshall Wehrle of 


Bankers Trust Co., New York, before eae : : 
See hag Reieria eta & Dunbar, W. Va.; and a sister, Major 

becoming executive vice president of season newer ends... Margaret Wehrle of Charleston, now 

First National Bank of Baltimore. In stationed in France. 

1942-43 he was special assistant to Secre- Nite, BE 


of the 
director of 


tary Treasury. He is a trustee or 


several banking, educational 


Indiana Ass’n Meeting 





and civic organizations. Double-dollar plans, granting agents 
Mr. Hyde had a tweny-year career in licensed in other states the right to solicit 
banking before joining Miller and in Indiana without an Indiana license on 
- : e ears ; ; we a reciprocal basis, and presentation of 
Rhoads, Inc. in 1946. He previously had The Greenbrier offers an outstand- the annual “Hoosier Life Underwriter of 


been president of Peoples National Bank, the Year” award will be the major items 
on the agenda of the annual meeting of 
the Indiana Association of Life Under- 
writers in Indianapolis, May 17-18. 

Other discussions will concern reports 
on the success or failure of Life Insur- 
ance Week, promoted by all locals in the 
state except Indianapolis, March 31- 
April 6; the 1957-58 budget; and the 
election of officers. 

The meeting will open with a session 
of the executive committee the evening 
of May 17, followed by a general session 
and luncheon on May 18. 

To date, the double-dollar 
appeared only in Fort Wayne 


ing location for your next conven- 


Charlottesville, vice president of Bank 


Richmond, and earlier was tion. The newly completed, air-conditioned 


Jank. He is 


cor yperativ ely owned buying 


of Virginia, 
State-Planters 
dent of 


with presi- ~ West Wing provides meeting rooms for 
two 


Tneece groups up to 1000 and includes such fea- 
organizations for chain 


camel of numerous 
ganizations. He 


stores and is a 
: companies or tures as a brand new auditorium with a 42 
is a past president of 
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Walter J. Brennan Heads 
Brokerage Department 





WALTER J. BRENNAN 


Provident Mutual Life, Philadelphia, 
has announced the appointment of Wal- 
ter J. Brennan as assistant manager in 
charge of brokerage for the company’s 
3arnhurst Agency located at 711 Third 
Avenue, New York. Mr. Brennan will 
head a newly established brokerage de- 
partment in the agency. 

Mr. Brennan brings to his new respon- 
sibilities many years of experience in 
dealing with brokers. At present, he is 
serving as president of the Brooklyn 
Life Managers Association and is a 
member of the New York Life Super- 


visors Association, New York City and 
New York State Associations of Life 
Underwriters and Life Managers Asso- 


ciation of Greater New York. 

Provident Mutual’s recent entrance 
into the field of mass coverage, Group 
insurance, pensions and salary savings, 
has brought about an expanded oppor- 
tunity for brokerage service. In his new 
association with one of the company’s 
leading Metropolitan agencies, Mr. 
Brennan will be able to offer an out- 
standing program of brokerage assis- 
tance. 


, ° 

First Colony Promotions 

First Colony Life, Lynchburg, Va., has 
announced the appointment of Julius 
Covington as vice president in charge of 
underwriting and of James E. Mc- 
Causland as assistant secretary-assistant 
treasurer. 

Mr. Covington has served as a vice 
president of the Coastal Life; as chief 
underwriter and manager of the Ordi- 
nary underwriting department of Gulf 
Life. 

Mr. McCausland was the first employe 
of First Colony Life, having served in 
the mortgage loan and personnel depart- 
ments. His past business experience had 
been with the Lane Co., Inc., of Alta 
Vista and with real estate firms in Rich- 
mond and Lynchburg. 


H. E. Rohan Appointed in 
Miami by Mutual of N. Y. 


Mutual of New York added to its 
network of brokerage supervisors with 
the appointment of Harold E. Rohan to 
direct brokerage operations for the com- 
pany’s Miami agency, under the manage- 
ment of Arthur W. Olson. 

Mr. Rohan has spent his entire busi- 
ness career in the Miami area. He was 
assistant manager there for one of the 
nation’s leading airlines for several years 
before entering the insurance business in 
1946 as a field representative for MONY. 
He was promoted in 1950 to assistant 
manager of the Miami agency, the posi- 
tion he has held until his appointment 
now as brokerage supervisor. 

Active with professional groups, he is 
a member of the Miami Life Under 
writers Association and is studying under 
the CLU program. He has also com 
pleted all of MONY’s training courses. 
During World War II, he served with 
the Air Force for three years. 


Manufacturers Life Makes 
Premium Rate Changes 


Manufacturers Life has announced a 
reduction in single premium rates for 
life, endowment and guaranteed retire- 
ment pension plans. 

Reductions have been made under the 
above plans for both sexes and at all 


ages. For example, the single premium 


life rate, for a male at age 40, has been 
reduced $45 to $432 per $1,000. The 
single premium for a 20 year endowment, 
male at age 40, offers a reduction of 
$34 to $629 per $1,000. A guaranteed 
retirement pension of $100 per month 
at age 65 can now be obtained for a 
male, age 40, with a single premium of 
$8,120—a reduction of $510. 

The company has also announced an 
increase in the interest rate on prepaid 
premiunis to 34% under all policy con- 
tracts. 


HARTFORD ASS’N MEETING 

Six agents from the greater Hartford 
area held a panel discussion on “Getting 
the First Interview” at the April meeting 
of the Hartford Life Underwriters Asso- 
ciation. Ralph H. Love, general agent, 
Connecticut Mutual was moderator. 
Panel members were: Jack Adams, Con- 
necticut General; Sal Calio, National Life 
of Vermont; Dick Carpenter, Phoenix 
Mutual; Joe DelVecchio, John Hancock; 
Burt  Lisk, Metropolitan ; and Tom 
Wolfe, Aetna Life. 
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Panel Discussions Feature Meeting 


The General Agents Association of 
Massachusetts Mutual Life held its an- 
nual business conference at Chandler, 
Ariz., recently. The main addresses were 
given by President Leland J. Kalmbach 
and Vice President Charles H. Schaaff, 
CLU. Donald C. Keane, New York, was 
elected president of the association, suc- 
ceeding Kenney E. Williamson, CLU, of 
Peoria, II! 

Chairmen for the three-day affair were 
Messrs. Williamson and Keane and E. 
Leo Smith of Indianapolis. Included on 
the program were five panels. Clarence 
W. Rueling, CLU, Peoria, moderated one 
on “Operation District Manager,” as- 
sisted by Robert E. L. Choate, Mont- 
gomery, Ala.; F. J. Van Stralen, CLU, 
San Francisco; John W. Yates, Los An- 
geles, and Director of Agencies James R. 
Martin 

A session of the company’s new pre- 


authorized check plan was conducted by 
Director of Field Service Robert J. Ardi- 
son; Raymond Campbell, Jr., Dallas; 
Merton D. Custer, Garden City, N. Y., 
and John R. Humphries, Atlanta. A home 
office underwriting panel included Vice 
President Michael Marchese, Medical 
Director Thomas S. Sexton, Associate 
Underwriting Secretary Ernest A. Carl- 
son and Assistant Secretary Robert W. 
Pease. 
Robert L. Woods, CLU, moderated a 
panel on training, assisted by J. S. 
Braunig, Boston; William J. Nelson, Jr., 
Milwaukee; C. Ed. Tussey, CLU, St. 
Louis, and Fred H. White, Buffalo. A 
sales panel consisted of Roderick Pirnie, 
Providence; David M. Blumberg, Knox- 
ville; Robert K. Powers, CLU, Spokane; 
James H. Roberts, Grand Rapids, and 
J. Hawley Wilson, CLU, Oklahoma City. 





‘Climate For Sales’ Can Be Created, 
Vice President Schaaff Tells Meeting 


Vice President Charles H. Schaaff, 
CLU, of Massachusetts Mutual Life 
listed four major factors that influence 
life insurance sales and the success of 
a general agency operation in his talk, 
“Improving the Climate for Sales,” be- 
fore the annual conference of the com- 
pany’s General Agents Association at 
Chandler, Ariz. The national climate, the 
nature of public reaction to life insur- 
ance and to life insurance salesmen, 
company attitude, and the atmosphere in 
each individual agency were the factors 
cited by the speaker. 

“The climate, or the atmosphere, in 

vhich you and your men live and carry 
on your important mission is affected by 
these four major factors,” Mr. Schaaft 
told his audience. “Each has a very real 
influence on the success of your opera- 
tion and the performance of the men 
associated with you. Unlike that old say- 
ing that ‘You can’t do anything about 
the weather,’ you can do something about 
the climate in which you work, at least 
to some degree in each of these four 


areas and particularly in the last of the 
four 
Can Influence National Climate 

“The first factor is the national 
climate, the general economic atmosphere 
for good business, and specifically for 
life insurance sales. I could quote nu- 
merous economic facts and figures af- 
fecting our prosperity, our sales, and 
your future, but I do not believe you 
need any statistics to convince you that 
the general economic climate has never 
been better. 

“You can and do influence this na- 
tional climate by your general attitude 
and every day conversation, by your 
thoughts and your activities, by selling 
security and peace of mind, by encour- 
aging savings, by discouraging inflation, 
and so stabilizing the national economy. 

“The second factor affecting the cli- 
mate in which you work is the nature of 
the public reaction to life insurance and 
to life insurance salesmen. We are for- 
tunate indeed to be living in these times 

when life insurance and life under- 





The men who served as chairmen for the three-day meeting of Massachusetts 
TAutual General Agents Association were (left to right) Donald C. Keane, New 
York; Kenney E. Williamson, CLU, Peoria, Ill., and E. Leo Smith, Indianapolis. 





The committee that selected the Goddard hall clock presented to President Leland 





J. Kalmbach of the Massachusetts Mutual Life Insurance Co. is shown above with 

the recipient. Left to right are: Donald C. Keane, New York; Clarence E. Pejeau, 

CLU, Cleveland; Kenney E. Williamson, CLU, Peoria; President Kalmbach; Corydon 
K. Litchard, CLU, Springfield, and John E. Bromizy, CLU, Battle Creek. 





General Agents’ Tribute 
To President Kalmbach 


President Leland J. Kalmbach of 
Massachusetts Mutuz il Life, was honored 
by the company ’s General Agents Asso- 
ciation at its annual business conference 
at Chandler, Ariz., when the organiza- 
tion presented the chief executive a 
Goddard hall clock. The gift symbolizes 
the high regard in which Mr, Kalmbach 
is held by the general agents located in 
key cities across the country. 

Kenney E. Williamson, CLU, Peoria, 
association president, mz ide the presenta- 
tion and stated that for some time the 
officers and executive committee of his 
group had sought a means of expressing 
the gratitude of the general agents and 
the entire field force to Mr. Kalmb: ich, 

“During the past nine years,” Mr. 





writers are held high in public esteem. 
Accept that fact on faith, hold your 
head high, be proud of your job and 
really believe that yours is the best job 
in the world for building men and for 
really doing some lasting good in the 
world. Let us reverently thank the Lord 
that the public has at long last come to 
recognize the true value of life insur- 
ance as the very best form of pros- 
perity, and the real worth of a_profes- 
sional life underwriter in working out 
one’s personal and business plans for the 
future. People are in a receptive mood 
--a money-saving mood—and they are 
buying life insurance as they never 
have before—from trained underwriters 
who have their full respect. 

“The third factor which has a very 
great influence on the atmosphere in 
which you and your men carry on your 
day-to-day activities is created by the 
company you represent and what it is 
doing about the climate for sales in your 
agency I honestly believe that if I tried 
to describe in one sentence the major 
objective of all of our efforts and activi- 
ties at the home office, I would say that 
our purpose and function is to do every- 
thing we can to improve the climate for 
sales and service, that is, to simplify, 
standardize, and smooth the way for you 
and for our field representatives so that 
you can sell more people and give them 
better service and greater values. 


The Agency Attitude 
“That may sound obvious to some and 


biased to others, but I believe it is a 
(Continued on Page 14) 


Williamson said, “our company has risen 
to new heights in all respects. Since he 
became vice president in 1948, and par- 
ticularly since he was made president in 
1950, Mr. Kalmbach has demonstrated 
his executive 
and administrator. We desired to ex- 
press our appreciation to him. General 
Agents Corydon K. Litchard, CLU, 
Springfield; John FE, Bromley, CLU, 
Battle Creek; Donald C. Keane, New 
York City; and Clarence E. Pejeau, 
CLU, Cleveland, were appointed to select 
an appropriate gift as a tribute to be 
presented at this time as a lasting re- 
minder of the high esteem of the mem- 
bers of the General Agents Association.” 
Mr. Williamson spoke of the changes 
made favorable to policyholders, new 
policy plans, and other forward-looking, 
progressive steps taken by the company 
during Mr. Kalmbach’s administration. 
The clock with its graceful swan’s 
neck pediment and block front treatment 
is typical of the New England master, 
John Goddard of Newport, R. I., whose 
best work was done just before and dur- 
ing the Revolutionary War. It is con- 
structed of Honduras mahogany. 


ability as an organizer 





Vice President Charles H. Schaaff, CLU, 
addressing Massachusetts Mutual Life 
General Agents Association conference 


at Chandler, Ariz. 
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Massachuset 


Donald C. Keane Elected 


President of Association 
Donald C. Keane, general agent for 
Massachusetts Mutual Life at 37 West 
43rd Street, New York City, was elected 
president f the company’s General 
Agents Association for the coming year. 
He succeeds Kenney FE. Williamson, 


E. Leo Smith, Indianapolis, vice presi- 
dent: and Robert L. Woods, CLU, Los 
Angeles, secretary-treasurer. The elec- 
tions took place at the association’s 
annual business meeting at Chandler, 
Keane became a general agent 

he Massachusetts Mutual on Au- 

1, 1925 when he and Lloyd Patter- 








son, now retired, opened a new agency 
in New York City for the company. 
This association continued until 1935 
when Mr. Patterson was named to head 
his own al agency. In 1949, E. 
Lloyd Ma CLU joined Mr. Keane 
s co-gene igent 

Today, with nearly 37 years with the 
company, Mr. Keane ranks second in 
length of service as a general agent, 
being surpassed only by John W. Yates 


of Los Angeles. Mr. Keane has now held 
ll of the elective offices in the General 
Agents Association and is a past member 
r tl executive committee and former 
r several working committees. 


1] 
all ¢ 


or the 


1 
chairman 


Vice President Schaaff 


(Continued from Page 12) 
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The Los Angeles agency headed by John W. Yates (right) and Robert L. Woods 

(left) repeated its achievement of a year ago by again winning Massachusetts Mutual 

President’s Trophy for the most outstanding performanc: and accomplishments in 

all areas of successful agency opsration among the company’s 96 general agencies 

during the past year. The presentation was made to the two general agents on behalf 

of their agency by President Leland J. Kalmbach (center) at the company’s recent 
General Agents Conference. 


a cloudy or rainy day? Actually, isn’t 
it possible that complaining about the 
weather, or anything else, to your pros- 
pects or to your men may dampen the 
climate for sales and the general atmos- 
phere in which you work. 

“We have a pretty good agency in Los 
Angeles, headed by two very able men, 
John W. Yates and Robert L. Woods, 
and I know of no agency which better 
exemplifies what ! am trying to get 
across. No agency has a better climate 
for sales, a better attitude toward the 
business, the company, and toward life, 


or more of a success atmosphere. They 
don’t tolerate mediocrity, they don’t deal 
in trifles, they don’t fuss about non- 
essentials, including the weather. 

“What factors affect the climate in 
an agency? Where are the high-pres- 
sure and low-pressure areas? What are 
the prevailing winds? Are there any 
clouds on the horizon? At the risk of 
seeming presumptious, I would like to 
review some of the things which I be- 
lieve do affect your agency climate. 


The Office and the Staff 


“First, how about the physical appear- 


————— 





Yates-Woods President’s 
Cup Winners; Other Awards 


A number of individual and agency 
awards were presented at the annual 
conference of the Massachusetts Mutual 
General Agents Association. The Los 
Angeles Agency headed by John W. 
Yates and Robert L. Woods, CLU re- 
ceived the President’s Trophy from 
President Leland J. Kalmbach. Run- 
ners-up were Rochester, N. Y., Peoria, 
Ill., St. Louis, Mo., and Savannah, Ga. 

Plaques for attaining the highest per- 
centage of quota in their respective 
groups in the annual Quota Buster con- 
test were presented to the general 
agents of the following agencies by Su- 
perintendent of Agencies Frank L. 
Meeske: William R. Robertson, CLU, 
Robertson Agency, Boston; Harper H. 
3ass, CLU, San Antonio; Robert C. 
Cardais, New Orleans; and James H. 
Roberts, Grand Rapids. 

Manpower awards for new organiza- 
tion were given by Superintendent of 
Agencies Douglass N. Ellis, CLU to John 
W. Yates and Robert L. Woods, CLU, 
Los Angeles; Agnes B. Rosborough, 
CLU, Jacksonville; Calmon P. Mendel, 
Savannah; and H. Nolan Sims, Mattoon, 
Ill. 

Service awards were presented by Mr 
Ellis to Kenney E. Willamson, CLU, 
Peoria, Ill., 35 years; Frank W. Howland, 
CLU, Detroit; and Landon B. Davies, 
Davies Agency, Baltimore, 30 years; 
and Tracy W. Evans, Cincinnati; Wil- 
liam F. Hughes, CLU, Memphis; and 
F. J. Van Stralen, CLU, San Francisco, 
25 years. Mr. Williamson also received 
the General Agents Association Past 
President’s plaque from Clarence FE. 
Pejeau, CLU of Cleveland. 





ance of your office? This is something 
that can reflect your personality, ideas 
and ideals. John Marshall Holcombe 
used to say that he could tell the minute 
he walked into an agency its tone and 
morale by the general look, the dis- 
plays on the walls, by the order or tidi- 
ness, and the general air. 

“Second, how about your clerical 
staff? Are your girls neat, alert, well- 
informed and in sympathy with your 
objectives? Are they loyal? Do they 
take pride in the accomplishments of 
your agency and your men? Third, how 
about your management staff? What 

(Continued on Page 15) 











Massachusetts Mutual general agents appointed within the past year are shown with 

Vice President Charles H. Schaaff, CLU. These men were introduced at the recent 

meeting of the company’s General Agents Association. Front row, left to right— 

Ruben Gold, CLU, the Gold Agency, Detroit, Mich.; Herbert A. Schwandt, Sioux 

City, lowa; Charles J. Pietsch, Jr., Honolulu, Hawaii, and John R. Rinkle, Appleton, 

Wis. Back row—Robert S. Phillips, Fresno, Cal.; Vice President Schaaff; James N. 
Cadwell, Davenport, Iowa, and Carl F. Tagge, Houston, Tex. 


President Leland J. Kalmbach of Massachusetts Mutual was presented a Goddard 

hall clock by the General Agents Association of the company. The gift symbolizes 

the high regard in which Mr. Kalmbach is held by the general agents located in key 

cities across the country. Shown displaying a replica of the clock to Mr. Kalmbach 

is Kenney E. Williamson, CLU, Peoria, outgoing president of the association and 
the man who made the presentation. 
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M. L. Balser, Atlanta, Gets 
“Man-of-the-Year” Award 


Presentation by Vice President Charles 
H. Schaaff, CLU, of the company’s “Man 
of the Year” award for 1957 to Meyer 
L. Balser of Atlanta highlighted the 
Southern regional conference of Massa- 
chusetts Mutual Life at Palm Beach, 
Fla., April 15-17, which was attended 
by more than 250 representatives from 
24 agencies in 12 states and the District 
of Columbia. The citation recognized 
Mr. Balser’s outstanding record of sales 
and service in 1956 and during his more 
than 24 years as associate of the com- 
pany’s Atlanta Agency. 

Other awards announced at the Palm 
Beach Biltmore included: volume leader 
for 1956, Harry Greensfelder, Jr., C EU; 
St. Louis; Group awards, L eslie Fortune, 
Memphis; Emii J. Meyer , Montgomery ; 


Ross E. eet sagged 3d. and Daniel 
B. Miller, Jr., the Landon B. Davies 
Agency, Biltare: service awards, Lan- 
don B. Davies of the Davies Agency, 


William F. 
Memphis; 
O’Con- 


Baltimore, 35 years; and 
Hughes, CLU, general agent, 
and George W. Ittig and John E. 
nor, both of St. Louis, 25 years. 

In addition to Mr. Schaaff, who rep- 
resented President Leland J. Kalmbach, 
other speakers at the conference in- 
cluded Leopold V. Freudberg, an asso- 
ciate of the Washington, D. C. Agency; 
Jack W. Colter of Montgomery Agency; 
A. Jack Nussbaum of Milwaukee Agency, 
president of National Association of Life 
Underwriters; and Second Vice Presi- 
dent Kenneth W. Perry, CLU. 

Seminars were conducted on business 
insurance, Group insurance, the profes- 
sional market, programming, package 
selling, and selling to students. There 
were panel discussions on “Underwrit- 
ing Unwrapped” and “Ideas for Sales,” 
with Dr. Howard B. Brown, chief medi- 
cal director of the Massachusetts Mutual, 
and Glenn H. Campbell, CLU, Greens- 
boro, as respective moderators. 

Co-chairmen of the three-day parley 
were Ewing Carruthers, CLU, Memphis; 
General Agent Robert E. L. Choate, 
Montgomery, and Charles S. Motz, At- 
lanta. 

The Southern conference was the first 
of four regional meetings which the 
Massachusetts Mutual has scheduled this 
year. The Midwest conference will begin 
May 30 at French Lick, Ind.; the West- 
ern conference opens June 17 at Colo- 
rado Springs, Colo.; and the Eastern 
conference is set to start July 8 at Sara- 
nac Lake, N 


Ohio State Association 
Plans Annual Meeting 


About 300 life underwriters will attend 
the annual convention of ths Ohio ‘ss-- 
ciation of Life Underwriters in Youngs- 
town, May 9-10. Featuring the first eve- 
ning program will be Edward Kordinak, 
Metropolitan, and Burns Robinson, Pru- 
dential, both from Akron, who made a 
new mark for combination men in Ohio 
when each paid for over $1,000,000 in 
life insurance last year. 

Lawrence G. Knecht, Cleveland, direc- 
tor of the Powers System of Estate 
Analysis, and Probate Judge Clifford M. 
Woodside, Youngstown, are completing 
the evening program May 9. At 6:30 
p.m. that night the Ohio Leaders Club 
will hold its dinner, with Dr. John 

3ickley, of Ohio State University, as 
the speaker. In the afternoon of that 
day a trip will be taken through the 
Youngstown Sheet and Tube Company. 

Speakers on Friday will include three 

million-dollar producers, Daniel H. Coak- 


ley, Boston; Lisle A. Spencer, Youngs- 
town; and James B. Irvine, Jr., Chat- 
tanooga, Tenn. The program will end 


with a luncheon speech by A. R. Jaqua, 
director of the Life Insurance Marketing 
Institute, Southern Methodist University. 

Robert D. Smith, Dayton, president 
of the Ohio association, will preside at 
the convention. John E. James, Youngs- 
town, is chairman. 


Vice President Schaaff 


(Continued from Page 14) 


services do you offer your agents? Are 
your men spending time on details which 
a clerk could handle for them so they 
could spend more time in selling? Good 
organization on clear-cut lines determine 
the climate of any operation. I firmly 
believe that working ei and through 
a well-planned and clearly defined chain 
of command with a definite policy of 
delegating authority, and then backing 
up your staff, is the only way to estab- 
lish good morale. 

“How about ‘ego recognition’ in your 
agency? ‘Ego recognition’ is a term 
which is so overworked in our sales lan- 
guage, but sometimes not worked at all 
in actual practice. Don’t make ‘leaners’ 
of your men. Don’t answer all of their 
questions. Instead, once in a while ask, 
‘What do you think ?’ 

“How about your sales staff? Do you 
have any bad apples, any hangers-on, 
any chronic complainers who drive you 
crazy? The obvious solution is to face 
up to such problems. 

“What I am trying to get across is 
that if you set the climate and create 
the right atmosphere in your agency, you 
will go through the sound barrier, and 
running your agency will become a 
simple process rather than a_ problem. 








Supervisory Post Wanted 

Personal life producer in this 
area with some brokerage and 
supervisory experience is looking 
for bigger opportunity. Inter- 
ested in connection with New 
Jersey or New York agency. Write 
Box 2517, The Eastern Under- 
writer, 93 Nassau Street, New 








York 38, N. Y. 








I can give you one example after another 
where after trial and error, experi- 
ments and discouragement, the general 
agent has gotten on the track by follow- 
ing some of these fundamental rules on 
sales climate.” 
REVISES RATE BOOK 

American United Life, Indianapolis, 
revised its rate book in a new loose- 
leaf format including information previ- 
ously contained in seven separate book- 
lets. The loose-leaf arrangement was 
selected because it facilitates additions 
and changes, and makes it possible to 
keep the book current at all times. In- 
corporated in the rate book are several 
important changes in the company’s pol- 
icy line and premium schedule. 





Our thanks to our brokers for the heip they 
have given us in being #2 in the United 
States for the Ist quarter of 1957 with 
$3,777,000. Our paid for at the end of 
March 1957 is over $4,200,000. 


Thanks again. 











Mutual Benefit Life Insurance Co. 





Charles J. Buesing Agency 


Moves to New Quarters 


Mutual of New York’s downtown 
agency, which has been located at 135 
Broadway in Manhattan, has moved to 


new quarters at 150 Broadway, it was 
announced by Manager Charles J. 
Suesing. : 
Mr. Buesing announced that the move 
is being made to enable the agency 
to serve policyholders more efficiently. 
It is the sole MONY office in the down- 
town New York area. The agency com- 
prises nearly 100 field representatives. 
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(as they say 


Do Franklin men 


really make so much money? 


don’t take our word... | 


ask them! 


(we'll be glad to furnish addresses on request) 


An agent cannot long travel at a faster gait than the company he represents! 


in the ads) | 





The Friendly 
FRANKLIN LIFE 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoied 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Bi!lion Four Hundred Million Dol'ars of Insurance in Force 


CHAS, E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 





























Page 16 May 3, 1957 




















LIFE INSURANCE 
RENEWALS sunase casi 
RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. PLaza 3-2826 











Medical Research Fund 
Awards Exceed Million N.Y. STATE EXAMS 
The Life Insurance Medical Research NEW YORK -« JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


Fund, which is supported by 146 life 
insurance companies in the U.S. and 


Canada, announced that it has awarded INSURANCE COURSE 


$1,059,490 this year for heart research. 











Vis pe dg Phar rug hes Roy Broker’ 14% hatte ie ae ani ie 1957 
€ “ s 5 iJ av ec one 
million dollars. The Fund’s total of NOTARY PUBLIC COURSE 
awards, since its organization in 1945, Stork We 
now come to $9,211,000. All of the re- for orsingtiog as see te, 4807 
sources of the Fund are devoted to AMERICA’S LARGEST INSURANCE 
fighting heart disease. & REAL ESTATE BROKERAGE SCHOOL 
The Scan part of the 1957 alloca- Write, phone or call for Booklet 
; sie, och eee be towne. tions—$942,040—will go to support 66 INSTITUTE OF 
HERBERT FRANKFORD MILTON RIFKIN heart research programs in medical INSURANCE 
centers in United States, Canada, and ie Hee aan 
The appointments of Herbert Frank- Frankford has served as first vice pres- eaten ms aces Ss geht vb co hea ri al 
eee ‘ payee Prat Sc wa 5 oe Mee OL gar tase eg Bees fellowships tor heart research going to ran 
ford and Milton Rifkin, CLU, as general ident of the Life Supervisors’ Associa- 23 young investigators in this field. \._HERBERT J. POHS, Founder-Director 











agents in New York City for Berkshire tion of New York and is a member of Studies under these grants and fellow- 
Life have been announced by George D. the Life Underwriters’ Association of ships will be conducted in 55 research 





Covell, CLU, agency vice president. New York. gee ayes hi Is. D 
Mr. Frankford, wh« i mntinue Mr. Rifkin, whose new agency offices n announcing this year’s awards, Dr. : 
alge will continue to es esrb eae ont ohn sedis Francis R. Dieuaide, scientific director Colonial Life Extends 
maintain his offices at 347 Madison Ave- are located at 100 William St., is a grad- cf Site Viekekane Miaiieat, Siaksaeed 
nue, entered the insurance business as uate of Brooklyn College and a Navy Fund, said they w re id a ae mp . net fie Upsala College Scholarship 
an agent for The Prudential in 1930. veteran. He entered the life insurance i 2 d : ould support scientists . : os sisi 
; in a broad attack on the vital problems Colonial Life scholarship for mathema- 


In 1944 he joined Berkshire Life as a business as an agent for the Berkshire of heart diseases. Prominent among tl 
supervisor in the S. S. Wolfson Agency, Life in New York City in 1946. He was 2); Png wf tics for matriculation at Upsala College, 
t : subjects under study are diets, stresses 


Inc., New York. He was named assistant named supervisor for the Wolfson : : ; f freshmen _enteri » September 
c., ne Oo e was ed assis e I s and other factors in hardening of the for freshmen entering the September, 


general agent in 1952, z ss n- Agency and was appointed asso- ; : : roy : 
Kee al Sent i fii and associate ge a in 1949, a pheokig Oi 1 arteries, coronary occlusion and high 1957 class, has been extended to include 
eral agent and vice president of the ciate general agent in 1954. He receivec dail eugniee. (un olhet: seneretan, Gow z i si aeiiaaulis 
agency in 1954. For the past year, Mr. his CLU designation in 1951. wictliele a bein en : od 1€ male senior students of all high schools 

pes & I or the im- in the Oranges and Maplewood, it was 


—_—— ———— provement of cardio-vascular surgery, 


° : rhygr’ = nies : - > nr oe 
and for its extension to conditions hith. @ nounced by Richard B. Evans, presi 


March Ordinary Life Sales Aidit Mite a Director erto inoperable. dent of the company. The eligible schools 
at > le 4]] states ° “rere - > 4 “4° 4° ~ . ee - 
Maine hee a _— ge Seng ie Of Northwestern National Marae are Clifford Scott High, East Orange 
appa — PO oe ee ee Robert W. Anderson, vice president High, Orange High, West Orange High 
in March, with Pennsylvania second and and_ treasurer, Northwestern National Westreich Housewarming and Columbia High. Previously, the 
Rhode Island third, it is reported by the ife i sapolis, was elected a director < : : ha as eae es Cs . STs 
Life nas urs ace \ ack 4 asad io: a eye ee the oud: ie vaiietiing Gerald _ Westreich, appointed general rercingieen. wae, MEER ONE se gradentces 
etiam: aghich eas: annlewed | Mesach xa sts te = i ‘to will Gil the unexpired agent of Berkshire Life at 45 John of the two local East Orange high schools. 
soc ti I ni as anal Mi , ts ve ‘ >t Te ee de a : : oe, ee 
sales by states and leading cities. Coun- term of W. R. Jenkins, who resigned rece Sen ho Nampa gt The purpose of this freshman scholar- 
trywide, “iene gg business increased as a director. Mr. Jenkins resigned as rea a a Yo ei ta A ds veld 4 ship award is to provide financial assis- 
29% in March, compared with March, first vice president of NwNL last Oc- she tee tah iad LK SRSMEAUCE SMCIG Aik bance 40. a qualified Student«who: plans 
1956 while M: sea Lk ouel ae im ander also by three representatives of the com- ‘ance a que : plans 
D0, 11} l Sales gal : ss ober. < — ‘ ‘ F pee - 
Pennsylvania, March sales were up 52% Mer Anderson went fo Northwestern. ceo” ’s home office. They were Bruce D, to major in mathematics. The scholarship 
i ay ( h S« a \ Te JS p\ A / *TS( ps il é ome, - e 
ee ee eta be: ots te er UE coca aaa Shepherd, underwriting secretary; Paul amounting to $750 is intended to cover 
a ( nod a (i > i ° aNe ma e Js ( ta N 
For the first three months, with na Chemical Co., New York, where he had R. W hite, assistant secretary, dcidonweeii: tuition expense plus $100 for books and 
or rs tnr ( a: a- ws < ve x, « 
eat" ae , ee tik Se ee ee ee ing service department, and Lyman R._ incidentals. 
tional Ordinary sales up 27% from the served as a_ financial adviser for that : ; . ’. : 
: - Whelan, superintendent of agencies, bro- Candidates will be selected on the 


: fore ennsy! j : 5 or x€ : : 
wee oF Pi semgpen Aig ewig weirs eae 0d ne sritable found: snake kerage. Mrs. Helen Mueller is in charge recommendations of the principals of 
place, up 42% from the corresponding A graduate of Harvard College and Har- of office administration of the new these five high schools and their names 
period of last year. vard School of Business Administration, *8€"CY- aee 2 age will be submitted to Upsala College. 

Among the large cities, Philadel phia he has been in investment work con- A graduate of City College of New lhe award of the 1957 freshman Sschol- 
showed the greatest rate of increase for tinuously since 1932 with the exception York Mr. Westreich was formerly a state arship will be made by Upsala College 
March, with a gain of 62%. St. Louis of service in the Navy during World ‘#* €xamuner. He began his insurance after consideration of the high school 
was next, with purchases up 56%. Was 17. ; career with Travelers and then became records of the applicants and the results 

: a personal producer of Mutual Trust Life. of objective tests. 


A Symbol 
| of Security 














EMPIRE'S 
Innovation in Life Insurance—Reduced Premium Because 
of Policy Size 















Retinn 


Mutual 





Reductions per thousand applicable to our published rates regardless of age. 








a 7a Ta: PRWL & All Other Plans 
Selective Except Term 
New England ° Protector & Term Riders 
company affording o i Below $5,000 bie. e 
Hi H $5,000 to $9,999 —0— 1.00 
professional guidance nsurance $10,000 to $14,999 $1.50 $1.50 
and sound protection $15,00 and over $1.75 $1.75 











We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


MORGAN 0. DOOLITTLE, DOUGLAS S. FELT 
President Agency Vice Pres. 


to policyholders Company 
since 1891... 








BOSTON MUTUAL LIFE INSURANCE COMPANY 
156 STUART STREET . BOSTON 16, MASSACHUSETTS 
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Sees Life Insurers 


Entering Other Fields 

Life insurance companies are actively 
seeking legislation which will let them 
go into the fire and casualty business in 
Massachusetts, General Counsel Arthur 
C. Conley of the Insurance Federation 
of Massachusetts declared at its recent 
annual meeting. Mr. Conley told of the 
desire of life insurance companies with 
their thousands of weekly premium in- 
dustrial! agents, to go into the property 
insurance business as one of the dis- 
turbing legislative developments of the 
year. 

“Representatives of the life insurance 
companies have admitted that they want 
to go into the fire and casualty busi- 
ness,” Mr. Conley declared. He did not 
name the companies, but he referred to 
recent legislative hearings at which 
spokesmen for the John Hancock Mutual 
Life and the State Mutual Life had 
supported legislation with that object. 

Philip L. Miller of Field & Cowles, 
3oston, was elected president of the 
Federation at the annual business meet- 
ing. Mary A. Blackbourn was re-elected 
secretary-treasurer. 


General American Life 
General Agency Leaders 


The Kamaaina Agencies, Honolulu, 
general agent for General American Life, 
was the company’s top agency in paid 
life volume for March, the third con- 
secutive month this year that it has led 
the company’s top ten agencies. Two 
other agencies were also among the top 
ten for the third consecutive month this 
year—Fred F. Sale Agency and Adam 
Rosenthal Agency, both of St. Louis. 

The top ten General American Life 
agencies according to paid life volume 
for March were, in order of their quali- 


fication: Kamaaina Agencies; Jack 
Hensley Agency, St. Louis; J. William 
Van Horn Agency, Cleveland; Rosen- 


thal Agency; W. Stanley Stuart Agen- 
cy, St. Louis; Otto A. Jeanes Agency, 
Chicago; Allen H. Ogilvie Agency, Los 
Angeles; Sale Agency; Grover Johnson 
Agency, San Francisco; and Charles W. 
Beers Agency, Fresno. 


District Managers Course 

Six combination company district man- 
agers have enrolled in the new north 
side of Chicago study course in district 
management. The Chicago study group, 
under the sponsorship of the Chicago 
General Agents and Managers Associa- 
tion, is the fifth study group resulting 
from the recent moderators conference, 
according to Donald A. Baker, executive 
director of the General Agents and Man- 
agers Conference of NALU. Other local 
General Agents and Managers organiza- 
tions sponsoring the course are San 
Diego, Calif., Norfolk, Va., Long Island 
City, N. Y., and Omaha, Nebr. 

Martin M. Guon, Metropolitan Life 
manager in Oak Park, IIL, chairman of 
GAMC’s committee on study course for 
district managers, points out that the 
study course is the only industry-wide 
management training program. geared 
specifically to the problems of the dis- 
trict manager. 

The study course for district man- 
agers, like its companion agency man- 
agement and assistant manager study 
courses, was perfected by LIAMA and 
is being promoted on a national basis 
by GAMC. 


First Colony Directors 

Two new members, Joseph A. Jen- 
nings, Richmond, and Harry L. Lawson, 
Roanoke, have been elected to the board 
of directors of First Colony Life, Lynch- 
burg, Va. according to an announce- 
ment by Edwin B. Horner, company 
president. 

_Mr. Jennings is vice president of the 
State Planters Bank of Commerce and 
Trust, Richmond, while Mr. Lawson is 
president of H. L. Lawson and Son, 
Inc., and secretary-treasurer of Davis 
H. Ellit Co., both of Roanoke. 


Robert G. Horton Gets New 
Post With American Life 


Robert G. Horton has been appointed 
superintendent at its Metropolitan branch 
office in New York City it was an- 
nounced by American Life of New York, 
wholly-owned life affiliate of American 
Surety Company. This office, located at 


111 John Street, supervises 14 counties, 
including Greater New York, Long Island 
and Westchester. 

Mr. Horton, who has had both com- 
pany and agency experience in this area, 
will be in charge of developing life 
business in the territory from general 


insurance producers, especially those now 


placing their surety, casualty and fire 
lines with American Surety. 


Manhattan Life Admitted 


To State of Tennessee 


Manhattan Life has been admitted to 
transact business in Tennessee, the home 
office has announced. In addition to the 
District of Columbia and the Territory 
of Alaska, the company is now licensed 
to do business in twenty-three states. 





“How much should you tel 


your life 





A NORTHWESTERN MUTUAL POLICYHOLDER SINCE 1935. Today 
Mr. Kimberly owns four policies with this company. 


insurance agent ? 


A guide for those who want to get the 
most out of their life insurance programs 
from JOHN R. KIMBERLY 
President and Chairman of the Board, 


Kimberly-Clark Corporation 


“TT’S NATURAL for a man to be 

somewhat reluctant to discuss his 
money matters. But it’s just good 
business to give your life insurance 
agent all the facts. He asks only the 
questions that need to be answered 
—to bring out information that he 
knows from experience will help him 
to help you. 

“Talk freely with him—and know 
that what you say will be held in 
strict confidence. Discuss things with 
your life insurance agent openly and 
frankly, just as you would with your 
doctor or lawyer. 

“Omit even one fact and you may 
seriously impair the effectiveness of 
your insurance program. A qualified 
agent can be of tremendous help to 
you in planning for your future and 
your family’s security. Choose your 
life insurance agent with care. And 
when you do, tell him the facts.” 





A CENTURY 
OF SAFEGUARDING TOMORROW 


Y CHARACTER, ability and training 
B vour Northwestern Mutual agent is weil 
gualified to help solve your protection prob- 
lems. He represents one of the world’s largest 


life insurance companies, this year celebrat- 


3 ing its 100th anniversary. Ask him about 
© Northwestern Mutual’s new Quantity- 
3 Earned Savings (QES)...lower-than-ever net 
= cost on all types of policies, $5,000 and up. 


Tke NORTHWESTERN MUTUAL 2 Aesurance Company 


MILWAUKEE. WISCONSIN 





AS ADVERTISED IN TIME AND NEWSWEEK 
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General American Life 
Wins Accounting Case 


MISSOURI STATE REINSURANCE 





Circuit Court Upholds Final Accounting; 
Praises Work of Conserving Old 


Company’ s Business 


St. Louis—The 200,000 Ordinary poli- 
eyholders of General American Life 
which reinsured the old Missouri State 
Life in 1933, won a substantial victory 
against various groups of policyholders 
of the defunct company in St. Louis 
Circuit Court April 26, when Appellate 
ludge Edward M. Ruddy rendered his 
opinion in the litigation involving the 
final accounting, as of August 31, 1948, 
of the affairs of the old company. 

In their efforts to upset the final ac- 
counting report as filed in the Circuit 
Court by the Superintendent of Insur- 
ance and the General American Life, 
and approved by the Superintendent of 
Insurance (with reservations on two 
matters that the company itself wanted 

court decision on) a group of former 
ckholders of Missouri State Life 
filed exceptions or objections to the final 
accounting. In all the objectors raised 
27 exceptions involving approximately 
$16,000,000. Judge Ruddy overruled most 
of the stockholders’ objections. He sus- 
tained exceptions for a total of $2,146,- 
214 but he also upheld the General 
American Life claims on various other 





items for a total of $665,910, leaving 
$1,480,304 to be added to the surplus of 
the old Missouri State Life account 


However, of that sum about $450,000 was 
not a subject of real controversy, being 
the value of oil and mineral rights, 
which under the Missouri insurance 
statutes ordinarily would not a con 
sidered an admitted asset. Judge Ruddy 
directed the General a Se Life t 
include this item as an admitted asset 
on which the earnings should go into the 
Missouri State Life account. 


Effect of Decision 


The decision means that the entire 


$1,480,304 goes to repay interest of the 
id company’s stockholders on the 
original lien against their policies. The 
principal of the lien was wiped out sev 
ago and there had also been 
payments refund interest 


; 
eral years 
substantial 





paid on balance of the lien. Under 
Judge Ruddy’s ruling the stockho ders 
of the Missouri State Life will rece 

nothing since their equity had ‘ori 


viped out 

The 27 exceptions of stockholders con- 
tended assets in the Missouri State Life 
account had been understated bv $4 
million, liabilities overstated $12 million 

Judge Ruddy, who is presiding judge 
r the St. Louis Court of Appeals, re- 
tained jurisdiction of the case, with con- 
sent of counsel, when he was elevated to 





The case is believed 
the greatest volume of 
» history of the St. Louis 

ludge Ruddy took the 
lvi December, 
lasted fron Novem 
30, 1951, and involved 
my, 2 20) pages ] 












700 exhibits rangit 
pages 
Ruddy’s decisior 
mes ra total 898 
26, 1957, was a finding 
eeme}! f 1933 was 
in fact a p he assets of the 
old Missouri panies Life and the rein 
surance S outst inding busines The 
bjecting stoc Iders, le y Paul N 
Dar of Nashville 1 O’Bries 
‘Chi. g reeme} 
nere ntra 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











mmc UNDERWRITER 
They largely based their legal support “The court would be remiss in_ its 
of that position on an Towa case in- duties if it did not point out that 


volving the old Royal Union Life of in its opinion the officers and directors 
Des Moines. However, Judge Ruddy of the General American Life Insur- 
found the basic elements were not the ance Co. who served through the 15-year 
same as those prevailing in the Mis- period from 1933 to August 31, 1948, 
souri State Life purchase agreement. performed a herculean task in effect- 
A significant phase of the April 26 ing the recovery recorded in the final 
decision is that Judge Ruddy upheld the accounting. The judgment exercised by 
right of the directors of a life insurance these individuals, with a few exceptions, 
company to insist upon adequate re- was sound and reasonable and entirely 
serves for the protection of its policies. in accord with the interests of the poli- 
The reserve basis was a key issue in the cyholders and stockholders as those in- 
case. terests were stated in the purchase 
In his opinion Judge Ruddy said: agreement.” 











In Flexible 
RETIREMENT 
INCOME 

PLANS 





Your client has a choice 


of many practical options: 

© He picks the retirement age that best suits his cir- 
cumstances, when he knows what’s best for him. 

e He may defer maturity age any time up to age 70. 


@ He may continue payment of original premium for 
period of deferment, and substantially increase the 
income payable at maturity; or 


e He may discontinue premium payments and have a 
smaller increase in the income payable at maturity. 


© He is offered important tax advantages by exercising 
his option to defer maturity date. 


Call your nearest Guardian manager 
for full information, or write... 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 


Henry Reichgott, Well Known 
In Group Insurance, Is Dead 


Boris Studios, Inc. 
HENRY REICHGOTT 


Henry Reichgott, 63, second vice presi- 
dent in charge of Group underwriting, 
Equitable Society, died suddenly last 
week. 

Born in New Haven and a Yale Uni 
versity graduate, class of 1914, Mr. Reich- 
gott joined actuarial and Group depart- 
ments, the Travelers, and later was vice 
president, General American Life. He 
joined Equitable in 1934 as divisional 
Group manager of its New York metro- 
politan department. In 1935 he was ap- 
pointed director of Group accident and 
health insurance. In this role he guided 
the expansion of Group accident and 
health and Group death and dismember 
ment and hospitalization business. He 
was promoted to second vice president 
in charge of Group underwriting in 1952. 

For six years Mr. Reichgott was a 
member of the Mount Vernon Board of 
Education. He was a Mason, a member 
of Yale Club of New York and of the 
Society of Actuaries. Surviving are his 
widow, four daughters and eight grand- 
children. 


New England Managers to 
Meet in Swampscott May 10 


The tenth annual conference of New 
England General Agents and Managers 
Association will be held May 10-11 at 
New Ocean House, Swampscott, Mass. 
Opening address will be given by Byron 
K. Elliott, John Hancock president. Har- 
old E. Dow, vice president in charge of 
Prudential’s recently announced North- 
eastern regional home office, and H. 
Bruce Palmer, president, Mutual Benefit 
Life, are among speakers as are Dean 
Laurence J. Ackerman, School of Busi- 
ness Administration, University of Con- 
necticut; Clarence B. Metzger, CLU, vice 
president, Equitable Society; Floyd A 
Rosenfelt, general agent, Connecticut 
Mutual, Toledo, and F. Courtney Wil- 
liams, Metropolitan Life manager in 
Bangor, Me. Chairmen of the sessions 
will be Franklin F. Pierce, CLU, Mutual 
Benefit Life, Springfield, Mass., and 
Laurens F. Bruno, CLU, Equitable So- 
ciety manager, Boston. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Leo Sexton Elected 
Agency Vice President 


BY AMERICAN BANKERS LIFE 





President Ranni Reports to Board of 
Directors on 1956 Gains; Pinto 
Elected Ass’t Secretary 





The election of Leo Sexton as agency 
vice president of American Bankers Life 
of Florida is announced by James G. 
Ranni, president of that company. Mr. 
Sexton, who has served for the past year 
as general manager of the agency depart- 





LEO SEXTON 


ment, was named by the board of direc- 
tors to his new post at their annual 
meeting last week in Miami. At the same 
meeting Benjamin Pinto, manager, prem- 
ium accounting department, was elected 
assistant secretary. 

Mr. Sexton joined American Bankers 
Life in 1956 after 27 years’ experience in 
the business. He was regional director 
for a large eastern company and director 
of agencies of a billion dollar southern 
company. In his earlier career he was 
nationally known for his athletic ability 
both in college and at the 1932 Olympic 
games where he won the shotput cham- 
pionship. 


Insurance in Force Up 60% 


In his report to the directors Mr. 
Ranni stated that insurance in force 
increased by over $48,000.000 last vear, 
up 60% to a total of nearly $128,000,000. 
This figure is four times the amount 
reported at the end of 1953. 

Assets have increased 57% to $2,653,393 
and paid-in premiums rose 60% to a total 
of $5,384,127. 

R. Kirk Landon, credit life president, 
reported that premiums for the first 
quarter of 1957 topped $1,350,000, an in- 
ag of 33% over the same period in 
)56. 


With the appointment of 65 general 
agents in 1956 the company’s field force 
now comprises 360 Ordinary and 200 
credit life agents. American Bankers 
entered two new states in 1956 and now 
operates in 31 states and the District of 
Columbia. 


Occidental Names Dockins 


Birmingham Branch Manager 

George J. Dockins has been appointed 
branch manager in the Birmingham, Ala. 
branch office of Occidental Life of Cali- 
fornia. Perey D. Smith, former branch 
manager, has been named agent in 
Birmingham, and will devote the ma- 
jority of his activities to personal pro- 
duction. 

Mr. Dockins has been brokerage man- 
ager in the Birmingham office since 
1952. Prior to joining Occidental Life 
he was an agent for Mutual Benefit Life. 


New Officers Appointed 
By Northwestern Mutual 


Two new officers have been appointed 
by Northwestern Mutual Life, according 
to Donald C. Slichter, company vice 
president. 

Donald H. Windfelder has been named 
assistant superintendent of 
Stanley Z. Scott has been named an in- 
vestment Both men 
have held the rank of specialist in the 
bond department since joining the com- 
pany in 1954. 

Mr. Windfelder’s activities at the 
Northwestern include security purchase 
He attended the 
S. Mer- 
Point, 


bonds and 


research officer. 


and sales transactions. 
University of Notre Dame, U. 
chant Marine Academy, 
N. Y., and the Babson Institute, Welles- 
ley, Mass., where he received his B.S. 
degree in 1948. During World War II 
he served in the Navy. 


Kings 


During the six 
years previous to joining Northwestern 
Mutual, he was employed by a Mil- 
waukee investment banking firm. 


Mr. Scott is a Northwestern Mutual 





tive net costs. 


500 FIFTH AVENUE 





Call and Ask about 
THE EXECUTIVE SPECIAL 


Our completely new policy which has high guaranteed cash values and very competi- 
ARTHUR MILTON AGENCY 


Postal Life Insurance Company 


BRyant 9-3242 
(Postal’s First Agency) 


NEW YORK 36, N. Y. 








specialist in the industrial 
securities area. After 
Air Force during World War II, he 
earned his B.A. degree from the Uni- 


versity of Wisconsin and his M.A. from 


investment 
serving in the 


George Washington University. He also 
received a Fulbright scholarship to study 
University of Paris, 
where he earned a graduate degree in 
1950. From 1950 to 1954, Mr. Scott 
4vorked in the Central Intelligence agen- 
cy, Washington, D. C. Mr. Scott, who 
was a life insurance investment analyst 
before joining Northwestern Mutual, is 
a member of the Investment Analysts 
Society. 


economics at the 


Appoint Howard L. Cundy 

Howard L. Cundy has beer appointed 
district manager for the James D. 
Stanley agency of Massachusetts Protec- 
tive Association, Inc. and Paul Revere 
Albuquerque, N. M. Prior to 
joining the Worcester, Mass. companies, 
Mr. Cundy Northw 
Mutual in Albuquerque as special arent 
and general agent. 

An LUTC instructor for the past five 
years, Mr. Cundy was recently appointed 
by NALU as a national committeeman 
on content and techniques for the revi- 
sion of texts. 


Life in 


represented ‘stern 








A compact, colorfully-attractive and completely 
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useful sales kit containing a separate card for each of 


the State Mutual plans on Group Major Medical insur- 
ance... the newest and fastest growing form of health 
insurance in America today. Makes Group Major Medi- 


cal easy to understand, easy to sell. So unique, so new 
it’s been copyrighted ! 


For help in getting your share of commissions in the 


expanding major medical market, write or phone your 
nearest State Mutual agency or group office for one of 


these useful sales aids — soon. 


STATE- MUTUAL LIFE 
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Union Labor Life 
Holds Annual Meet 


TOBIN SCORES SELF-INSURANCE 


Company Has $876 Million of Group Life 
and Ordinary in Force; Stockholders 
Hear George Meany 





The 3lst annual meeting of Union 
Labor Life, held recently in Baltimore, 
featured the annual report of President 
Edmund P. Tobin who pointed to 1956 
gains made by the company to the 
largest gathering of stockholders held 
to date. Mr. Tobin said that in all areas 
of activity the company surged forward 
and ended the year with approximately 
$876 million of Group life and Ordinary 
insurance in force. One of the outstand- 
ing fields of service of Union Labor’s 
activities, he emphasized, was the fact 
that over $25 million were returned to 
policy holders as claims or dividends 
during that year 

In commenting on self-insured welfare 
funds President Tobin indicated that in 
the opinion of many impartial authorities 
the term “self-insurance” is a misnomer 
and it might be more accurately de- 
scribed as “non-insurance.” He pointed 
out the inherent weaknesses of such pro- 
grams and the dangers and pitfalls that 
labor organizations might experience in 
venturing into this most precarious field 
of providing sound, secure and permanent 
benefits for their members and _ their 
families. 

George Meany Luncheon Speaker 


The meeting was highlighted by the 
annual stockholders’ luncheon at which 
John Coppage, Deputy Insurance Com- 
missioner of Maryland extended congrat- 
ulations to the stockholders for the com- 
pany’s progress and commended them for 
“conservative and sound growth” of 
Union Labor Life. 


Luncheon guest speaker was George 





Fabian Bachrach 
EDMUND P. TOBIN 


Meany, president of the A.F.L.-C.I.O. 
and a member of Union Labor’s board 
of directors and executive committee. 
He paid tribute to Matthew Woll, foun- 
der of Union Labor Life, who passed 
away in June, 1956. Mr. Meany re- 
affirmed the great interest the trade 
union movement had in Union Labor 
Life because, as he pointed out, “it was 
founded as an_ instrumentality which 
grew out of necessity to serve the work- 
ing men and women of America” in a 
manner which the trade union movement 
should take pride. Mr. Meany called on 
trade union movement leaders to co- 
operate to the fullest possible extent in 
advancing the interests of the company 
so that labor can avail itself of the same 








health and life insurance. 


company. 





me ousual Opportunity 


WE ARE an internationally known company writing accident and 
The leader of one of our foremost 
established agencies, located in a large and growing southern city, 
retires in a few months. Company growth and agency expansion 
make it necessary for us to seek his successor from outside the 


This is a tremendous opportunity of the once-in-a-lifetime 
variety for the man whose accomplishments and personal charac- 
teristics qualify him to lead a sizable group of hard-hitting 
professional insurance salesmen who are accustomed to regular, 
consistent, high-level production results. 

When replying please give complete details of your qualifi- 


cations including management experience. 
Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 





Write Box 2516, The 








professional skills as other segments of 
our society and at the same time provide 
policies for their people to meet their 
needs. 

All present officers and directors of 
the company were re-elected. In addi- 
tion, Peter Schoemann, who heads the 
United Association of Plumbers and 
Steamfitters, was elected a director for 
a three-year period in place of E. J. 
Hillock, secretary-treasurer of that or- 
ganization, who has resigned. 

President Tobin’s term runs for three 
years. James Maloney was _ re-elected 
treasurer and Harry C. Bates was re- 
named secretary. 

Union Labor is now doing business in 
California, Connecticut, Delaware, Flor- 
ida, Illinois, Indiana, Kentucky, Maine, 
Maryland, Massachusetts, Michigan, Mis- 
souri, New Hampshire, New Jersey, New 
York, Ohio, Oregon, Pennsylvania, Rhode 


Island, Washington, West Virginia, Wis- 
consin, and D. of C., and has branch 
offices in the larger cities throughout 
the country. 


Harry Braender Dead 
Harry Braender, 67, secretary of Mon- 
mouth County Association of Life 
Underwriters and an agent of New York 
Life, died recently in Sea Girt, N. J. 


ALBERT W. MOORE DIES 


Albert W. Moore, Wynnewood, Pa., 
former general agent in Philadelphia 
of New England Life, died recently. He 
was general agent from 1926 to 1955 


when he retired because of his health. 
He is survived by his widow and two 
married children. 
















Speaking for his associate and himself, Mr. Levine declares: 


takes pleasure in 
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HENRY LEVINE 


“We are proud to join Eastern Life as a full-time General Agent because of 


the Company’s aggressive policy — with liberal underwriting, its receptive- 


ness to special cases, its many policy forms and riders that fit every type of 


estate planning and its outstanding personal service to underwriters.” 
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Assumption Of Business Risk 


John G. Kelly, Assistant General Counsel of Mutual Life of 
New York, Before Home Office Life Underwriters 
at White Sulphur Springs 


“As life insurance moves forward in 
an era of intensified competition, it seems 
to me both healthy and desirable that 
there be competition in the area of 
policyholder service. I think it is fair 
to say that the optimum here cannot 
be achieved without the intelligent for- 
mulation and the courageous application 
of an assumption of business risk phil- 
osophy.” 

This was the conclusion of John G. 
Kelly, assistant general counsel for Mu- 
tual Life of New York, in an address on 
“Assumption of Business Risk In Insur- 
ance Operations” before Home Office 
Life Underwriters Assn. at White Sul- 
phur Springs recently. He discussed 
various aspects of assumption of business 
risk and items of off-set which “must 
necessarily vary with the situations under 
consideration,” the speaker said. “In 
the one, it may be the balancing of a 
possible loss of right to contest against 
an element of delay or inconvenience in 
issue. In another, it may be the balanc- 
ing of substantial monetary savings in 
company operations, against theoretical 
risks of isolated cases. In others, it may 
be the balancing of the desirability and 
importance of public good will against 
isolated and unlikely legal risks. 

“This last category probably offers the 
greatest challenge to alert an imaginative 
life insurance company management, for 
it is here that the decision to issue or 
not to issue may mean the competitive 
disadvantage of long delay in providing 
for your policyholders and their benefi- 
ciaries facilities of service which your 
competitors have long since made avail- 
able. This was graphically brought home 
to me several years ago in connection 
with some litigation in which we were 
involved. The title of the suit was Hall 
v. MONY. In that case, we litigated the 
question of whether a supplementary 
contract issued pursuant to an election of 
an optional settlement provided in a life 
insurance policy became a testamentary 
disposition (and invalid because of its 
non-compliance with statutory require- 





Many Contributions to 
Late E. W. Murray Fund 


Many contributions to the Earle W. 
Murray Fund, an endowment fund which 
Earle W. Murray established for the 
benefit of the Insurance Society of New 
York, Inc., have been received by the 
society since Mr. Murray’s death on 
March 26, 1957. Friends and associates 
who knew of the fund and of Mr. 
Murray’s many years of work on behalf 
of the Insurance Society have contributed 
in his memory. 

Throughout his insurance career, Mr. 
Murray, who was executive vice presi- 
dent of Appleton & Cox, Inc., was an 
active member of the Insurance Society. 
He served on the board of directors 
from 1942-1948 and was chairman of the 
general educational committee, an ad- 
visory committee of executives from 
various insurance fields, from 1942-1945. 

Mr. Murray established the Earle W. 
Murray Fund in 1956 as a general pur- 
pose endowment fund, the income to be 
used as designated by the Insurance 
Society’s board of directors. 
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ments tor execution of a will), where the 
supplementary contract provided for a 
contingent payee to receive the principal 
sum at the death of the primary payee, 
and also permitted the latter to with- 
draw all or part of the proceeds.” 


Manufacturers Life 
Reduces Term Rates 


Manufacturers Life has announced a 
substantial reduction in rates for Term 
insurance plans at all ages. The annual 
premium per $1,000 at age 40, on a Yearly 
Renewable basis has been reduced to 
$6.38; 5 Year Term to $7.04; 10 Year 
Term to $8.05; and 15 Year Term to 
$9.39. The Five Year Renewable 
rate, at the same age, has been reduced 


to $8.10 per $1,000. 


Term 





CUT THE CONFUSION 


No need to take our word for it— 
see for yourself why Union Mu- 
Non-Can is the best on the 
market today—for you and your 


tual’s 


client. 





———_ 


Cc OM PARE our definition of Total Disability! 


“Total disability means the complete inability of the 
Insured to perform any of. the duties of his regular 
occupation, except that if indemnity has been paid for 
60: months of any continuous disability and this policy 
provides indemnity in excess thereof, then for the bal- 
ance of the period of disability after said 60 months, 
total disability shall mean complete inability of the 
Insured to engage in any gainful occupation for which 
he is reasonably fitted.” 


Cc On PA w E our Lower Rates—particularly 


at the younger ages when higher premiums 


pinch the most! 
Age 35 


Accountant . . Class Al 


Ist day Accident $100 a month poe only 


8th day Sickness ) for 


12 months ) $30.30 annually 


COM PA R E our Flexibility! 


The insured may select any of 6 different benefit periods 


—12, 18, 24, 36, 60 or 120 months; 
14, 30, or 90 days; any or all of 9 optional 


periods 7, 


benefits including lifetime accident, 


4 elimination 


partial accident, 


partial sickness, travel accident, accidental death & dis- 
memberment, daily hospital, miscellaneous hospital ex- 
pense, surgical and accident medical expense. As you 
can see, a Union Mutual Pioneer can be tailored to fit 


any need. 


Underw ritten by 
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Canadian Head Office — Montreal, P.Q. 


LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 


America’s Eighth Oldest Life Insurance Company 
Rolland E. Irish, President* John R.Carnochan, Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 


NEW JOHN HANCOCK DISTRICT 


Robert F. Carr Appointed Manager of 
Recently Opened Agency in Rich- 
mond, Va. 

The John Hancock has opened a new 
district agency in Richmond, Va., and 
named Robert F. Carr, formerly regional 
Greater New York 
region, aS manager. Virginia residents 
have some $162,000,000 of insurance in 
the John Hancock, which has been rep 
resented there for many years by the 
William R. Gardner agency. The com- 
pany has about $45 million invested 
within the state, and during 1956 paid 
out some $2 million in benefits to Vir- 

ginia policyowners and beneficiaries. 

Mr. Carr brings to his new position 
a successful background of experience 
in district agencies operations. He has 
been with the Hancock since 1947 when 
he began his career as an agent at Rox- 
bury, Mass. Later, he was appointed 
assistant district manager at Portland, 
Me., and in 1954 was named regional 
supervisor. 

Looking forward to still further ex- 
pansion in Virginia, the John Hancock 
plans to open a district agency in Nor- 
folk later in the spring. 


New England Life to Install 
Univac II Data-Processing 


New England Life has signed a con- 
tract for $1.5 million with Remington 
Rand division of Sperry Rand Corp. for 
installation of a Univac II large-scale 
electronic data-processing system. The 
company plans that this system will con- 
solidate large volume routine processing 
of work including premium billing and 
accounting, dividend calculating and ac- 
counting, policy valuation and commis- 
sion rin cas In premium billing, 13 
different cards are eliminated for each 
policy, that data being put on one inch 
of tape. 





supervisor in the 


Maine Fidelity Licensed 
In Georgia, Massachusetts 


Maine Fidelity Life has recently been 
licensed in Georgia and in Massachusetts, 
bringing the total of states entered to 
26 according to Curtis K. Gerry, execu 
tive vice president of the company 

Maine Fidelity, with the home office 
in Portland, Me., is the only stock: life 
company in that state and writes life and 
accident and health insurance 


Repeals $40,000 Exemption 


Spokane — Referendum petitions for 
suspending a new Washington state in- 
surance law that repeals the $40,000 life 
insurance exemption from inheritance 
taxes are being circulated. 

The Spokane Association of Life 
Underwriters is sponsoring the cam- 
paign against the act, which is due to 
become a law on June 15 unless it can 
be offered to the people as a referendum 
in the November ’58 election. 


Honor Bell and Manning 

Equitable of Iowa’s 1957 Hall of Honor 
and Master Agency Builder award win- 
ners were announced at Fairmont Hotel, 
San Francisco, this week at a_ field 
regional convention. F. Howard Man- 
ning, CLU, Kansas City, with company 
since 1946, was named 1957 Hall ot 
Honor agent and Hugh S. Bell, CLU, 
general agent in Seattle since 192Y is 
1957 Master Agency Builder. 
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OUT-OF-COURT SETTLEMENTS 


Insurance men generally favor out-of- 


‘ourt settlement of disputes between 


insurers and policyholders, or third party 


claimants, arising out of questions ot 


policy liability, or amounts of money to 


be paid when liability itself is not ques- 


tioned, Arbitration is advocated widely 


if attorneys for parties to a loss are 


themselves unable to agree upon accept- 


able claim settlements. There are many 


reasons why resort to court trials is 
discouraged. 

In the first place court calendars are 
that it often takes 


accident or loss 


so crowded today 


several years after an 


for an actual settlement to be reached 


appeals to 
both 


via jury trial and subsequent 


higher courts. Costs mount, for 
insurer and claimant, when a controversy 
ettled 


attorneys 


remains uns and goes into court 


Expenses for and court costs 


run into large figures. In the end it has 


often been ascertained that both claim- 
ant and insurer would actually have 
gained much more through an out-ot 
court settlement even though the gross 
award received via court combat was 
greater. 

Hence, it is with considerable satisfac- 


tion that many ocean marine leaders 


attorneys representing litigants 
Doria-Stockholm contro- 


hear that 
Andrea 
believe it 


in the 


versy possible that all, or 


claims may be settled without 


trial. It 


nearly all, 


a Federal court has been re- 


1 


ported that claims arising out of this 


collision in 1956, resulting in total loss 
of the Doria, aggregated around $116, 
000,000, including those of the Italian 


Line against the Swedish American Line 
for $30,000,000. The jatter line has a 
claim for $1,000,000 for repair costs to 


the Stockholm. It is reported these two 
will be 


of establishing negligence by 


claims dropped as the problem 
one vessel 


difficult 
fund of 


wv the other has been most 


There is a reported liability 
$6,000,000, or 
paid. If 


about less, from which 
this is so, then 


who 


claims will be 


ocean marine underwriters paid 


losses promptly following sink- 


Doria 


their hull 


ing of the have little chance of 


recovery. The third party claims, involv 


ing loss of life, injuries, loss of baggage, 


cargo, P & I losses will be reduced in 
order that those who have genuine 
claims may receive a fair share from 
this liability fund. The death and _ per- 


sonal injury claims will be handled first 


and property losses dealt with later. 
If these outstanding third party claims, 


totaling around $85,000,000 but involving 
duplications, can be so reduced 
$6,000,000—o1 


fund is 


many 
so that the whatever 


amount is in the fairly dis- 
settle- 


this 


tributed as to secure approved 


ments, then a general settlement of 
entire loss may be attained without court 
Insurers are on the sidelines in 
They have paid their 


hull, 


and accident 


trial. 
these pri ceedings. 
cargo, 

claims. 
affected 
which hold 
settlements. 


losses, including per- 


direct 
sonal baggage, life 
recovery are 
liability 


Their chances of 
by limitations of 


down the fund for use in 


Nevertheless, they favor the principle 


of agreement by negotiation, or arbitra- 


tion, so as to arrive at fair loss settle- 


ments without recourse long drawn- 


out, costly, and often unsatisfactory re- 


sults achieved through court proceedings. 


Walter L. Pool, general agent in Nor- 
folk for Lincoln National Life, has been 
elected chairman of the executive com- 
mittee of the Life Insurance Agency 
Management Association’s School in 
\gency Management, held April 8-19 
at the General Oglethorpe in Savannah, 


(,eorgia. 
* * * 


Caspar W. Haines, New [:ngland Life, 
Philadelphia, has been named chairman 
of the insurance committee of American 
Cancer Society, Philadelphia, to super- 
a special ‘appeal among insurance 
executives for the 1957 Cancer Crusade. 
The appeal will be a memorial to Mr. 
Haines’ former partner, George W. Dunn, 
March 20, 1957 at the 


vise 


who died of cancer 
age of 38. 
* * & 


William F. Clancy has been appointed 
marine supervisor of the Syracuse, N. Y., 
office of the Atlantic Mutual Insurance 
Co. and Centennial. A graduate of Bos- 


ton College, Mr. Clancy goes to the 
Atlantic Companies after eight years 
with another insurance company, most 
recently as marine special agent in up- 
state New York. 





Pach Bros. 
ECKER 


FREDERIC W. 


Frederic W. Ecker, president, Metro- 
politan Life, will be a speaker at annual 
Hemispheric Insurance Day luncheon, 
May 14, at Waldorf-Astoria Hotel. As 
chairman of President Eisenhower's 
committee, “People-to-People” program 
Mr. Ecker will discuss objective of that 
program emphasizing why insurance men 
have a personal stake in friendship with 
their neighbors overseas and how a pri- 
vate citizen can do something about it. 
beni A. Diemand, president, Insurance 
Co. of North America, who will preside 
at the luncheon is vice chairman of 
“People-to-People” committee. New York 
State Superintendent of Insurance 
Leffert Holz will speak briefly at the 
luncheon. 

a ae 

Charles C. Bales, head of a life insur- 
ance agency in Atlanta, Ga., is one of 
the winners of the Horatio Alger Awards 
given by a committee of the American 
Schools and Colleges Association. The 
presentation will be made at Waldorf- 
Astoria May 9. Winners were chosen by 
ballot among 3,000 campus leaders at 500 
schools and colleges. Horatio Alger was 


author of rags-to-riches success books 


which captivated the imagination ‘of 
higieviregs youth for many years. In 
brief, the awards are given to men who 


have overcome humble beginnings and 
achieved later success. 
x kk 


Joe P. Gibbs was sworn into office late 
last week as a member of the Texas 
Board of Insurance Commissioners in 
Austin, Tex. The 68-year-old banker was 
chosen by Gov. Price Daniel to take a 
temporary place on the board, which has 


been in the headlines in the last few 
years because of failures of insurance 
companies. Mr. Gibbs agreed to serve 


until the legislature acted on the plea 
of Governor Daniel for a complete reor- 
ganization of the commission with all 
new members, or until next September 
if the legislature failed to act. Mr. Gibbs 
previously served on the board before his 
retirement five years ago. 
x ok * 
Thomas E. Walker, formerly head of 
the marine-burglary department of the 


Western department at Rockford, IIL, 
has been transferred to the head office 
of the American Insurance Group in 


Newark, where he has been promoted to 
superintendent of the inland marine de- 
partment. Mr. Walker, a graduate of 
3eloit College and a veteran of six years’ 
service with the United States Army, 
has been associated with the American at 
Rockford since 1946, 








Boris, Boston 


O. KELLEY ANDERSON 


O. Kelley Anderson, president of New 
England Life, has been nz amed campaign 
chairman of Greater Boston’s first United 
Fund Drive to be held next fall. An- 
nouncement was made by Joseph Spang, 
Jr., president of the newly-organized 
United Fund. Mr. Anderson is a promi- 
nent leader in Boston civic and business 
affairs, as well as in the insurance field. 
He is a director and member of the ex- 
ecutive committee of Institute of Life 
Insurance, a member of Life Insurance 
Association of America. Life Insurance 
Committee of National Fund for Medi- 
cal Education, Insurance Finance Com- 
mittee of Committee for Economic De- 
velopment, and Insurance Committee of 
President Eisenhower’s People-to-People 
program. 

a oie 

California Insurance Commissioner F. 
Britton McConnell who was stricken by 
an abdominal seizure last Friday in a 
downtown San Francisco bank, is re- 
ported resting comfortably in Stanford 
University Hospital where he is recover- 
ing from emergency surgery performed 
Sunday. 

x * OF 

John P. Callahan has been appointed 
assistant vice president of the National 
Union Group in charge of nationwide fire 
underwriting. He will be located at the 
home office in Pittsburgh. Mr. Callahan 
has spent his entire insurance career 
with the Phoenix-Connecticut Group and 
is well known for his activities as in- 
structor of insurance at the Hartford 
College of Insurance, University of 
Connecticut. 

ck 

Wollsey Wheeler marine supervisor of 
the General Cover Underwriters Asso- 
ciation of New York, addressed the Mar- 
iners Club of New Jersey at a meeting 
at the Robert Treat Hotel in Newark. 
Mr. Wheeler, a charter member of this 
Mariners Club, explained functions of 
the General Cover Association with re- 
gard to handling commercial multiple 
peril policies. 

* * 

Mortimer E. Sprague, vice president 
and secretary of Home Insurance Co. 
and Home Indemnity Co., since 1939, 
has been elected a director of the United 
States Chamber of Commerce. 

* * * 


Paul F. Clark, chairman of John Han- 
cock Mutual L ife, has been honored with 
a “Brotherhood Award” by the North- 
east Region, National Conference of 
Christians and Jews for “distinguished 
service in the field human relations.” 
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Gave 10,000 Polio Vaccinations 

Beekman-Downtown Hospital, New 
York, has informed the insurance dis- 
trict and other districts in lower New 
York which it serves that no more ap- 
plications for Polio Vaccinations can be 
accepted at this time. No one antici- 
pated the gigantic public response when 
Beekman-Downtown Hospital began its 
at-cost anti-polio campaign in March. 
By April 30 it had given more than 
10,000 initial shots to its downtown 
neighbors. 

In his letter on the subject the hos- 
pital’s administrator, J. P. Peters, wrote: 

“We have been able to handle this un- 
expected demand through the generous 
cooperation of our physician and nursing 
staffs who have donated lunch hours and 
valuable free time in order to make low- 
cost polio protection available to the 
downtown community. 

“Soon the round of second shots must 
begin and it will be impossible to con- 
tinue first shots and give seconds con- 
currently. Protection for the coming 
polio season is considered certain only 
after two shots. Therefore, we will 
give second shots to all who receive their 
initial shot by April 30. We feel that 
it is better to assure full protection 
to 10,000 persons than to limit this num- 
ber by trying to give doubtful protec- 
tion to a few thousand more. 

“For those unable to participate in 
the campaign by April 30, we recommend 
contacting Mrs. Fogel of the County 
Medical Societ ty’s Coordinating Commit- 
tee for the Campaign Against Polio. We 
will be happy to lend any necessary 
equipment for vaccination. 

“We hope that your organization will 
not lose interest in this program. Loss 
of public interest last year was a factor 
in curtailed production and resulted in 
the current shortages of vaccine. After 
this polio season we hope to be able to 
re-activate our program.” 





















$ . * 


Joseph P. Peters 


Administrator Joseph P. Peters of 
Beekman-Downtown Hospital. A ni itive 
New Yorker; he is a graduate of Xavier 
High School, has an A.B, degree from 
Columbia and a M.S. (Hospital Admin- 
istration) from that college and has done 
graduate work at Harvard University 
and Georgetown. In World War II, he 
was a first lieutenant in Medical Ad- 
ministration Corps in several Army gen- 
eral hospitals in the United States and 
overseas. 

In 1947 Mr. Peters became assistant 
director of Episcopal Hospital; in 1951 
hospital consultant, U. S. Public Health 
Service; in 1953 Deputy Administrator, 
Beekman-Downtown Hospital being ad- 
vanced to administrator in May, 1955. 

Mr. Peters is a Fellow of American 
Public Health Association and a mem- 
ber of American College of Hospital Ad- 
ministrators and of executive committee 
Community Planning Board No, 1, Bor- 
ough President's office. 











A Mode! for Ret’rement 


On Friday of last week one of the most 
colorful men in the insurance business 
started a year’s leave of absence from 
the Home Insurance Co., after which he 
will retire. He is Alwin E. Bulau, who 
for some years has been assistant secre- 
tary of the Home, manager of its adver- 
tising department and curator of the 
Harold V. Smith Museum of fire marks 
and ancient fire-fighting engines and 
equipment. 

Few men have planned retirement with 
more care and in greater detail. He will 
spend much of his time at a home he 
has purchased in Dammariscotta, Maine, 
52 miles east of Portland. This home is 
located on the original Pemaquid land 
grant, the first land ceded by Indians to 
a white man. It dates from 1605 when 


Lord Weymouth established a colony 
there. A year or so after five Indians 
had been taken prisoner they were 
released by Lord Weymouth who 
brought them to England where they 


returned to 
friends of 
Indian who 


were educated and_ then 
America, becoming staunch 
the white men. Principal 
had been made prisoner was Samoset. 
The house now occupied by Mr. Bulau 
was built by Captain Day who used the 
property as a shipyard 107 years ago 
and built in his front yard a number of 
square riggers. In the neighborhood 
were 31 other builders of square riggers, 
many of which entered the China trade. 
Mr. Bulau expects to write an exten- 


sive history of the early pioneer period 
days of Maine, especially relating to the 
section where he is making his home, 


historical 
number of 
those of 


also do some other 
writings. He belongs to a 
historical societies, including 
Ohio, Indiana and Maine. 
Another hobby which Mr. Bulau will 
pursue is painting of landscapes in oil 
based on Maine Coast scenes. He has 
been painting for some years. During 
his early career he was engaged in art 
work as a designer of interior decora- 
tions in St. Paul in which city he was 
born and raised and attended high school 
there. The living room of his Maine 
home is an exact reproduction of one 
of the rooms in Metropolitan Museum of 
New York. 
One of Mr. 


and. will 


Bulau’s labors of love at 
the home office of the Home Insurance 
Co., 59 Maiden Lane, has been in con- 
nection with the H: rrold V. Smith collec- 
tion of fire marks, fire engines and other 
fire fighting equipment, regarded as the 
largest collection of the kind in the 
world. For some years Mr. Bulau has 
been curator of this museum which at 
the present time is on the executive floor 
of the Home building and has been 
visited by thousands of people, many 
from abroad. Mr. Smith is chairman of 
The Home. 

One of the first activities of Mr. Bulau 
when he came to the home office was 
installing the original museum of Mr. 
Smith’s collection of fire marks and an- 
cient fire department equipment. Since 
that time the museum has been relocated 








Pach Bros. 
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in the building four times until it reached 
its present proportion. Among exhibits is 
the fabulous silver service once presented 
to retiring Chief Isaac N. Marks of the 
New Orleans Fire Department; the 
world’s greatest collection of fire marks, 
including those of companies located in 
61 countries, and the fire mark of the 
Sun Insurance Office issued in 1715 at a 
time when that company, the world’s 
oldest, was called Sun Fire Office. On 
display, too, are ornate silver and brass 
trumpets, helmets, hat fronts, watch- 
men’s alarms, early hand-pump engines 
and many relics of early Philadelphia 
fire-fighting apparatus. 

In 1935 The Macmillan Co. of New 
York published a de luxe book of more 
than 300 pages written by Mr. Balau 
called “Footprints of Assurance,” a docu- 
mentary record of fire marks. Based on 
his long years of erudition and devotion 
to the subject the book is so complete 
that there is hardly anything else which 
could be said about fire marks. The book, 
which also covers considerable material 
about fire insurance companies, has been 
well received and appears on the shelves 


of many libraries throughout the nation, 
including some colleges and schools 
Mr. Balau had considerable field ex- 


perience prior to his affiliation with the 
Home Insurance Co. in 1930. He began 
his insurance career as a broker in Los 
Angeles. Later, he established the gen- 
eral insurance agency of A. E. Bulau & 
Co. in St. Paul, and in 1919 he joined 
the Westchester Fire as state agent for 
Minnesota and North Dakota In 1921 
he became a special agent for the Aetna 
Insurance Co. at Columbus, O., and five 
years later took a similar post with the 
World Fire & Marine in Ohio 

He joined the Home as associate Ohio 
state agent, headquarters in Columbus, 
and after five years in that post became 
state agent for Indiana. In 1947 he was 
made manager of the Home in Indiana 
and in August, 1951, transferred to the 
head office in New York for special 
assignments. Since 1952 he has been an 
officer of the company, manager of its 
advertising and public relations depart 
ment and curator of the Harold V. Smith 
Museum. 

In World War I Mr. Bulau_ served 
in the Intelligence Service of AEF in 
France. He has been president of Ohio 
Fire Prevention Association and of the 
Indiana Fire Underwriters Association; 
on executive committee of the Insurance 
Advertising Conference and one of its 
vice presidents; is a member of the Blue 
Goose. 

Mr. and Mrs. Bulau have three 
all of whom are in the fire insurance 
business. Each was in World War II. 
Alwin E., Jr., a graduate of Indiana Uni- 
versity, in the First Infantry division for 


sons, 
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more than five years, is a special agent 
of Boston and Old Colony with head 
quarters in Cleveland. George, a gradu 
ate of Butler University, Indianapolis, 
who was in the Air Corps, is a special 
agent of Hartford Fire with headquarters 


at Escanaba, Mich. Donald, who also 
was in the Air Corps, is a special agent 
for Crum & Forster, with headquarters 


in Cleveland. 

Mrs. Bulau, granddaughter of a ship 
builder, was brought up in Mason, W 
Va., an Ohio River town, and also spent 
part of her youth in Charleston, W. Va 
She has become a skilled weaver with 
emphasis on Scotch tweed. Mr. and Mrs 
Bulau for some time have been living 
in Greenwich Village and there she 
studied at the studio of the noted Lili 
Blumenau, the country’s outstanding tex- 
tile consultant. 

This article demonstrates that Mr 
Bulau’s retirement will not entail any 
problems of boredom. He will be “work- 
ing” just as diligently as he ever has and 
it will be along 

“T have always found plenty to engage 
my attention in the insurance business 
and in my writing activities,” he said 
to the writer, “and have enjoyed my 
work in connection with the insurance 
business as well as in literature and at 
Harold V. Smith Museum. Now, I will 
be able to concentrate more on historical 


lines close to his heart 


matters in a region where some of Amer- 
ica’s most important pioneer history has 
been lived. I will find it quite thrilling 
living on property ceded to a white 
settler considerably in advance of tl 





time when settlements in Virginia and 
the Carolinas were made.” 


New Directorate for Adams 


Former Police Commissioner Francis 
W. H. Adams of New joey City has 
been appointed a director of Commerce 
and Industry Association “of New York, 
Inc. A graduate of Williams College and 


Fordham Law School he formerly was 
U.S. Attorney and also special assistant 
attorney general of the United States 
\lso, he was selected by the War Labor 
Board as arbitrator in disputes of na 
tional importance. 


* * * 


Courant’s Automobile Ads 


The Hartford Courant, in its Sunday 
editions during 1956, carried more auto- 
mobile advertising than any daily paper 
in the United States with three excep- 
tions. The latter are Buffalo Courier 
Express, Providence Journal and Los 
Angeles Times. The Courant is the old 
est daily paper in the United States 
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Grand Jury Inquiry 
In Essex County, N. J. 


SUBPOENA JOHN R. COONEY 


Statements by 
Rearden of Loyalty Group and 
Former President Cooney 


inty (N. J.) Grand Jury 
insurance angles 


Essex County 


The 
has been investigating 
funds. Essex County 
Webb, Ir., 


Cx voney, 


relative to welfare 
Charles V 
issued subpoenas for 


Prosecutor has 
John R 
Loyalty 


former president of the Group 


f insurance companies, and other prin- 
_ ils in his investigation of insurance 

rms. The New York and the New Jer- 
i State Insurance Departments and 
State Law Enforcement Council of New 
have also been engaged in sim- 
ilar investigations 

One item under review 
of $300,000 alleged to have been received 
by John E. Dearden, publisher of the 
American Underwriter of Philadelphia. 


Jersey 


was a payment 


This $300,000 is said to have been re- 
turned to the Loyalty Group. Alleged 


Simons & Co., Newark 
to alleged “kickbacks” 
union, are under 


activities of C . 
agency, relative 
to a teamsters 
inquiry. 


also 


Statement of President Rearden 
William B 
Loyalty Group 
day: 
“The statement relez ased by Prosecutor 
Webb relating to certain purchases and 
advertising of the Loyalty Group com- 
panies under former administration 
as also been under investigation by the 


Rearden, president of the 
, said to newspapers Tues- 


preset t management for a considerable 
period 

“These expenses have long since been 
reflected in our accounts and have no 
effect upon our present financial con- 
dition which is sound in all respects. 


Our investigation is continuing and every 





effort will be made to recover any 
mounts which the company may be 
entitled to regain.” 


Statement by Mr. Cooney’s Counsel 


John J. Clancy, counsel for John R 
Cooney, gave this statement to news- 
papers on Wednesday 

“The appropriation of certain payments 
for expenses and advertising is a dis- 
puted matter between Mr. Cooney and 
the various companies of the Loyalty 
( re certain claims which Mr 
4 the company. 

a full and complete examination 
for the years in 
completed the contra- 

cannot be resolved. When 
ny such acteresination has been made 

atisfied that both his and 
interest will be properly 
He will continue to cooper- 
the investigation being conducted 
> officers and directors of the vari- 
‘companies as announced by William 
B. Rearden, the president He concurs 
in the Mr. Rearden that 
none of the issues involved in the present 
dispute can have any effect on the pres- 
ent sound financial condition of the 
companies.” 


Mr. 





rts against 





v records 





ooney is 


Group’s 





statement of 


Cooney resigned 
sroup last 
for 22 years 


42 years 


as president of 
summer after being 
He had been with 


LOVaity 
president 
he (;roup 


GARRITY APPOINTED IN MO. 





William J. Garrity of Holland-America 
Insurance Co. has been named as mul- 
tiple line field representative for eastern 
Missouri. He has had underwriting, pro- 
duction, and claim experience with a 
large stock company. 


President William B. 


Charles Penna Retires; 


North, Nichols Back 
From Global Trip 


AFIA CHAIRMAN, PRESIDENT 


Report Growing Need for American 
Insurance and Investments Abroad; 


Meet Many Top Leaders 


from an inspection trip 
around the world in behalf of the Amer- 
ican Foreign Insurance Association, are 
ig A. North, president of Phoenix 

f Hartford, and chairman of the board 
of trustees of AFIA, and James O. 
Nichols, president of the association. 

On their seven-week global tour the 
two officials investigated the possibilities 
for further expansion and held field 
conferences with AFIA representatives 
in New Zealand, Australia, South Africa, 
Italy, France and England. They also 
met with leading insurance, business and 
government men in these countries. 

In New Zealand Messrs. North and 
Nichols called on Prime Minister Sidney 


Returning 


Kenneth J. Bidwell (left), chief executive 

officer of the London Group, congratu- 

lates Charles J. Penna, New York state 

agent, upon his retirement after 50 years 
of service. 


G. Holland, C. H., who expressed his 

country’s appreciation of AFIA’s oper- Charles J. Penna, popular New York 
ations in the local economy which is . a e 
undergoing a rapid industrial develop- ‘tate agent for the London Group of 
ment. In Canberra, capital of Australia, insurance companies, has retired after 
they met with the Australian Attorney 50 years of service with the London, 
General, Senator Neil O’Sullivan. In Kenneth J. Bidwell, chief executive of- 
several countries the two AFIA execu- . : eee 

tives spoke to leading members of insur- "Ce, announced May 1. “He’s a con- 
ance and commercial organizations, and scientious worker whom, quite frankly, 
their statements regarding America’s in- we hate to see leave,” Mr. Bidwell com- 


terest in expanding overseas investments mented in making the announcement. 
received widest publicity. = : 
Reported Mr. North and Mr. Nichols, Mr. Penna, he continued, has made a 


lasting contribution to the London Group. 





“We were extremely impressed by the 

economic potentialities of the countries Mr. Penna, who was born in Guthrie, 
visited, and the friendly receptions by Okla., joined the London Assurance in 

their people have convinced us _ that ae ee Wisse eis eae aa 
Americans are welcome in their lands.” ‘*P™™ ’ pote ae tetpe a ieee eae 
¥ Pine Street, New York, office. He was 
subsequently promoted to examiner in 
LEMON SPECIAL AGENT the underwriting department, then to 


Rogers M. Lemon has been appointed 
special agent for Florida for American 
Title and Insurance Co. and Equity Gen- 


chief underwriter in the eastern branch. 
In 1930 he entered the field in suburban 


eral Insurance Co. Mr. Lemon, who and eastern New York. In 1940, New 
has been with the company for five York City was added to his field. 

years, in the fire underwriting depart- In 1954 Mr. Penna returned to Lon- 
ment, was formerly associated with Fire- don’s home office in New York City. He 
man’s Fund Group in Atlanta, Ga., for is a charter member of the Lon-Man 
ten years. He is a graduate of the Uni- Guild, London’s 25-year club. He was 
versity of Georgia. also president of the field club in 1946. 


50 Years With the London 
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N. Y. Agents Syracuse 
Program is Completed 


DIAMOND JUBILEE MEETING 


Ritter, Butler, Munz, Holz, Ehre, Meis- 
trell, Miller, Schaffer, Woodbury, 
Mahoney to Speak 


The New York State Association of 
Insurance Agents has announced the 
program for the 75th annual, or diamond 
jubilee, convention at the Hotel Syra- 
cuse, Syracuse, on May 5-7. President 
C. Fred Ritter of Middletown will pre- 
side. The convention opens Sunday, 
May 5, with a meeting of the board of 
directors at 2 p.m. to which all mem- 
bers are invited. 

General sessions start Monday, May 
6, with the morning devoted to problems 
of agents and local board activities. 
Among subjects to be considered are 
group insurance, auto insurance, auto 
dealer competition, company withdraw- 
als, farm underwriting and rates, the 
FS-1 situation on compulsory auto in- 
surance, competition for school business, 
public relations. Joseph P. MacMurray, 
Commissioner, will speak on State Hous- 
ing Authority matters. 


Monday Sessions 


The Monday afternoon session will be 
opened by President Ritter, who will 
present a review of the year’s activities. 


Other features will be addresses by 
Charles P. Butler, attorney and former 
Deputy Insurance Superintendent of 


New York, on_a “Biographical Sketch of 
New York’s Supervision of Insurance,” 
and by Insurance Superintendent L effert 
Holz on “Insurance Regulation of Today 
and Tomorrow.” 

At the dinner that evening, following 
the America Fore Insurance Group re- 
ception, past president of the New York 
Association will be honored. The pro- 
gram will continue with entertainment 
and dancing. 


Tuesday Program 


Speakers Tuesday morning will include 
H. Earl Munz, CPCU, Paterson, N. J., 
past president of the New Jersey Asso- 
ciation; President Victor Ehre of the 
Buffalo Insurance Co.; Commissioner 
Fred J. Meistrell on Federal flood in- 
demnity; Franklin F. Schaffer, vice 
president of Doremus & Co. of New 
York, and President Alan H. Miller of 
the New Jersey Association on the ad- 
vertising program of the National Asso- 
ciation of Insurance Agents. These talks 
will be among the leading features, as 
Messrs. Miller and Schaffer will have 
just returned from the midyear meet- 
ing in Denver of the NAIA. national 
board of state directors where action 
was taken this week on the proposed 
national advertising and public relations 
campaign, 

At the final business session Tuesday 
afternoon new officers will be elected 
for the ensuing 12 months and the con- 
vention will adopt resolutions as man- 
dates or guides for the new administra- 
tion to be headed by Craig Thorn, | Fe 


Hudson, now serving as executive vice 
president. 
Louis E, Woodbury, vice president of 


the NAIA, will speak on national activi- 


ties and Fred Smith, president of Fred 
Smith Associates, will give an inspira- 
tional talk on “Putting the ‘Super’ in 


Salesmanship.” 

State Senator Walter J. Mahoney of 
Buffalo, prominently mentioned as a pos- 
sible Republican gubernatorial candidate 
in 1958, will be the banquet speaker after 
the new officers have been installed. 


Leon A. Watson Honored 
By N. J. Blue Goose Pond 


The Garden State Pond of Blue Goose 
has presented its first honorary lifetime 
membership to Leon A, Watson, former 
general manager of the New Jersey Fire 
Insurance Rating Organization. George 
P, Albiez, deputy most loyal grand gan- 
der, made the presentation at a dinner 
meeting held April 23. 
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Federation of N. Y. Women’s Clubs 


Meets; Annette Cirbus President 


By MarcareT E. KANE 


The Federation of New York Insur- 
ance Women’s Clubs assembled for its 
14th annual convention on Apri] 26-28 
in the Hotel Statler, Buffalo. Officers, 
delegates, committee chairmen and mem- 
bers from 19 clubs were in attendance. 

Under the direction of Convention 
Chairman Violet McCarthy and her com- 
mittee, a well-rounded program had been 
prepared. The sessions began with an 
executive board dinner meeting Friday 
evening. This was followed by an open 
pre-convention gathering for the purpose 
of general discussion of topics to be 
taken up during the regular sessions. 
At this meeting members are invited to 
bring up any pertinent matter whether 
or not it is on schedule. 

Local club presidents and Federation 
past presidents also held informal meet- 
ings. These are time saving and add 
much to the smocth running of later 
sessions. Friday’s program ended with a 
social hour at which the Insurance 
Women of Buffalo were hosts. 


President Wood Presides 


President Avis Wood, Binghamton, 
was in the chair for all phases of the 
Federation program. The regular ses- 





Sanders Studio 
C. CIRBUS 
New President 


ANNETTE 


sions started on Saturday. Mabel James, 
president made the welcoming address 
on behalf of the Insurance Women of 
suffalo. Immediately following lunch- 
eon, an interesting talk on “Diamonds— 
Jewels For a Queen” was given by 
Agnes A. Mullarky, public relations as- 
sistant, N. Y. Telephone Co. Miss 
Mullarky traced the path of the diamond 
from its extraction from the earth to 
the multiple uses to which it now is put, 
not only as the queen of gems, but to 
the many ways in which it plays an 
important part in tools for the manu- 
facture of various implements. 

Two annual awards which always in- 
spire interest are those for the best 
general attendance throughout the year 
and the best educational program set up 
by a club. For the second time, the 
attendance award of $10 and a certifi- 
cate, was won by the Herkimer County 
Club with an average of 81%. Mont- 
gomery County Club was a close second 
with 78.2%. Insurance Women _ of 
Poughkeepsie carried off the plaque 
given for the best educational program. 

All clubs are currently putting forth 
every effort towards having a_prelimi- 
nary course in insurance placed on the 


AVIS WOOD 
Retiring President 


schedules of local high schools. This 
course is aimed at giving pupils an 
insight into office proc edures which will 
aid them in their planning of their fu- 
ture. It is not a preparation for brokers’ 
or agents’ examinations. The program 


is now being successfully used in sev- 
eral schools throughout the state. 
Resolutions 
Among resolutions passed was that 


this important project be continued. It 
was also resolved that the Federation 
express its gratitude for the great help 
it has received from local agents, field 
clubs and rating officers. Another reso- 
lution was that the Federation sponsor 
some patriotic project such as civil de- 
fense, hospital aid and similar programs 


The nominating committee reported 
the election of the following new offi- 
cers: Annette C. Cirbus, Staten Island, 


president; C. Lucile Hobart, Rochester, 


vice president; Sophia Putas, Buffalo, 
recording secretary; Rose V. Sasso, 
Staten Island, corresponding secretary; 


Angelina Ruscio, Schenectady, treasurer; 
Claire Muthig, Orange Ca: and Vir- 
ginia Davies, Syracuse, board members. 

The combined space of three banquet 
rooms was required to accommodate the 


number who attended the annual ban- 
quet Saturday night. On behalf of the 
City of Buffalo, Charles H. Diefendorf, 


Buffalo Chamber of Com- 
the welcoming address. 
established custom, a 
guest speaker. Margaret 
assistant attorney general, 


president, 
merce, gave 
Following an 
woman was 
D. Hazel, 











Representatives in Principa! Cities and 
Towns of the United States and in 
Most Countries Throughout the World 





efficient service, 


ROYAL EXCHANGE ASSURANCE 
PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD 


oA OLD LINE company with new line 


coverages, modern systems, prompt and 


and cooperation that 


| 
progressive agents appreciate. | 


© Founded 237 years ago, the Royal 
Exchange was one of the foremost 
pioneers in establishing insurance 
as a business. 


Fire, 
Marine, Casualty 
Fidelity & Surety 


Grouh 


111 JOHN STREET 
NEW YORK 





J 





State of New York Law Dept., Buffalo, 


gave a talk on “Jury Trials—On Trial,” 
a theme calling for some reasons for 
onaiiseuihed court dockets and _ the 


settle- 
those 


length of time required for the 
ment of many cases, especially 
relating to accidents. 


The lucky winner of the “Golden 
Hour” clock was Marie Johnson, Fulton 
Co. Federation’s rules of order chair- 


man. 
Guests on Dais 


Among guests who were seated on the 


dais were: Henry Betz, Syracuse Rating 
Organization Office; Victor T. Ehre, 
president, Buffalo Insurance Co.; Her- 


Li rckpc ort; 
attorney, 
Fire Rat- 


bert Brewer, Brewer Agency, 
Samuel McGovern, Buffalo 
and Paul Guenther, manager, 
ing Organization, Buffalo. 
The newly elected officers were in- 
stalled by Mr. Ehre who carried through 
the beautiful candlelight service. Unique 
entertainment was part of the dinner 
program. A group of Wakau_ Indian 
dancers, sponsored by the Buffalo Mu- 
seum of Science, has become well known 


as experts in portraying symbolic tribal 
dances. 

As a token of her efforts on behalf 
of the Federation during her term of 


office, Avis Wood was presented with a 
beautiful watch. Her equally untiring 
corresponding secretary, Delma Fahner, 
received a charming pair of earrings. 

A special vote of thanks went to Han- 
nah Alperin, Staten Island, ways and 
means chairman, for her work in dis- 
posing of a four-skin mink scarf. The 
Federation treasury was enriched by 
over $700 due to Mrs. Alperin’s efforts. 

Annette Cirbus Career 
Annette C quali- 


Cirbus has many 
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fications and much experience to fit her 


5 president of the Federation of New 
York Insurance Clubs. She attended 
Curtis High School and Brand yn Ste- 
vens Secretarial School and is a graduate 
of Don Curry Personality and Confi- 
dence Course and also acted as an in- 
structor of this course 

Miss Cirbus operates her own insur- 
ance and real estate business in Staten 
Island. She has served as vice president 
and education chairman of the Federa- 
tion. Locally she now is in her second 
term as second vice president of the 
Business and Professional Women’s 
Club of Staten Island. Recently she 
was reelected secretary of the Richmond 
County Association of Insurance Agents 






the first woman to hold office in that 
organization. 
\ charter 


member of the Insurance 





Women’s Club of Staten Island—one 
of the oldest clubs of insurance women 
in the state—she has held the offices of 
secretary, vice president and president 
Active in community affair Miss Cirbus 
is a member of the Staten ‘is land Cham- 
ber of Commerce and also is now serv- 


chairman of women’s activities 


Island Real Estate Board 


ing as 
of the Staten 


Miss Cirbus also has the honor of being 
the first resident of New York City to 
become president of the Federation 


New Committee Chairmen 
President Cirbus has 
following committee chairmen: 
Phelps, Syracuse, education and 
educational programs; Irene Dickinson, 
Syracuse, membership and organization; 
~. Lucile Hobart, Rochester, resolutions 
and ways and means ; Lorraine Bristow, 
Buffalo, publications; Margaret E. Kane 
former associate editor of Insurance 
Advocate, publicity and historian; Marie 
Johnson, Fulton County, program and 
planning; Doris Riddick, Albany, 
lation; Rose Kessler, Albany, 
president’s report, and Luella I 
rich, State Insurance Department, 
mentarian. 


appointed the 
Doris 
special 





legis- 
review 
Good- 


parlia- 


The Federation will hold its mid-year 
meeting in the Henry Hudson Hotel, 
New York City, on October 4-6. A 
bid from the Rochester Club to hold the 


annual convention in April, 1958, in that 
city, has been received. 


HEAD N. Y. BOARD COMMITTEE 


Walter J. Christensen, executive vice 
president of the Firemen’s of Newark, 
has been elected chairman of the com 


on electricity and a member of 
directors of the New 


Fire Underwriters. W 
th y 


mittee 
the board of 
York Board of 
L. Bellmer, vice president of the Na 
tional Fire of Hartford, has been elected 
vice chairman of the committee. 
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Use and Occupancy Coverage 


Need for This Protection and What It Covers; Ways of 
Arriving at Proper Amounts of Insurance; No Relation 
Between Property Book Value and Property Insurance Value 


By Georce H. Frinray 
Alexander & Alexander, Inc. 


Viany aspects of use and occupancy in- 
analysed by George H. Fin- 
lay, manager of the loss department of 
Alexander & Alexander, Inc., prominent 
insurance brokers, spoke 
the April monthly luncheon meeting of the 
New York Chapter, American Society of 
Insurance Management, Inc., at the Down- 
Athletic Club in New York City. He 
what this imsurance recently 
business interruption 
not cover, the 


surance were 


when he before 


town 
told 
termed 


more 
insurance— 
need for 
anvount 


covers and does 
thorough studies to determine the 
of U. & O. needed, and actual examples of 
loss adjustments 

A large number of insurance 
members and guests attended this lu heon 

President W. D. MeGuinness, 
New York Authority, presided 
oceupancy insurance ts so 


niecting. 
Port of 


As use and 


important to business and industry, and as 


not more than 25% of possible clients carry 
this form of protection, 
addressed to buyers and producers, ts 


sented practically in full, in 


pre- 


two parts, as 


fellows : 
Part I 
This discussion will concern only fire 
and extended coverage U. & O. under 
standard forms for industrial properties 


with 
cover 


tor it 
detail of each type of U. 
available. 

Perhaps 


crage—use 


would be impossible to treat 
& O. 





the names applied to the cov- 
and occupancy insurance and 


business interrupt m insurance — have 
tended to inject the element of mystery 
with what the coverage is so often re- 
garded. Actually, it is nothing but an- 
other torm of fire insurance covering 
earnings instead of property. It is said 
that fire property damage is commonly 


carried by 90% of the businesses of the 
country, and yet it is reported that 
than 25% of these same businesses carry 
insurance their earning power 


less 


to protect 
Living Insurance for Business 

The lite insurance c« 
ently pushing a 
for the living.” 
allows a 


mpanies are pres- 
program of “insurance 
Since U. & O. insurance 
business to continue to live 
when its normal method of earning 
power has been interrupted, perhaps we 
should consider U. & O. insurance as a 


nuanager 


Mr. 1 mlay’s article, 


form of “living insurance for business.” 
There is no relationship between dollars 
required to replace or repair damaged 
property and the dollars that have to be 
expended for all kinds of business costs 
which continue during the interruption 
period 

Witness a drug plant with $100,000 fire 
property damage loss and a_ $1,150,000 
loss of earnings during the period of 
repair; a glass plant with property dam 
age of $2,100 and an earnings loss of 
$40,000; a chemical plant property dam- 
age loss of $500,000 and an equal loss of 
earnings; a steel plant with $37,000 prop- 
erty damage loss and $436,000 U. & O. 
another steel plant with explosion 
property damage of $87,000 and U. & O. 
loss of $676,000; and a metal worker with 
$103 fire damage and earnings 
$11,000. 


loss; 


loss of 


Two Standard Forms 


It is the purpose of U. & O. insurance 
to pay a business the expenses that con- 
tinue and the profit that is during 
an insured interruption providing, of 
course, that the business itself would 
have carned these expenses and_ the 
profit had it continued to operate. U. & 
QO. normally accomplishes this through 
the use of one or the other of two 
commonly known standard insurance 
forms; the two-item contribution form 
and the gross earnings forms. 

Essentially, the real difference between 
the two forms is that under the two- 
item contribution form, ordinary payroll 
is covered under a separate item of 


lost 


insurance so that the buyer can elect 
whether to insure this ordinary payroll 
for a period of 90 days or more; where- 


gross earnings form all 
payroll must be insured for the full 
annual amount. In the event of a short- 
age of insurance under the two-item 
form, insurance on payroll is earmarked 
for payroll and cannot be used to make 
up a deficiency in the coverage of Item 
1 on continuing charges and profit. 
Under the gross earnings form every 
dollar not claimed for ordinary payroll 
is available for payment of continuing 
costs and profit. It must be remembered 
that when these insurance forms were 
developed years ago the question of 
ordinary payroll was a relatively simple 
one. Men were laid off when the plant 
ee down and_ that expense stopped. 
Today with the numerous forms of fringe 
benefits and union labor agreements, the 
whole ordinary payroll question is en- 
tirely different and one that should be 


as, under the 


PRITCHARD 


Consultants 


the best. 
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carefully analyzed especially if there are 
wage continuation contracts involved. 


Disaster Coverage 


Practically any business in its normal 
oper: ation has minor periods of inter- 
ruption from one cause or another and 
the business is geared financially to ab- 
sorb such losses. However, when dis- 
aster hits, few businesses can continue 
without suffering substantially unless 
they have insured their earnings. Credit 
people say that less than 20% of the 
businesses that have been subjected to 
disaster damage survive without serious 
impairment of income or credit. There- 
fore, U. & QO. insurance must be re- 
garded as a “disaster” type of coverage 
and as such, careful thought should be 
given to the development of the cover- 
age in the insurance program. 

In attempting to arrive at the proper 
amount of U. & O. insurance, the mere 
filling in of a printed work sheet with 
data taken from a profit and loss state- 
ment is inadequate. U. & O. insurance 
is not a matter for the accountant alone. 
It is a subject for thought and analysis 
by men familiar with practically every 
phase of every business—the raw stock 
purchaser, the production manager, the 
power engineer, the maintenance super- 
intendent, the sales manz iger, and others 
depending on the type of ‘business in- 
volved, and all should ‘tbe guided in their 
thinking by a qualified U. & O. insur- 
ance man. 

The important questions to be con- 
sidered by them are—what will happen 
to the business if operations are cur- 
tailed seriously as the result of an acci- 
dent, and what can we do for ourselves 
to prevent such curtailment, keeping in 
mind that the continuance of operations 
is of far more value to any going indus- 
try than insurance collections, whether 
they are for property damage or loss of 
earnings. 

They must consider, for example, 
whether there are production bottle- 
necks which could be eliminated by the 
purchase of spare equipment, or by 


actual duplication of physical installa- 
tions, or by improvement of construction 
and protection, or by other means. 


Preparing U. & O. Worksheet 


Now back to the accountant with the 
printed work sheet and his profit and 
loss statement. Certainly the P. & L. 
statement was not prepared with. the 
U. & O. work sheet as its sole purpose. 


Do the terms used in the work sheet 
mean to the accountant exactly what 
they are supposed to mean from the 


standpoint of U. & O. insurance or could 
he, for example, confuse “gross profit” 
with “gross earnings?” He should not, 
for the accountant should study the in- 
surance form, and the meaning ot the 
various insurance terms should be thor- 
oughly understood by him before he 
starts with the work sheet. 

One of the troublesome terms is “ordi- 
nary payroll,” which is frequently taken 
to mean manufacturing labor or produc- 
tion labor as classified in the P. & L. 
statement, but invariably these classifi- 
cations include far more than is meant 
by ordinary payroll. -Unfortunately, the 
term “ordinary payroll” is not defined 
in the insurance form but a definition 
might well be, “payroll for employes who 
may easily be replaced.” 

For example, in a glass plant there are 
many types of hourly wage men who 
come within the classification of “manu- 
facturing labor” who must be on the 
job whether the plant is producing or 
not. Certainly then they should not be 
classified as “ordinary payroll” from a 
U. & O. standpoint for they represent a 
continuing expense during interruption. 

The same situation is true of many 
other industries, for instance, coal mines 
where many maintenance men must be 
continued in the mines whether or not 
coal is being produced. 

Obviously then, before preparing the 
U. & O. work sheet, parolls must be care- 
fully analyzed. Would you expect. to 
arrive at the proper v alue for fire prop- 
erty damage insurance by looking at a 

(Continued on Page 28) 
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Fireman’s Fund Changes 
In Ocean, Inland Marine 


RUSSELL PIERCE 


Re-alignment of departments and as- 
signments in the Pacific Coast ocean 
and inland marine operations of Fire- 
man’s Fund Insurance Company and its 


affiliates is announced by James F. 
Crafts, president. 

Russell Pierce, assistant marine sec- 
retary in the combined Pacific depart- 
ments, of The Fund will be transferred 
to the home office staff to assist Vice 
President L. W. Niggeman in the execu- 
tive direction of the organization’s na- 
tionwide ocean and inland marine opera- 
tions. 

When The Fund moves to its new 
3333 California Street home office loca- 
tion, Pacific department ocean marine 
and inland marine operations will be 
established as independent departments, 
with the ocean marine underwriting and 
production headquarters remaining in 
the downtown office of the company. 

Marine Secretary Granville E. Libby 
will continue in charge of ocean marine 
operations. John L. Stewart, assistant 
marine secretary and manager of the 
Pacific department’s marine loss depart- 
ment, will be transferred to the ocean 
marine underwriting department where 
he will assist Mr. Libby. 

Myron DuBain, inland marine superin- 
tendent, will be named manager of the 
new'y established inland marine depart- 
ment. He will make his headquarters 
in the new home office location of The 
Fund. 

Robert R. Buell, assistant manager 
of the Pacific department marine loss 
department, will succeed Mr. Stewart 
as manager. 

Mr. Pierce was graduated from the 
University of California in 1933 and 
joined the Fund that year. He served 
for awhile at Portland, Ore., returning 
to San Francisco in 1940. In 1952 he 
was advanced to assistant marine secre- 
tary. He was the author of an article 
in The Eastern Underwriter some 
months ago on the California form of 
the new commercial property floater. 


American Group Leases 
Three Floors at 123 Wm. 


Member companies of the American 
Insurance Group, in a multi-floor leasing 
transaction have taken the entire 20th, 
21st and 22nd floors for New York offices 
in the new 26-story air conditioned office 
tower in course of construction by Ivor 
B. Clark and Erwin S. Wolfson at 123 
William Street in the downtown Man- 
hattan insurance district. The agree- 
ment, involving more than 30,000 square 
feet ‘of space and an aggregate rental 
of approximately $3,500,000 over the 20- 
year lease term, was negotiated through 
Gene T. Gunn, Inc., broker. 
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“insure to full value 





Homeowners coast to coast are being told of the need to bring their insurance 
in line with the increased present value of their homes. The National Board 
of Fire Underwriters is giving the insure-to-full-value theme a big ssc on 
TV and radio. A trend to bigger policies and premiums is shaping up. 
How much of the new business being generated will you secure? 


It depends on how well you tie in! Already you have the names of many 
homeowners who are under-insured today—right in your expiration files. But 
you must keep telling these prospects that you're alert to their needs, and pre- 
pared to serve them with the finest insurance protection that money can buy. 


The Home Insurance Company gives you the selling aids you need—brand 
new material that forcefully states the case for increased protection. Window 
posters, mailers, counter leaflets, newspaper mats, radio commercials are 
yours for the asking from your Home field man. 


Ask him for them today—and put them to work right away. 


THE 


ORGANIZED 1853 


HOME 


(Pasuroance 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE « AUTOMOBILE «+ MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 





A stock company represented by over 40,000 independent local agents and brokers 











Vincent Cites Work 
Of National Board 


BENEFITS COMPANIES, PUBLIC 
General Manager Says Several New 
Projects Are Under Study in Address 
To Pacific Board 
The varied services of the National 
Board of Fire Underwriters to the cap- 
ital stock insurance business were out- 
lined by Lewis A. Vincent, general 
manager of the National Board. Addres- 
sing the 62nd annual meeting of the 
Board of Fire Underwriters of the Paci 
fic this week at Palm Springs, Calif., 
Mr. Vincent catalogued activities of the 
nationwide educational, engineering, fact 
finding, service organization which di 
rectly benefit the more than 200 member 

capital stock insurance companies 

He pointed out at the same time, how 
ever, that “the community of interest 
between our business and the public 
welfare is such that it is practically 
impossible to divide those interests 


Wide Range of Benefits 


“That is one of the factors that makes 
this work so interesting,” he told mem 
bers of the Far West regional associ: 
tion. “It is a practical work, which 
carries with it the satisfaction of know- 
ing that the investment by the companies 
which support it is of direct value to 
them, as well as a benefit to the national 
welfare.” 

Mr. Vincent told the group that “much 
of our work is of such great value to 
the public that we have become gen 
erally known as ‘an organization serving 
the public.’” However he reminded them 
that one of the original purposes of 
founders of the National Board in 1866 
was “. . . to devise and give effect to 
measures for the protection of the com- 
mon interests and promotion of the 
general prosperity of the business 
In the 91 years since then, he said, work 
of the National Board has developed to 
provide many benefits to both the pub- 
lic and the business. Mr. Vincent cited 
the constructive accomplishments of the 
arson committee, and those assigned to 
municipal fire protection, codes and 
standards, engineering, laws and legis 
lation, loss adjustments, Actuarial Bur 
eau, public relations and many other 
services. 

Now under study, he said, are several 
new projects which are expected to 
“result in direct benefit to the member 
companies”—and to “the insuring public, 
for the very reason that our business is 
the welfare of the insureds.” Among 
them are studies of examinations by 
i wo ance Departments and means to 

educe the chance of catastrophic losses 
at time of emergency concentration of 
values, he said. 


N. J. Square Club Dinner 
And Dance Held Tonight 


The Insurance Square Club of New 
Jersey will hold its 21st dinner-dance on 
May 3, at the Hotel Suburban, East 
Orange, N, y The proceeds of the af 
fair will again be turned over to their 
insurance scholarship fund committee 
chairman, S. Gage Lewis. This program 
was initiated last year anda total amount 
of $300 has been allocated by the com- 
mittee for this schoo] semester. Six 
insurance society students from New 
Jersey have been assisted to attend the 
school conducted by the Insurance So 
ciety of New York. 

Christian Young of the Meeker Agen 
cy, Elizabeth, is the general chairman 
this year. 


SOUTHWARD SPECIAL AGENT 

The St. Paul Fire and Marine has 
named Edward T. Southward as special 
agent to be associated with State Agent 
Carroll E. James at its Pittsburgh office 
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Fireman’s Fund Kit Well Received 


Agents Told Reason W hy Each of Large Variety of Coverages 
Is Easy to Sell; Widespread Necessity for the 


Insurance; Employe 


The Fireman’s Fund and its affiliated 
companies are receiving enthusiastic re- 
actions throughout the country to their 
“Production for Profit” sales and educa- 
tional campaign for local agents and 
their staffs and other employes. The 
material prepared by the Fireman’s Fund 
companies consists of a series of bro- 


chures on various leading lines of 1n- 

: . ae 
surance, each ranging from 20 to 125 
pages. All brochures start with a par- 


ticular coverage; explain why it is easy 
for the agent to sell; and in succeeding 
pages discusses the contract in detail. 
The entire series is forcibly and clearly 
written with a minimum of technical 
matter. They are essentially geared to 
help the agent extend his sales oppor- 
tunities. Simplicity of language 1s. the 
keynote. The brochures were written 
by members of the Fund organization. 
“The brochures come to the agent in the 
form of a package kit easy to handle and, 
if necessary, to carry. These excellently 
prepared and easy to comprehend sales 
aids are distributed by field men of Fire- 
man’s Fund and its affiliated companies, 
by individual lines, and only to those 
agents who indicate a serious desire to 
use them effectively. General agents also 
utilize the booklets to educate their em- 
ployes as well as to bring the agency 
up-to-date, especially on the newer lines 
of insurance, or to increase knowledge of 
lines or which the general agent or his 
salesmen have not heretofore placed 
much emphasis. Employes of agencies 
are enrolled in home study courses, use 
these brochures for their material, take 
examinations arranged by the Fireman’s 
Fund. Those who pass successfully re- 
ceive f the home office 


certificates from 


Wide Range of Coverage 


Among the main brochures are those 
relating to Inland Marine. Ocean Marine, 
Fidelity and Surety, Accident and Health, 
Burglary and such Time Element Cov- 
erages as Business Interruption. Some 
specific policies discussed and described 
in the sales kits are these: 

Floaters: Personal Property. Personal 
Effects, Bicycle, Camera, Fine Arts, 
Golfers Equipment, Jewelry, Musical In- 
struments. Physcians and Surgeons, Sil- 
verware, Sportsmen’s Equipment, Wed- 
ding Presents, Radium Stamp = and 
Coin, Transportation, Trip Transit, Gar- 
ment Contractors, Horse and Wagon, 
Neon Sign, Installation, Manufacturers. 

Among other contracts described in the 
kit are Manufacturers Output, Fine Arts 
Dealers, Laundries and Dry Cleaners, 
Cold Storage Lockers and Other Bailees, 
Installment Sales, Floor Plan, Equipment 
Dealers, Furriers Customers. There fol- 
lows some examples of reasons why cov- 
erages are easy to sell and why their 
coverage is essential. 


Inland Marine 


Here are some arguments for the sale 
of Inland Marine policies. They are the 
broadest coverage for the lowest 
sible cost of any kind of insurance, 
thanks to the Ocean Marine heritage 
of freedom from strict limitations. About 
50% of Inland Marine lines are uncon- 
trolled-unhampered by manual rules and 
regulations which means you tailor-make 
coverage to fit almost any situation for 
any client. They are almost entirely “all 
risks” policies which means the agent 
has only to remember, explain and justify 
a few exclusions. The few Inland Marine 
policies not “all risks” are broad named 
peril lines which again simplify the sales 
They provide a service that no 


pos- 


iob 


other line of insurance can accomplish. 

They apply to a tremendous market. 
Virtually every business is a prospect for 
one or more Inland Marine policies, and 
personal 


nearly every account of the 


Home Study Courses 


agent’s will qualify for one or 
more policies. The field is so wide it 
embraces just about every kind of prop- 
erty from golf clubs to neon signs. They 
earn very good commissions because 
premiums are usually substantial. Not 
complicated, they are actually the simp- 
lest of all lines once the agent “gets his 
feet wet.” They open the door to the 
best kind of clients. 


bc A ks 


” 


Ocean Marine 


The agent augments his present pro- 
gram for the production of new busineas 
Ocean Marine knowledge is a powerfu 
entering wedge. Many buyers of marine 
insurance, both individuals and busi- 
nesses, can readily be convinced that 
the man who handles the less familiar 
and somewhat more complex Ocean 
Marine coverage is probably better qual- 
ified to handle all of their insurance 
needs. The agent strengthens his hold 
on business now written to his office 
and keeps his competition from using 
this powerful “entering wedge” on his 
accounts. He protects what he has and 
at the same time adds new premium 
dollars to his account by selling Ocean 
Marine. He _ produces a_ dependable 
source of income. His calls on Ocean 
Marine prospects may well result in sell- 
ing of coverage that will stay on his 
books for years to come. 


Time Element Coverages 


Each form of “time element” coverage 
is designed to do a specific job. By far 
the agent’s biggest opportunity lies in 
sales of Business Interruption, however. 
Fireman’s Fund gives four unbeatable 
reasons why Business Interruption should 
be a top line of the agency. 

The market is tremendous. Virtually 
every business in the community needs 
one or more of the time element cover- 
ages. 

The competition is almost zero. Few 
producers have taken the trouble to 
learn the facts about Buiness Interrup- 
tion and seriously to sell it. The oppor- 
tunity to render vital insurance service 
is unparalleled. Fireman’s Fund asks: 
“What other line of insurance protects 
a business man’s most priceless posses- 
sion—his earnings?” It calls it “the real 
business life insurance.” 

The opportunities for keeping valued 


clients on the books are many. Instead 
of losing a customer because lack of 
earnings after a fire closes his business 
the agent hands him a check for his 


lost profits and keeps him as a client. 
Most producers don’t realize that Busi- 
ness Interruption, particularly the Gross 
Earnings form, is easy to understand and 
to explain to clients. And, it is easy 
and quick to figure amounts, rates and 
premiums, too. 


Accident and Health 


There will never be a scarcity of Ac- 
cident and Health prospects. Every indi- 
vidual is aware of the prevalence and 
tragic consequence of accident and ill- 
ness. No high pressure sales tactics are 
necessary to convince the prospect that 
income protection is an economic neces- 
sity. The life of the average A. & S. 
policy is usually measured in years. Many 
policies will remain on the agent’s books 
for more than 30 years. If new to the 
insurance business the agent will find 

& H. a sure way to become estab- 
lished. For the veteran agent, A. & H. 
business is one of most effective methods 
for turning clients into multiple-line 
policyholders. Since 1942 the total prem- 
iums written for A. & H. have more than 
tripled. This business is a real money- 
maker. Commissions earned on _ these 
policies generally are larger than those 
paid on any other line. 





NAIA Ad Program 


(Continued from Page 1) 


Family Weekly. Later in the campaign, 
Columbia Broadcasting System’s radio 
show, “This Is The News,” starring 
Edward R .Murrow, is recommended. 

The advertising program was prepared 
under the direction of the NATA adver- 
tising committee in compliance with a 
resolution adopted by the state drectors 
last fall which asked for a program to 
help independent insurance agents com- 
pete with insurance salesmen in the 
employ of direct-writing insurance com- 
panies. 

Members of the advertising committee, 


in addition to Chairman Miller, are: 
Warren A. Bodwell, Manchester, N. H.; 
Steven R. Dach, Beverly Hills, Calif.; 


and John S. Sheiry, Bridgeton, N. J. 


Doremus & Co. Outlines Campaign 

Doremus & Co. prepared a 45-minute 
slide and film presentation which was 
delivered by Franklin Schaffer, vice pres- 
ident and account executive and Neil 
Tonks, the agency’s director of market- 
ing and merchandising. Citing reasons 
why independent agents should advertise, 
how the program will proceed and listing 
some of the expected objectives Doremus 
& Co. told the NATA directors: 

“Convince the American people — 
through effective advertising—they will 
be better served by buying insurance 
through agents. That means giving peo- 
ple the sound, factual reasons why they 
should buy through an independent 
agent—and it means giving them these 
reasons forcefully, convincingly, continu- 
ally. 

The recommended advertisements and 
commercials present simply and effec- 
tively some of the reasons why agents 
serve insurance buyers better than any- 
one else does. They take advantage of 
hard-hitting, proven advertising tech- 
niques. 


Where Should Independent Agents 
Advertise First? 

“The media listed have been selected 
to get full value for the dollars expended. 
The budget will be apportioned approx- 
imately as follows: 37% for television 
and radio, 50% for national magazines, 
13% for Sunday supplements. 

“There are several network TV shows 
under consideration which would reflect 
the character of the messages agents are 
putting across. Once the seal is estab- 
lished in the public mind, a good net- 
work radio show will also be contracted 
tor. 

“This combination of messages on net- 
work and spot television, radio and in 
print will reach virtually all people in 
the United States who are likely to ‘be 
buying insurance, and reach them over 
and over again during the year. 

“Other merchandising aids that will 
be made available to agents include: 
outdoor billboard posters, window dis- 
plays, counter cards, special matchbooks 
and boxes, automobile identification 
cards, direct mail enclosures, calendar 
cards, special Sunday supplement tie-ins, 
stickers for correspondence. 

What to Expect from This Program 

“That people will become increasingly 
aware of the difference between the inde- 
pendent insurance agent and the direct 
writer’s over-the-counter salesman. 

“That the insurance buying public will 
become more and more convinced of the 
advantages of doing business with an 
independent agent. 

“That the NAIA seal will eventually 
become as well-known and respected a 
stamp of quality as the Good Housekeep- 
ing Seal of Approval. 

“That people will come to look for 
this seal when buying insurance for their 
home, their car, or their business. 

“That agents will benefit in their 
local business efforts from being associ- 
ated with the prestige and selling impact 
of the Readers Digest, Life, Look, the 
Saturday Evening Post, etc. 

“That agents will be closely associated 
with and able to take advantage of the 
tremendous reputation and popularity of 
national TV and radio personalities. 

“That agents will be able to tie-in 
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directly at a local level in most areas 
with one or more of three Sunday 
supplements (This Week, Parade, and 
Family Weekly), network television, spot 
television coverage, and network radio. 

“That the campaign will prevent the 
direct writers from taking a still bigger 
share of the automobile insurance market 
and forestall their seizing a lion’s share 
of the home insurance business. 

“That, with coordinated effort at the 
local level, agents will increase their 
own business and begin to reverse the 
trend towards your competitors.” 


Finlay On U. & 0. 


(Continued from Page 26) 


statement of assets of operating prop- 
erty? Of course not! 

There is no relationship between prop- 
erty book value and property insurable 
value. Property insurable value must be 
competently determined and there are 
appraisals, plans, records, equipment 
lists, inventory lists, and so forth, to 
i in arriving at the answer, with 
arrangements made for the report of 
new values and adjustment of insurance 
amounts. How often is any camparable 
work done in connection with U. & O. 
coverage and values ? 

The problem most frequently men- 
tioned is the difficulty of estimating next 
year’s business as required by the co- 
insurance clause. That is difficult, but 
if your business is going into a new 
sales territory or developing a new 
product or going to build a new plant 
or expand in some other way at a cost 
of thousands or millions of dollars, suf- 
ficient study is made to permit a pro- 
jection of the business and the results 
are usually quite realistic. 

Yet the U. & O. coverage, which can 
easily be paying you more dollars than 
the new expansion program costs, is 
passed off by a glance at the work sheet 
and the statement, “Those figures for 
last year look all right for next year.” 
I was recently called in to assist on a 
U. & O. loss sustained by an account 
on which we were not the producers 
where that sort of attention could have 
meant a penalty of better than 50%. The 
amount of insurance has now been 
doubled 


assist 


(To Be Concluded) 


John M. Van Buren Dies 


John M. Van Buren, retired assistant 
secretary of the fire companies of the 
America Fore Insurance Group, died 
April 22 at Valatie, N. Y. During his 
career with the America Fore companies, 
Mr. Van Buren served as a fieldman 
in New Jersey, New York, Connecticut 
and Massachusetts and as manager of 
the Philadelphia office. 

After 29 years’ service Mr. Van Buren 
retired and since lived in Valatie. 











May 3, 1957 








Page 29 
































every year anew Chicago! 


FOUR MILLION NEW AMERICANS being 
born each year just about duplicate the 
population of the great Midwest Metropolis. 


That is one measure of the insurance market 
of the future . . . and remember, the future 
belongs to those who prepare for it. 

We are preparing to help you meet the 
demands of today’s AND tomorrow’s market. 

Our expanding national service network 
with complete multiple line production, under- 
writing and claims facilities will help you to 


SURVEY your clients’ complete 
insurance needs 

SELL AND SERVICE quality commercial 
and personal accounts 


SPEED CLAIMS handling. 


That type of professional performance will 
guarantee your profit and progress from 
now on. 


Keep pace with the future by growing with 
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N. Y. Agents Oppose 
Deviated Rate Filings 


IF BASED ON COMMISSION CUT 
Schwab Aske NAIA Besed of Sits 


Directors to Form Strong Policy 
_Against Such Rate Reductions 


\ strong policy in opposition to inde- 
pendent or deviated rate filings for dwell- 
the National 
\gents’ national hoard 

Arthur L. 
York Stat> Associa- 


ings was asked of Associa- 
tion of Insurance 
of state directors by Schwab, 
New 
the meeting of the directors in 
Denver, Colo., this week. He recalled 
that the NATA board has already taken a 
rate 


director of the 


tion, at 


stand against automobile insuranc> 
deviations. The New York agents, he de- 
clared, “now ask that you take a forth- 
right position in regard to rate reductions 
predicated on commission reduction in 
the dwelling fire field as exemplified by 
the Insurance Company of North Amer- 
ica filing in New York.” 

Mr. Schwab stated that the New York 
\ssociation is “greatly concerned” over 
independent and deviated filings which 
commission differentials. He 
York agents feel this problem 
to that arising from formation 
sell 


a reduced rate predicated 


feature 

said New 
is similar 
of “pup” companies to automobile 
Insurance at 
on a lower commission, against which the 
NAIA has alre ady declared its opposition. 
Mr. Schwab holds that the 20% commis- 
North Com- 


panies to their agents on dwelling risks 


sion offered by \merica 
is not a reasonable commission from this 
class of business. 

Discussing the hearings being held by 
the New York Insurance Department on 
the North 
dwellings rates in New York State, 
Schwab 


America 


Mr. 


adequacy of the 


said: 
Commission Question 


“Counsel for the North America Com- 
panies stated that the question of com- 
missions is not involved in their filing 
but a study of the record of the present 
testimony before the Superintendent 
makes it abundantly clear that the filing 
is based completely on a purported sav- 
ings in commissions and on nothing else. 
Officers of the Insurance Company of 
North America have stated to prominent 
members of this i that they 
have never raised the commission ques- 
tion and yet on October 21, 1954 in a 
letter to New York agents and in a press 
release that gained wide publication the 
Insurance Company of North America 
stated, In other words, the North 
America believes in reducing rates to 
policyholders rather than paying un- 
reasonably high commissions or pocket- 
ing excess profits.’ 

“Let us examine this question of ‘un- 
reasonably high commissions’ that the 
North America talks about. The going 
commission in New York State on dwell- 
ing fire insurance business is 25%. The 
rating organization developed the 
average dwelling policy premium 


association 


has 
fire 





ARTHUR L. SCHWAB 


which includes extended coverage and in 
many cases additional extended coverage 
or vandalism, as $35. Therefore the ex- 
cessive commission on this amounts to 
a whopping $8.75. 

“In 1950 the New York State Insurance 
Department stated in the Stott report, 
‘first it will be noted that no net profits 
are shown for any line of insurance on 


policies with premiums of less than 
$50.00" Our own NAITA study in 1953 


indicated a cost per policy on fire insur- 
ance business of $11.25. On this basis it 
can be seen that a commission of 32% 
would have to be considered reasonable. 

“Counsel for the North America ob- 
jected to the admission of cost study 
evidence and well he might because the 
North America has apparently no study 
of any kind to back up their oft repeated 
statement that a 20% commission on 
dwelling fire insurance business is an 
adequate and reasonable one. 


Against Open Competition 


“Surely no one will contend that open 
competition in fixing rates is ultimately 
in the public interest because such could 
only lead to chaos and the eventual in- 
ability of many companies to pay their 
claims. It is, of course, contrary to the 
basic philosophy of insurance, an indus- 
try where the actual cost of the product 
cannot be determined until well after 
the sale of that product. 

“On questions concerning commissions 
we often hear the cry ‘right of private 
contract.’ Where an independent filing 
is made, predicated on a specific commis- 
sion, there can, of course, be no right 
available. Indeed is not the right of 
private contract a very illusory idea for 
that 68% of our members with a premium 
volume under $100,000 and even for that 
87% with a premium volume’ under 
$200,000 ? 

“Agents historically have not had the 
privilege or the responsibility for rate 
making and can in no respect object to 
proper rate reductions or increases. How- 
ever, when reduced rates are to be predi- 
cated on a reduction of the dollars we 
must have to remain in business and 
properly serve the public, we must be- 
come concerned with such rates. 

“The action of the New York State 


CLINE IOWA PRESIDENT 
Agents’ Association Names Officers; Led 
Fight for Agent’s Qualification Bill 
Recently Made Law 

Robert D. Cline of the Chamberlain, 
Kirk and Cline Insurance agency of Des 
Moines was elected president of the 
Iowa Association of Insurance Agents at 
the closing session of the 5lst annual 
convention, Mr. Cline succeeds Dorr H 
Hudson of Iowa City as president on 
September i. 

Mr. Cline is a past president of the 
Des Moines Association and has been 
treasurer of the state association for a 
number of years. He is also a CPCU. 

Other officers elected included H. H. 
Nelson, Council Bluffs as vice president 
and Richard Grossman of Marshalltown, 
treasurer. Executive committeemen 
named include C. B. Donahue of Hamp- 
ton, R. J. Connable of Keokuk, Clark 
Caldwell of Iowa City and Lee M. Miller 
of Cherokee. 

A large portion of the discussion at 
the convention centered over the agent’s 
qualification bill passed by the present 
state legislature and which will become 
effective in 1958. The association has 
been trying for a long period of years to 
obtain an agent’s qualification law and 
in 1955 decided not to make the attempt 
in the legislature but instead do a grass- 
roots job and concentrate on the legis- 
lature this year. This plan worked out 
successfully. 

Al Diehl, Des Moines agent, who 
served as chairman of the association’s 
legislative committee, and instrumental 
in getting the bill through the legisla- 
ture, was named as the outstanding 
agent of the association for 1957. 


John Curry Dies at 83; 


Former Tammany Chief 

John F. Curry, prominent leader of 
Tammany Hall in New York from 1929 
to 1934, died of a heart attack April 25 
at his winter home at Coral Gables, Fla. 
He was 83 years old. Aside from close 
association with Democratic politics for 
many years Mr. Curry headed an insur- 
ance brokerage firm in New York. Asso- 
ciated with him were two of his sons. 
Mr. Curry was leader of Tammany Hall 
while the colorful James J. Walker was 


Mayor of New York. Surviving Mr. 
Curry are his wife, Mary, and four 


sons, John Francis, Jr., Francis Richard, 
Robert Emmett and Bernard Francis. 


Minnesota Agents 
Back Road Aid Plan 


Two important actions were taken by 
the Minnesota Association of Insurance 
Agents at their spring meeting at Min- 
neapolis. It voted to join the Road Aid 
plan and hopes to have it in effect by 
September of this year. The association 
also authorized the executive committee 
to decide whether the association shall 
have one general meeting a year instead 
of two as has been the case for several 
years. It was announced that the annual 
meeting this year will be August 28-30 
at Breezy Point Lodge, a popular north- 
ern Minnesota resort, but indications are 
this will be the last year the association 
will hold two meetings a year. 

Claude Bewell, chairman of the Road 
Aid committee, explained the plan to the 
membership and the plan was enthusias- 
tically approved by the agents. 





Association, in opposing the filing of the 
Insurance Company of North America, is 
directed against the principle involved 
in that filing rather than in recrimination 
directed against the company. We have 
been most anxious to make our position 
abundantly clear to the entire industry 
in order that other companies repre- 
sented by the independent agents, would 
not be stampeded into imitative action. 
We believe that a strong stand by 
the National Association of Insurance 
Agents, in support of our position will 
add greatly to the future stability of 
the business.” 





topflight companies are allied with 
Weghorn to handle 
your needs 


ghorn builds 





hetler business () 
for brokers 3 


102 MAIDEN LANE, N.Y. 5, N.Y. DI 4-8420 








OPPORTUNITY 


Leading New York midtown li‘e 
agency catering to brokers has avail- 
able two attractive private offices for 
Gene-al Insurance men on equitable 
arrangements. Phone Circle 6-2736. 











Louis Hawes, Jr., Awarded 
Fulbright Scholarship 


Louis Hawes, Jr., son of Louis Hawes, 
secretary of the Monroe County Insur- 
which is 
Mrs. 


from 


Agents’ Association, 
Rochester, N. Y., 
notice 
Washington 
Fulbright 


ance 
located at and 
just received 


Department at 


Hawes, has 
the State 
that he been 
Scholarship for a year’s study in Eng- 
land. He plans to pursue doctoral re- 
search on the 19th century painter, John 
Constable, and English Romantic Art- 
Theory, at the Courtauld Institute of Art 
History, University of London. 

A 1953 magna cum laude graduate of 
the University of Rochester and a mem- 
ber of Phi Beta Kappa, Louis Hawes, 
Jr., is presently concluding his fourth 
year of graduate work at Princeton Uni- 
versity as a Fellow in art and archae- 
ology, and preceptor in modern painting. 
The State Department advised that they 
had booked passage for him sailing from 
New York September 6 on the American 
liner “United States.” 


has awarded a 


NEW TOLEDO AGENCY 
Establishment of his own insurance 
agency has been announced by Robert 
E. Gladwell, Toledo, Ohio. He has been 
associated with the Travelers. 











In our 52nd year 


JOSEPH 
GOLUB 


AGENCY 








INSURANCE 
UNDERWRITERS 


(30 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 


Serving Our Brokers for 
over Half a Century 
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Opens New Division 
In Southern California 


RICHARD J. WALKER HEADS IT 





Security - Connecticut Announcement; 
Walker Long Been Prominent on 
Pacific Southwest Insurance Circles 





Security-Connecticut Insurance Com- 
panies announce the establishment of 
complete office facilities for southern 
California and a Arizona at 548 Spring 
Street, Los Angeles, and the appoint- 
ment of Richard J. Walker as resident 
secretary to head this newly created 
division. 

Mr. Walker began his insurance career 
in 1927 with engineering department of 
Cosgrove and Co., insurance’ brokers. 
In 1931 he with Balfour-Guthric 
Co. as special agent in charge of opera- 
tions. From 1940 to 1952 he was man- 
ager of Los Angeles office of Atlas As- 
surance with exception of the three 
World War years when he served as 
a port security officer in United States 
Coast Guard, 11th Naval district, with 
rank of lieutenant. From 1952. until 
joining Security he managed Los An- 
geles office of Cravens, Dargan Co. 


went 


Statement by President Lawton 


In discussing the new division and .ap- 
pointment of Mr. Walker, G. Albert 
Lawton, president, Security-Connecticut 
Insurance Companies, said: 

“It is a major step in strengthening 
our services in another strategic market- 
ing area. In constantly studying the 
increase of population and its move- 
ments, and the transitions taking place 
within our economy we found, by all our 
tests, that the Pacific Southwest offers 
unparalleled opportunity for sound 
growth to such an organization as ours. 

“The Los Angeles division, reporting 
directly to the home office in New Haven 
will supervise and service all business 
in Southern California and = Arizona 
areas. The division has complete produc- 
tion, underwriting, loss and claim facili- 
ties and will operate as a fully integrated 
multiple line office.” 

In discussing the organization plans 
of the Security companies President 
Lawton said: 

“An outstanding feature of our agency 
system is that the branch office brings 
our companies to the field. This is be- 
cause, in addition to the field super- 
visory forces located in each branch 
office, there are also available the claim 
men, engineers, auditors and other spe- 
cialists needed by a local agent. Through 
this centralization the agents and _ in- 
sured have all of our facilities.” 

The Security over a considerable pe- 
riod has emphasized modern package 
policies for home owners and commer- 
cial clients. In addition to its country- 
wide multiple line operations the Secur- 
ity has initiated through its 25-year-old 
subsidiary, Connecticut Indemnity Co., a 
streamlined “cash and carry” automobile 
insurance plan at a 20% reduction in 
standard rates. This it eet. 
Plan.” 

Total assets of Security - Connecticut 
Insurance Companies at end of 1956 were 
$51,262,000. The Security is 116 years 
old. 


calls its 


LACKAWANNA AGENTS MEET 

The Lackawanna Association of In- 
surance Agents installed officers at its 
annual dinner-dance in Scranton, Pa. 
Dinner principals included Seymour 
Nogi, president; Michael F. Mannion, 
chief, Division of Agents and Brokers, 
Pennsylvania Insurance Department; 
Mrs. Rose Halpin, secretary; William J. 
Groul, president, Pennsylvania Associ- 
ation of Insurance Agents; Frank F. 
Garvey, chairman; George W. Unger, 
state director; Norman Hoffman, treas- 
urer; Everett D. Thomas, toastmaster ; 
W. Lawson Chamberlin, vice president. 
Maureen Kelly is recording secretary of 
the association and Mildred Coons, 
group secretary. 











ROYAL-GLOBE 


First with the “Multiple-Line” fieldman, 


OW 


Announcing a truly-integrated 
“Multiple-Line” department. 








Royal-Globe announces a brand new addi- 
tion — the MULTIPLE-LINE DEPARTMENT — 
designed to help you keep up to date with all the 
new trends in the field of commercial multiple-line 
insurance. 


This is a new department but Royal-Globe 
loaded it with experienced personnel: fieldmen, 
inland-marine men, fire underwriters, general cover 
men; men who have been in on commercial multiple- 
line operations since the idea was first conceived. 


The sole responsibility of this new service 
will be the promotion and underwriting of the 
Commercial Property Form, the Office Contents 
Special Form and other commercial package cover- 
ages as they may be approved in your state. 


The new MULTIPLE-LINE DEPART- 
MENT is ready to go. And eager! Your Royal- 
Globe fieldman can now offer you the services of 
a single specialized department that can handle all 
of your commercial multiple-line needs. 
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150 WILLIAM ST., NEW YORK 38, N.Y. 
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Smith Made President 
of Liberty Mutual Fire 


S. BRUCE BLACK IS CHAIRMAN 


Election of Bryan Smith Follows After 
Year as Pres. of Liberty Mutual 
Co.; Potter Named Secretary 


Bryan E. Smith has been elected pres- 
ident of Liberty Mutual Fire of Boston 
by the board of directors, succeeding S 
Bruce Black, who has been named chair- 
man of the board. The new president of 
insurance also heads 


the fire 


the 


company 


companion casualty company, for 





BRYAN E. SMITH 


as chair- 


Black 


A. Potter has been named 


also 


Mr. 


Gece rge 


which serves 
man. 
secretary of the fire company, a post 
similar to that he holds for the casualty 
company. : 

A native of Hlinois and graduate of 
University of Minnesota, Mr. Smith has 
been with the Liberty Mutual organ- 
ization for 30 years, 18 of those in an 
administrative capacity. He first joined 
the company as a salesman and in 1939 
was named vice president of the Phila- 
delphia division; vice president of the 
New York division in 1942; and in 1952 
administrative vice president at the 
Boston home office. He was named as a 
director and executive vice president in 


1955 and president of Liberty Mutual 
Insurance Co. in 1956. 
He is a member of the company’s 


executive and investment committees, a 
member of the insurance committee of 
the U. S. Chamber of Commerce and the 
advisory council of the Atomic Industrial 
Forum. He also holds membership in 
Brae Burn Country Club, the Algonquin 
Club and the Newcomen Society. 


Lunch to 40 Top Executives 

Insurance Company of North America 
Companies were hosts April 24 to an- 
nual meeting of trustees of U.S. Inter- 
American Council of Commerce and 
Production, 40 top executives of corpora- 
tions with interests in West Indies, 
Central and South America being pres- 
ent. The Council, formed in 1941, is 
the U.S. section of the Inter-American 
Council of Commerce and Production, a 
closely-knit hemispheric association of 
industrial, business and rural organiza- 
tions. 

The Council has been given consulta- 
tive status with the U.N. Economic and 
Social Council, and is recognized by 
Pan-America Union’s Inter-American 
Economic and Social Council. The U. S. 
Inter-American Council has 52 support- 
ing members I’s chairman is Hugh 
A. Davies, director general of Latin 
American Operations for International 
Harvester Co. 
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Believes Local Boards ‘Tax Exempt 
It “Ads” Omit Names Of Members 


George S. Hanson, general counsel- 
executive secretary of the National As- 
sociation of Insurance Agents, believes 
that local boards which publish insti- 
tutional advertisements in local news- 
papers or elsewhere will not be subject 
to taxation providing such ads do not list 
f individual members of the 
such names listed then 
that local board will lose its 

status, he said this week 


names ol 
board. li 
it is likely 
tax exempt 


are 





GEORGE S. HANSON 


when speaking before the meeting of 
the NAIA national board of state direct- 
ors May 1 in Denver, Colo 

“Recently, an Internal Revenue Serv- 
ice ruling was issued to the Harlingen 


(Texas) Association of Insurance Agents 
which has caused considerable concern 
as to the tax exempt status of agents’ 
associations which conduct advertising 


programs,’ Mr. Hanson said. “Because 
of the importance of this case to many 
and state associations, the Na- 
tional Association has taken over the 
protest of this ruling. A power of at- 
torney has been given by the Harlingen 
soard to Charles W. Tye, of Joseph 
Froggatt & Co., who is NATA special 


local 


tax counsel and a recognized insurance 
tax authority. A protest of the Har- 
lingen ruling has been filed with the 
Internal Revenue Service by Mr. Tye 


ind we are awaiting their reconsidered 
views on this question. 

“We believe that we have satisfac- 
torily cleared away the problem of per- 
centage of local board expenditures for 
advertising, since we were able to rely 
upon a 1942 tax case where virtually 
100% of an organization’s income was 
spent for institutional advertising. This 
is the case of Washington State Apples, 
Inc. v. Commissioner of Internal Reve- 
nue (46 B.T.A. 64). 

“Here a non-profit corporation was 
organized by apple growers of the state 
of Washington for the specific purpose 
of advertising and promoting the sale 
f apples grown in that state. Adver- 
tising of the institutional type, with no 
individual names mentioned, was upheld 
by the Board of Tax Appeals. 


Problem When Members Names 
Are Listed 

“However, an extremely serious prob- 
lem remains wherever :a local board 
lists names of individual members in ad 
ertising. The Internal Revenue Servicc 
ippears to be adamant in its view that 
this practice, by itself, without regard to 
the nature of the advertising, would be 
sufficient to deny tax exemption. They 
believe that this practice is ‘the per- 
formance of particular services for indi- 
vidual persons,’ contrary to the statute 


Oo 


and regulations governing tax exemp- 
tion,” Mr. Hanson stated. 

“The basic exemption section of the 
tax law is contained in Section 501 of 
the Internal Revenue Code of 1954. This 
section covers a number of non-profit 
organizations which can be tax exempt 
by careful compliance with the law. 
These organizations generally include 
charitable, educational, religious, civic 
leagues, business leagues and the like. 
The particular sub-section under which 
an agents’ association will generally 
receive tax exemption is sub-section (c) 
(6), reading as follows: 

“«“(6) Business leagues, chambers of 
commerce, real-estate boards, or boards 
of trade, not organized for profit and 
no part of the net earnings of which 
inures to the benefit of any private 
shareholder or individual.’ 

Basic Code Regulations 

‘Basic regulations interpreting this 
section read as fellows in defining a 
business league,” continued Mr. Hanson: 

“*A business league is an association 
of persons having some common business 


interest, the purpose of which is to pro- 
mote such common interest and not to 
be engaged in a regular business of a 
kind ordinarily carried on for profit. It 
is an organization of the same general 
class as a chamber of commerce or 
board of trade. Thus, its activities 
should be directed to the improvement 
of business conditions of one or more 
lines of business as distinguished from 
the performance of particular services 
for individual persons é 

“The Harlingen Association of Insur- 
ance Agents appears to be a rather typi- 
cal association consisting of 13 members. 
All of its income is derived from dues 
and the question of writing public busi- 


ness and receiving commissions is not 
present in this case. The only question 
which could be raised as to tax ex- 


emption of this board, we believe, is that 
of listing individual names of members 
in advertising. 

“However, because of the Internal 
Revenue view and the fact that they 
have ruled in a similar fashion in other 
cases involving other types of organi- 
zations, we believe that all agents’ asso- 
ciations which conduct advertising 
should refrain from listing individual 
names of members in order to protect 
the board’s tax exempt status. We be- 
lieve that advertising of the institutional 
type, which does not list names of mem- 
bers, can be justified under the Internal 
Revenue laws.” 
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Abm. S. See & Depew 
Marks 100th Anniversary 





John 


(left) president of 
Abm. S. See & Depew, old established 
New York City brokerage firm, receives 
from William A. Waters, (right) senior 
partner of Hall & Henshaw, New York 
agency, plaque honoring the brokerage 
firm on its 100th anniversary. 


D. Depew, 


A luncheon was tendered April 23 to 
the insurance brokerage firm of Abm. 
S. See & Depew by Hall & Henshaw, 
underwriters in New York. The luncheon 
commemorated the 100th anniversary of 
the founding of the brokerage firm. John 
D. Depew, president of Abm. S. See & 
Depew, accepted a plaque in honor of 
the occasion on behalf of his firm. He 
thanked his staff, many of whom have 
been with him for a long time, for their 
vears of service. Mr. Depew expressed 
his philosophy for the running of a suc- 
cessful brokerage business by saying “the 
way to create a stable and long standing 
business is to satisfy customers whom 
you have and let them by your salesmen.” 

The plaque was presented by William 
A. Waters, senior partner of Hall & 
Henshaw, who remarked that it was fit- 
ting that one of the oldest insurance 
agencies should make the presentation to 
one of the oldest insurance brokerage 
firms, and wished Mr. Depew and his 
organization continued success in their 
business. 


Commercial Union Team 


Leads Bowling League 


As of April 26 the Commercial Union 
team in the Insurance Bowling League 
of New York held a half game lead over 
Corroon & Reynolds. This evening and 
next Friday, May 10, will see the final 
matches for this season. On May 17 
awards will be presented to the winners. 
As of last Friday, April 26, the standings 
were as follows: 


Commercial Union ........ 501% 6 
Corroon & Reynolds...... 50 37 
Chubb “Son: 33.4.46.53.- 48 39 
A PAVEIRES oa Cok 4 os hak Sats 48 39 
N OvIHETRs ie icosi asec es 46% 40% 
Petia Marek Sc, os coin aes 46% 40% 
PRAT ete saseicl hsp sain a. tes 4614 40% 
Aetna comes sce rics 45% 41y% 
General Reinsurance...... 424% 44, 
ROVE eee a, cst eon sta stk 42% 44, 
Firemen Ss *A5clG ea 42 45 
Yorkshire erase eee Subte wae bite 41y% 454 
American Int. Underwriters 40% 46% 
Great American® <.22550 5. 39 48 
Insurance Co. of N. A..... 39 48 
Phoenix-London Marine 2714 5914 


Weekly high figures—Individual game, 
Dick Purcell (Commercial Union), 253; 
individual series, F. Gelinek (Firemen’s), 
595; team game, Aetna Life, 949; team 
series, Commercial Union, 2598. 

HARRY H. BUSHNELL DIES 

Harry H. Bushnell, a partner in the 
Bushnell & Clark Insurance Agency, 
Scranton, Pa. prior to his retirement July 
1, 1951, died April 18. He was 85. He 
had been in the insurance field 47 years. 
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Automobile Problems In New York 
Discussed By Duffus Of Rochester 


Pertinent observations on various 
automobile insurance problems in New 


York State have been prepared by Roy 
A. Duffus, prominent Rochester, N. Y. 
agent and secretary of the James John- 
ston Agency, Inc., for the “News and 
Service Bulletin” of the Insurance 
Agents Association of Monroe County, 
Inc. Secretary Louis Hawes edits the 
bulletin. Mr. Duffus, who is a_ past 
president of the New York State Asso- 
ciation of Insurance Agents and former 
chairman of the casualty committee of 
the National Association, now serves as 
chairman of the Monroe County Asso- 
ciation casualty committee. His state- 
ments sk current interest are presented 
as follows: 


Bailees’ Legal Liability Insurance—Auto- 
mobile Garages and Repair Shops 


“All members should warn the above 
type of risk of the dangers of permitting 
customers to leave cars with them when 
the automobiles contain valuable per- 
sonal property or merchandise. This is 
because the bailees’ legal liability cov- 
erage does not extend to contents of 
customers’ automobiles, but covers the 
automobiles themselves. 

“The National Automobile Under- 
writers Association is now considering days and a full registration fee must be 
providing rates and rules for additional paid for new plates, even though the 
coverages under the garage policy, but automobile is not driven during that 
does not feel that the insurance compa- period of no insurance. Penalties are 
nies will look with favor upon extending much more severe in the event the auto- 
coverage for personal property in cus- mobile is operated during the period ot 
tomers’ automobiles while in the hands no insurance.’ 
of a garage. “It was thought wiser to handle this 

“There is no way of providing such situation this way by inserting the sug- 
protection now. We should, therefore, gested paragraph in a letter to only 
warn our garage customers on this point those concerned, instead of having it 
to make certain they do not accept cus- printed on a slip to be attached to all 
tomers’ cars which contain valuable auto policies, inasmuch as some assureds 
property and where they might be ex- resent this type of instruction because 
posed to an uninsured loss.” they are prompt to pay and do not need 
to be reminded of the penalties. 


ROY A. DUFFUS 


Contractual Liability Insurance—Garage 
Liability Policies 

“General liability manuals now provide “The New York law states that auto- 

for coverage on the assumption of lia- mobile liability insurance must be in 

bility by contract on real estate without force continuously. An individual may 

additional charge. The automobile com- : 


FS-1 Filings—Automobile Insurance 
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Wm H. McGee & Co. 
Announces Changes 


Harold Jackson, president of Wm. H. 
McGee & Co. Inc., of New York, an- 
nounces that Frank E. Kane, vice pres- 
ident in charge of Pacific Coast opera- 
tions, is made a director, and Graham H. 
R. Jenkins elected secretary of the com- 
pany. Other appointments are: George 
H. Colie, inland marine secretary; Louis 
J. Etzel, multiple line secretary; George 
M. Redmond, assistant treasurer; and 
Elmer W. Nolan, manager of the Pleas- 
antville office, assistant treasurer. 

Mr. Jackson also states that for Wm. 
H. McGee & Co. of Canada, Ltd. a 
wholly owned subsidiary, Harold E. 
Maloney is made a director and vice 
president; Graham H. R. Jenkins, direc- 
tor and secretary; and Gordon D. Link- 
later, treasurer. 





place an order for liability insurance at 
some time during a day when his pre- 
vious policy was terminated as of 12:01 
am. on that same date. On such an 
order we would normally indicate in the 
policy the hour the insurance became 
effective. This same hour should also be 
indicated on the FS-1 Certificate which 
is to be filed with the Motor Vehicle 
Bureau. 

“Our members should be warned of 
the dangers of dating coverage back, 
under these conditions, because they 
might find they are unintentionally cov- 
ering a loss which occurred earlier in 
the day. We have checked with the Mo- 
tor Vehicle Bureau at Albany and they 
advise that they are interpreting the law 
as requiring that insurance be in force 
continuously, but will accept FS-1 Certi- 
ficates even though dated later on the 
same day on which previous insurance 
was terminated. 

“If the applicant had an accident 
earlier on that day he would be subject 
to the penalties of the law, because of 
driving without proper insurance. Mem- 
bers should be warned of the importance 
of making certain that policies are not 
written as of 12:01 a.m. when those 
orders are taken several hours later.” 





mittee of the National Bureau is giving 
consideration to a similar change in the 
garage liability policy, and as soon as 
definite action is taken they will inform * 
the companies. 

“It would appear that this makes sense 
because a garage operator may sign a 
lease and assume liability in the same 
manner as the person who leases any 
other property.” 


Ca sually 


Cancellations—Auto Liability Insurance 


“Before canceling automobile liability 
policies, we should do everything we 
can to hold as much insurance in force 
as possible. Cancellation notices and re- 
instatements slow down procedure in 
offices as well as the Motor Vehicle 
Bureau with all the detail and paper 
work involved. Our committee has pre- 
pared a suggested paragraph which our 
members might like to have available to 
use in letters sent to assureds where 
cancellation is to be effected. We took 
this up with Mr. Barrell’s office of the 
M.V. Dept. at Albany, and they appre- 
ciate what we are trying to do. The 
phraseology of the following paragraph 
has their approval: 

“‘The law provides that if there is 
even one day’s lapse of insurance protec- 
tion and the license plates were not 
turned in to the Bureau of Motor Ve- 
hicles prior to termination of insurance, 
registration must be surrendered for 30 
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Fulton P & I Agency 


Promotions Announced 
The Fulton P & I Underwriting 
Agency, Inc., of New York City announ- 
ces that Walter Hecker, previously 
underwriter, has been appointed assistant 
vice president. Malcolm A. Shipley, III, 
previously manager of the loss depart- 
ment, has been appointed assistant vice 
president and will continue as manager 
of the loss department. Francis J. Cullen 
has been appointed assistant secretary 
John F. Campbell, Jr. has been ap- 
pointed assistant secretary of R. A 
Fulton & Co. Inc. J. T. McQuade is 
president of the agency. 


Bradbury Marine Manager 

Robert N. Bradbury has been appoint- 
ed marine manager at Philadelphia for 
the Boston Insurance Group. Mr. Brad- 
bury will be associated with H. Bradley 
Sexton, Jr., regional manager. 

Joining the Boston Group in April, 
1951, as an inland marine underwriter 
at Philadelphia, Mr. Bradbury later be- 
came a marine special agent. He at 
tended Yale University and served in 
the U. S. Army, field artillery 


American In tegratic tion 


In Five Branch Offices 


The American Insurance Group an- 
nounces integration of operations of the 
American Insurance Co. and American 
Automobile in five additional branch 
offices, effective May 6. 

In Boston, Resident Vice President 
James J. Hennessey will supervise opera- 
tions and H. Philip Freud will serve as 
branch manager. The office is located at 
40 Broad Street. Robert W. Blakeslee 
continues as resident vice president of 
the Hartford Branch at 49 Pearl Street. 

Resident Vice President Malcolm R 
Smith is chief executive of the Dallas 
office with headquarters at 1315 Pacific 
Avenue. J. Gilder Levey, formerly man- 
ager of the American southwestern de- 
partment at Dallas, will be in charge of 
a new branch office to be opened in the 
near future. 

In Houston the branch is headed by 
Resident Vice President Robert B 
Thomas, and the office is 3003 S. Main 
Street. Resident Vice President Milton 
E. Moore is in charge of the New Or 
leans Branch, which is situated at 705 
Hibernia Building 
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C. J. Haugh Points to What Has Been 


Done to Date on Nuclear Ins. Covers 


Charies J. Haugh, vice president of the 
Travelers, in the address “insurance in 
the Atomic Age” delivered in Washing- 
ton on April 29, said that he could see 
no reason for spc ‘cial facilities in other 
forms of insurance as a result of the 
construction of nuclear reactors. Mr. 
Haugh spoke at the insurance breakfast 
of the annual meeting of the U. S 
Chamber of Commerce. 

Although no. special facilities have 
been created as yet, Mr. Haugh said: 
“This does not mean that the installa- 





HAUGH 


CHARLES J. 


tion of nuclear reactors would not have 
any effect on any other form of insur- 
ance, but rather that its effect can be 
taken into onsideration in the normal 
writing of bas iness without the necessity 
of creating any special facilities.” 

The speaker, who is prominently asso 
ciated with industry arrangements to 
meet the problems of insuring reactor 
projects, Ley that it was unfortunate 
“sa such ‘deep seated and widespread 
fear” was engendered by the first prac 
tic: al applic ation of atomic energy—with 


the atomic a8 To help safc this 
misapprehensio Mr. Haug quickly 
stressed that “the peacetime — ation 


of atomic energy does not involve ex 
plosives, and nuclear reactor is not a 
bomb!” 

The hazards, he pointed out, are due 
to potential injury or death of persons 
arising out of the radioactive and toxic 
exposure and damage to, or loss (of use) 
of property as a result of radioactive 
contamination. The insurance problems 
peculiar to the field of atomic energy 
primarily to the phenomenal 
catastrophe potentiality. 

PI sag to persons exposed to radio 

ictive radiation is a hazard known to 
insurance for many years. Today, ex 
posure to this haz 


are due 


zard has increased sub- 
stantially, but instances of actual injury 
have been negligible. On Government 
sponsored -or- owned nuclear energy 
projects, no effort or expense has been 
spared to safeguard the public and oper- 
ating personnel against radiation injury, 
and the record s been remarkably 
favorable.” 





Reactor Ventures Demand Liability 
Cover 


Embarking on a program of designing 


and constructing reactors of varying 
types to determine which are most fea- 
sible as commercial sources of power, a 
number of utilities and manufacturers 
have asked for, and in fact, insist upon 
liability protection for amounts far in 
excess of the capacity of the insurance 
market,” the speaker told his listeners. 
The demand is caused by “the possibility 
of an enormous catastrophic loss.” 
Though a catastrophic loss is possible, 
Mr. Haugh emphasized his complete 
accord with the belief that it is im- 
probable. “What might happen in the 
remote event the improbable might 
occur, i.e., that a power reactor—after 
having been in operation for a_ suffi- 
ciently long period of time so as to 
contain a large quantity of radioactive 
waste—should get out of control, ‘burst 
its containment, and release a_ large 
amount of radioactive fission products 
into the atmosphere? To a great extent 
the answer depends upon meteorological 
conditions at the time. Under favorable 
conditions, much of the radio-active ma- 
terial would be dissipated in the atmos- 
phere. Under most unfavorable condi- 
tions the material might be held close 
to the ground and adverse winds might 
carry it across valuable agricultural land 
and into urban areas. The loss might 


(Continued on Page 40) 


Three Important Annual 
Meetings in New York May 7 


Annual meetings of the Association of 
Casualty & Surety Cos. and the National 
Bureau of Casualty Underwriters will be 
held on May 7 at the Waldorf-Astoria 
Hotel, according to a joint announcement 
by J. Dewey Dorsett, general manager 
of the Association, and William Leslie, 
general manager of the National Bureau. 

Officers as well as members of the 
executive committee will be electcd and 
annual reports will be submitted at the 
business meetings, starting at 10 a.m. 
for the Bureau and 11 a.m. for the Asso- 
ciation. The business meetings will be 
followed at noon by the joint annual 
reception and luncheon. 

The first annual meeting of the Nu- 
clear Energy Liability Insurance Asso- 
ciation will be held at 3 p.m. in the 
West Foyer of the Waldorf-Astoria 
Hotel. 


Compulsory Auto Opposed by 
Rhode Island Study Board 


A Rhode Island state legislative study 
commission recently opposed compulsory 
automobile insurance and recommended 
instead that the state strengthen its pres- 
ent safety responsibility law. 

Headed by State Motor Vehicles Reg- 
istrar Laure B. Lussier, the commission 
said compulsory insurance could bring 
more accidents, higher insurance rates, 
fraudulent claims, political pressure on 
rates, agitation for a state insurance fund 
and insurance protection for unsafe 
drivers. 


COMP. RATE REVISION JULY 1 
Robert E. Marshall, general manager, 
New York Compensation Insurance Rat- 
ing Board, has advised member compa- 
nies that a general rate revision is con- 
templated to become effective July 1. 
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Clement Urges Better 
Ins. Public Relations 


CRITICAL OF “MEAGER” EFFORTS 


Tells YMBT That Only Surface Has 
Been Brushed in Using P.R. to 
Achieve Sincere Public Acceptance 


’, Winthrop Clement, public relations 
manager of American International 
Underwriters, urged “the management 
of the industry of tomorrow” to “build 
solid public understanding” of the capital 
stock fire and casualty business in an 
address to the Insurance Committee of 
the Young Men’s Board of Trade in 
New York last week. He was introduced 
by Alan G. Baker, chairman, who is with 
the Insurance Society of New York, Inc. 

Alluding to the public’s lack of ap- 
preciation of the problems 10- years-and- 
more ago, Mr. Clement said the insurance 
industry could blame only itself. He 
said that, if the industry were faced with 
the same far-reaching challenges today, 
he doubted the public would understand 
or support the industry any more than 
it did before. The reason, he held, is 
that the industry still has only brushed 
the surface of using public relations to 
achieve sincere public acceptance. 


Meagerness in Terms of Potential 
Audience 


Mr. Clement’s remarks pointed out the 
meagerness—in terms of potential au- 
dience—of public relations efforts now 
being made by the industry. The speaker 
urged a more coordinated and greatly 
expanded approach to the question. “It’s 
not enough that the industry has ac- 
cepted the idea of public relations,” he 
said, “. .. .until the idea we have ac- 
cepted is commensurated into action, and 
action commensurated with the need...” 
_As a problem in the industry, Mr. 
Clement said: “The development of sat- 
isfactory public relations for the entire 
general insurance business cannot be 
achieved by any one group however 
sincere, working alone, or by any 
two or three or more groups working 
separately. That agents’ associations carry 
on and encourage public relations activi- 
ties on local, state, regional and national 
levels, does not fulfill the needs of the 
companies these agents represent, either. 

“Agents can be the John Aldens of the 

insurance business only to a_ certain 
degree, an extent far short of the in- 
dustry’s need. Let’s remember, Priscilla 
married John, but not the man for whom 
John spoke. Silence breeds the ugly 
spectres of misunderstanding and dis- 
trust. Dis-coordination and dispute nour- 
ish these monsters. As the National 
Board’s report points out, the ‘business 
was too silent, too long.’ 
_ “That statement was made 13 years ago. 
So was another statement in the same 
report, ‘Misinformation and lack of in- 
formation, rather than any active hostil- 
ity to the business on the part of the 
public, are principally responsible for 
the current state of public opinion to- 
ward the business.’” 

Mr. Clement held that both of these 
declarations are as true today as they 
were in 1944, Neither of them, in 
his opinion, has yet been faced with 
the vigor their truth and seriousness 
require. “This is an all-embracing  re- 
sponsibiltiy for every person, company 
and organization in the business,” he 
said. 





No Discussion of Program Submitted 


The speaker then pointed out that in 
an effort to acquire, in a hurry, the be- 
ginnings of a program commensurate 
with the need, the executive committee 
of the Insurance Advertising Conference 
designed and submitted to the American 
Insurance Association, a comprehensive 
yet detailed proposal outlining a coor- 
dinated instrumentality capable of formu- 
lating and carrying out an industry-wide 
and nation-wide program to achieve pub- 
lic acceptance. 

“T believe the effort of IAC was appre- 
ciated, but I know of no discussion of 
the proposal since it was submitted 

(Continued on Page 41) 
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Allstate Cited for 
Traffic Safety Work 


BY AMERICAN | P.R. ASSOCIATION 


A. E. Spottke and G. M. Quarnstrom 
Accept Certificate at Phila. Cere- 
mony; To Expand Safety Crusade 
The Allstate received a certificate of 

outstanding achievement on April 26 in 

Philadelphia for its extensive public re- 

lations program in suport of traffic 

safety and driver education in the United 

States and Canada. 

The citation from the American Public 

Relations Association, based on 1955- 





ALBERT-E. SPOTTKE 


1956 public service activities, was ac- 
cepted by Albert E. Spottke, Allstate 
vice president, public and industry re- 
lations, and Gordon M. Quarnstrom, 
public relations director. The presenta- 
tion was made at the annual awards 
banquet climaxing the association’s 13th 
national conference. 

Mr. Spottke said the company’s long 
esti iblished accident prevention progr am 
is being expanded wherever possible in 
1957 as part of the Allstate Safety Cru- 
sade. Among efforts during the award 
years to reduce the nation’s traffic toll 
were the following: 


Grants Total $243,000 


(1) Allstate and Allstate Foundation 
grants to 35 colleges totaled $243,000 and 
helped qualify 3,000 teachers as high 
school driver training instructors, who 
will have instructed 300,000 students by 
the end of the current school year. Thus 
500,000 students will have been trained 
since the college grant program was 
initiated in 1953. 

(2) A public education program fea- 
turing distribution of 8,000,000 accident 
prevention leaflets, release of safe driv- 
ing tips in news stories, public service 
advertising, and publication of vital life 
saving information in the company’s 
policyholder magazine. 

(3) Grants-in-aid to many organiza- 

tions working to improve traffic engi- 
neering, enforcement and education. The 
company also assisted local safety 
groups throughout the nation, including 
city, county and _ state safety councils. 
Expanding this program in 1956, Allstate 
made available $25,000 in grants to 
groups making a sincere effort to build a 
grass-roots safety program through 
citizen’s committees. 
_ (4) Enrollment of individua! citizens 
in the Allstate Safety Crusade, each 
being pledged to drive safely and to do 
everything possible to encourage safety 
in his own home and community. 

“We will continue to use all means 
at our disposal to convince motorists 
everywhere of their individual responsi- 
bilities in helping save lives,” Mr. 
Spottke pledged. “All of us in Allstate 





St. Lawrence Seaway Work’s 
Accident Safety Record 


Although there has been a _ reported 
rise in the dollar cost of the St. Law- 
rence Seaway, the human toll on at least 
one major portion of that project has 
been amazingly low. For the past 7% 
months, not a single disabling accident 
has occurred at the $27,000,000 Grasse 
River Lock being built near Massena, 
N. Y., by B. Perini & Sons, Inc., and 
associated contractors. 

“That record,” said Fred W. Braun, 
vice president of Employers Mutuals of 
Wausau, Wis., workmen’s compensation 
insurer for the bulk of U.S. work on 
the Seaway, “is virtually unprecedented 
on a mammoth job such as this.” 

Mr. Braun, former president of the 
National Safety Council’s Industrial 
Conference, said no deaths have oc- 
curred on the nearly $60,000,000 worth of 
Seaway work his company insures. The 
Perini company, he said, besides having 
had no disabling accidents since Septem- 
ber, can point to an over-all accident 
record which is one-fourth the rate of all 
United States heavy construction in 
frequency of occurrence and one-tenth 
in severity. 


State Fund for Workmen’s 
Comp. Under Study in N. I. 


Establishment of a New Jersey 12- 
member state legislative commission to 
make an interim study of the state’s 
workmen’s compensation laws with the 
view that they might be improved 
through the creation of a state fund is 
proposed by a resolution being consid- 
ered by the New Jersey Senate com- 
mittee on labor and industrial relations. 

Introduced by Senator Wayne Dumont, 
(R.), the resolution noted that many 
states have state funds for workmen’s 
compensation or a combination of state 
funds and private insurance coverage. 
It suggests that a study of the various 
plans of other states would ‘be advisable 
at this time. The proposed study com- 
mission would report its findings and 
recommendations to the 1958 legislature. 


Missouri Supt. Leggett’s 
Prohibition Order on WC 


C. Lawrence Leggett, Missouri Super- 
intendent of Insurance, in a recent de- 
partmental order (No. 67) prohibited 
casualty insurance companies licensed in 
the state from issuing or offering to 
issue, workmen’s compensation and em- 
ployers’ liability policies for the purpose 
of providing such coverage to more than 
one employer as defined in the Missouri 
workmen’s compensation law. 

Superintendent Leggett acted upon re- 
ceiving complaints that certain carriers 
in this field had been offering Group 
coverages to members of some employer 
groups and other special groups without 
making the same coverage available at 
similar rates to ¢ competing employers “not 
members of the favored associations and 
groups.’ 


CALIF. SURETY CLUB ELECTS 

The Surety Underwriter’s Club of 
Southern California has elected the fol- 
lowing officers for 1957: President, Don 
Carlson, Jr., Swett & Crawford; vice 
president, Phil Kehr, Pacific Indemnity, 
and secretary-treasurer, Robert Minot, 
General Insurance of America. 

At the club’s recent meeting the 
guest speaker was Joseph R. Jones, 
vice president, Security-First National 
Bank of Los Angeles. His topic was 
“Present Day Economy and Its Effect 
on the Construction I[ndustry.” 





are pledged to do everything possible to 
get millions of Americans definitely ac- 
tive in programs to bring both ob- 
servance and enforcement of sound traf- 
fic regulations, safer highways, and 
improved driver education opportunities 
for all our young people.” 


“Torpedoes Away,” Authored by Surety 
Assn. Man, Is Stirring Tale of Sub- 
marine Service in World War II 

“Torpedoes Away,” a novcl about a 
new submarine and her adventures in 
the Pacific theater during World War 
II], has been written by David Porter, 
educational director, Surety Association 


Kaiden-Kazanjian 


DAVID PORTER 


of America. The book, just published by 
Dodd, Mead & Co., 432 Fourth Ave., 
New York, has as co-author and tech- 
nical consultant, Robert I, Olsen, U.S.N., 
the well-known World War II sub- 
marine commander who is now assistant 
chief of staff for operations in the First 
Naval District in Boston. 

This is a realistic and exciting story 
of life during submarine warfare in the 
Pacific. The reader is taken along — 
the building and shakedown of the ne\ 
submarine, to Panama, Pearl actor 
Midway, the Philippines and Australia. 
Tense drama, in the destruction of 
enemy shipping and personal conflicts 
among the ship’s company, is built up 
with the ever present chance of one 
lethal on-target depth charge. 

The rapid pace of the story is well 
maintained with true characterizations 
well balanced by natural interludes ot 
humor adding the lighter touch to an 
essentially significant adventure. The 
development of the plot strikes a fresh 
note in its portrayal of life at sea. 

The book will interest all age groups 
It 1s a memor: ible tale of a sub and 
its crew’s first war patrols during a 
critical period. Mr. Porter is a lieutenant 
commander in the U. S. Naval Reserve 
He served during World War II as 
pubkc relations officer in the office of 
the Secretary of the Navy under Secre 
taries Knox and Forrestal. His book is 
a worthy tribute to a fine subject—the 
silent service 


W. W. Greene, Inc., N. Y., 
Has Moved to 68 William St. 


Winfield W. Greene, Fa eo of W 
Greene, Inc., New York reinsurance 
intermediaries and consultants, announces 
the removal of the offices of the corp- 
oration from 110 Fulton Street to 68 
William Street, overlooking the site of 
the new Chase-Manhattan Bank building 
project. 

Mr. Greene, who is well known in rein 
surance circles both here and in London, 
started his present business in February, 
1953, after more than 27 years with the 
General Reinsurance Group. He _ has 
associated with him Herbert Bell, form- 
erly with the Home Insurance Group, 
who is secretary of W. W. Greene, Inc 

Incidentally 68 William Street is only 
a block distant from 35 Nassau Street 
where Mr. Greene began his insurane: 
career in 1910 as a clerk in the actuarial 
department of a life insurance company 





department. 


Cover For Non-Car 
Owners in New York 


SUPT. HOLZ APPROVES NEW PLAN 


3-Year Premium $11 for $20,000 Bodily 
Injury; Family of Insured Included; 
Closes a Compuleery Gap 


On and after May , New York State 


residents who do not own automobiles 
will be able to buy a low-cost insurance 
policy that will pay them for damages 
they are entitled to recover’ for bodily 
injuries to themselves or members of 
their families caused by uninsured auto 
mobiles. Heretofore, car owners in the 
state have been able to obtain such pro 
tection by endorsement to their automo 
bile liability insurance policies. 

Despite the enactment of the compul 
sory automobile liability insurance law, 
which became effective Februa iry 1, there 
are situations where persons sustaining 
bodily injuries in automobile accidents 
will still be unable to recover damages 
to which they are entitled, because of 
gaps in the protection provided unde 
the law. 

New York Superintendent of Insur 
ance Leffert Holz, who has advocated 
the desirability of this form of protec 
tion for the public, has approved the 
new policy, which was filed with tho 
State Insurance Department by the Na 
tional Bureau of Casualty Underwriter 
and the Mutual Insurance Rating Bu 
reau on behalf of their respective mem 
ber and subscriber companies 

To those buying the new protection 
the policy will pay for damages th 
are entitled to recover if they or mem 
bers of their families sustain bodily 
juries in accidents caused by hit-and-run 
automobiles, stolen cars, automobiles 
operated without permission, out-of-state 
uninsured cars, and motor vehicles op 
erated illegally without insurance; these 
are situations which are not covered 
under the Motor Vehicle Financial S¢ 
curity Act. 

Cost of the Insurance 


This uninsured motorist coverage will 
be available to persons not owning a1 
automobile at a cost of $11 for a three 
year term in Manhattan, Brooklyn and 
the Bronx, and $10 for a three-year term 
elsewhere in the state. 

The policy will be issued for $20,000 
bodily injury liability for each accident, 
subject to a limit of $10,000 per person, 
these being the same as the limits of 
liability specified in the New York Mo 
tor Vehicle Financial Security Act 
Higher limits will not be available 

Under the policy the company agrees 
to pay all sums, within the policy limits 
which the insured shall legally be en 
titled to recover as damages from the 
owner or operator of an uninsured aute 
mobile because of bodily injury caused 
by accident 

Included as insureds are the named 
insured as stated in the policy and, whil 
residents of the same househ vd, the 
husband or wife of the named insured 
and their relatives. 

These insureds are covered not only 
when injured, for example, as_ pedes 


trians or bicyclists but when injured 
while occupying an automobile owned 
by another, such as a friend or neighbor 


Swift Named Summit, N. J. 
Boiler Underwriting Mgr. 


\. E. Gaynor Swift has been named 
manager of the boiler and machinery 
underwriting department in the Summit, 
.. J., office of the Kemper Insurance 
Cos. 

Mr. Swift has been 
the boiler insurance business since 1933 
He joined the Kemper organization in 
1950 in its Toronto boiler and ma- 
chinery underwriting and_ production 
During World War II he 
served for three years as a pilot in the 
Royal Canadian Air Force 


associated with 
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United States F. & G. 
Joins AIU on July 1 

PRES. PHILLIPS ANNOUNCES 

New Affiliation Will Give U. S. F. & G. 


Worldwide Facilities in Over 80 
Overseas Territories 





United States Fidelity 
Baltimore 
American International Underwriters As- 
sociation, effective July 1, 1957, and that 


American International Underwriters will 
S 


thereafter act as managers of U. S. 
Kk. & Gs foreign business, excluding 
Canada, Puerto Rico, Panama, the Canal 
Zone, Hawaii and Alaska. This announce- 
ment was made public May 1 in letters 
from Charles L. Phillips, president of 


U. S. F. & G, to the company’s 52 
branch offices in the United States. 

Mr. Phillips’ letter said in part: “Our 
company will shortly become a member 
of American International Underwriters 
Association and be associated with 12 
other American insurance companies in 
providing protection and service in the 
far corners of the world. 


“Effective July 1, our business outside 
of the United States, Canada, Puerto 
Rico, Panama, the Canal Zone. Hawaii 


and Alaska will be managed by American 
International Underwriters, a prominent 
American organization specializing in 
overseas insurance business. 

3y this means AIU will afford to our 
52 branch offices and our general agen- 
cies in this country a worldwide system 
of affiliated offices and agencies in more 
than 80 overseas territories. The full 
facilities of this global network, with 
nearly 40 years of experience behind it, 
are now available to our offices and 
agents, and to their clients. We are 
gratified that it has been possible for us 
to extend in this way the services our 
company can provide to its producers 
and policyholders.” 

United States F. & G. was chartered 

1896 as a bonding and burglary insur- 
ance company, but is now a multiple line 
underwriting organization writing nearly 
all forms of casualty, fire and marine 
insurance and fidelity-surety bonds, with 
gross premium writings exceeding $245,- 
000,000 in 1956. 

American International Underwriters 
was founded in 1919. ATU services are 
now available through 15 offices in the 
United States and affiliates or agencies 
in all the principal cities of the free 
world. 


Mass. Fund Share Holdings 


Massachusetts Investors Growth Fund 
reports that during the period of Decem- 
ber 1, 1956 to February 28, 1957 purchases 
were made of 1,000 shares of Aetna Life, 


the total now being 5,000, and of 2,500 
shares of Travelers, bringing that total 
to 12,500. 

Other insurance holdings are 5,000 


Connecticut General Life; 100 Continen- 
tal Assurance; 17,500 Continental Casu- 
alty; 6,000 Lincoln National Life; 25,000 
National Life & Accident 


MOVES TO 116 JOHN ST., N. Y. 

The New York office of George F. 
Brown & Sons moved on May 1 to new 
quarters on the fifth floor of 116 John 
Street. E. M. Koenig is assistant vice 
president in charge of this office. 


ASSISTANT BRANCH MANAGER 
John E. Cadwallader has been ap- 
pointed assistant branch manager, Pitts- 
burgh office of American Automobile 
Co. and Associated Indemnity Corp. 

Mr. Cadwallader had been Pittsburgh 
bond manager and later was administra- 
tive assistant to Resident Vice President 
Jet Parker. 

A native of Ohio, Mr. Cadwallader at- 
tended Western Reserve University at 
Cleveland. His experience includes as- 
sistant branch manager positions with 
the Travelers at Indianapolis and Massa- 
chusetts Bonding in St. Louis. 


& Guaranty of 
announces that it will join the 


L. L. Richardson Retires; 
M. A. Decker Succeeds Him 


The retirement of L. L. Richardson, 
compensation and liability department 
manager in the New York office of 


Aetna Casualty & Surety, after 44 years 
of service, is announced by Vice Presi- 
dent C. T. Spaulding. He is 
by Marvin A. Decker, 
with the company for 30 years. 

Syracuse University 
Richardson 
Inspection 


succeeded 
who has been 

A graduate of 
with engineering degree, Mr. 
began his career in Aetna’s 


and accident prevention bureau. He was 
appointed chief inspector of the Boston 
territory in 1916. After World War | 


service he became superintendent of the 
inspection department at St. Louis. In 
1920 he was transferred to the New York 
office as superintendent of inspection 
and engineering. In 1922 he was pro- 
noted to senior staff underwriter, cqm- 
pensation and liz ibility department, and 
in 1937 assumed the duties of manager 
of this department. 

Mr. Decker, his successor as manager, 
graduated from Wyoming Seminary in 
Pennsylvania, and later attended Scran- 
ton Business College. He started with 
the company in 1926 in the automobile 
underwriting department. He was trans- 
ferred to the compensation and liability 
division in 1928, and became assistant 
manager in 1953. 


Compulsory Auto Bill 
Favorably Reported in N. C. 


A bill proposing compulsory motor 
vehicle liability insurance was given a 
favorable committee report to the North 
Carolina House of Representatives. 

Sponsored by Rep. Walter Jones, the 
bill would prohibit any motor vehicle 
from being licensed in the state unless 
the owner showed proof of financial 
responsibility. Policy limits would be 
$5,000,/ 10,0007 1,000. 

Held in committee pending outcome of 
action on the compulsory bill was an 
alternative proposal calling for establish- 
ment of a UJ fund. 


Spellacy Issues Nationwide 
With Cease-Desist Order 


Insurance Com- 


Thomas J. Spellacy, 
has issued an 


missioner of Connecticut 
order to the Nationwide Mutual Insur- 
ance Co., Columbus, O., to cease and 
desist from any further publication of an 


advertisement in that state titled “50% 
of all Nationwide auto claims paid in 
24 hours or less; nearly 70% in 72 
hours.” “Actually,” said the Commis- 
sioner, “this advertisement refers only 
to claims on which final papers have 
been received in the company’s office 
and not from the date of any accident.” 
He regards the advertisement as mis- 


leading. 


Simon With No. America Cos. 


Leroy Joseph Simon, a Fellow of 
Casualty Actuarial Society, has joined 
actuarial staff of Insurance Co. of North 
America at its head offices in Philadel- 
phia. A native of Minnesota he is a 
graduate of University of Minnesota with 
high honors in mathematics. Before join- 
ing North America he was casualty actu- 
ary with Mutual Service Casualty Insur- 
ance Co. of St. Paul. In World War II, 
he was a captain in Air Forces in South 
Pacific theatre. 


ALLSTATE PROMOTES SPENKER 
Thomas J. Spenker, vice president of 


\llstate, has been promoted to be in 
charge of its claim, underwriting and 


sales operations. A graduate of Mon- 
tana State University, Mr. Spenker 
served the Allstate at Portland, Ore., 
Seattle, Rochester and New York City 
wren’ sae the Skokie, Ill, home 
office in 1956. 


IASA’s 35th Annual 
Conference May 19-22 
2000 EXPECTEDIN CHICAGO 
News Commentator Bob Considine, Ban- 
quet Speaker; Electronics Sessions to 


Be Featured on Program 


The Insurance Accounting and Statisti- 
cal Association will hold its 35th interna- 


tional conference May 19-22 at the 
Palmer House, Chicago. It is expected 
that nearly 2,000 will attend. Banquet 


spe iker will be Bob Considine, interna- 
tionally famous news commentator. 

One of the featured attractions of the 
program will be the electronics sessions, 
getting under way on Monday, May 20, 
with the keynote address by Dr. S. N. 
Alexander, National Bureau of Standards, 
on “Electronics in Business.” 

Rodney B. Wilcox, Connecticut Gen- 
eral Life who is president of TASA, in 
releasing advance program for this an- 
nual gathering, extended a cordial invita- 
tion to all interested insurance people to 
attend. He pointed to the advantages 
derived from friendly, informal exchange 
of information “which has made IASA 
so popular.” Vice President William 
Babcock, Jr., Keystone Auto Club Cas- 
ualty Co. of Philadelphia, and Vice Pres- 
ident John D. Hicks, Fidelity Mutual 
Life, who respectively handle IASA 
program and public relations work, have 
worked closely with President Wilcox 
on arrangements. Speakers and_ their 
subjects at the various sessions are high- 
spotted as follows: 


Electronics Sessions 


Keynote Address 
J a ae 
Standards. 


Business” 
Bureau of 


“Electronics in 
Alexander, Nat’onal 

“One Large Company’s Approach to Electronic 
Data Wilfred Kragel, North- 


western 


Processing” by 
Mutual Life. 
*Policywriting, Billing and Rating on Medium 
by William J. Smitt, 
United States Fidelity & Guaranty, as chairman. 

Tuesday, 21—‘‘An Electronic Approach 
” by David Aetna 


Size Electronic Equipment” 


June 
to Group Insurance Erwin, 
Life. 

“Procedures on IBM 650—Described by Logan 
Massachusetts Mutual Life; John Sackett, 
Bankers Life; Karl Eaton B.M.A. and William 
Nicol, Commonwealth Life, all co-chairmen. 

“Preliminary and Feasibility Studies” described 
by Gerald Viste, Employers Mutual and Theodore 
Morrill, Liberty Mutual, both co-chairmen. 


“Procedures on IBM 705, and Data- 


Massee, 


” 


Univac 


tron,” described by W, DeVries, Equitable Life; 
Quentin Lane, Life & Casualty; —— Hatch, 
John Hancock Mutual Life and J. S. Hill, Minn- 


esota Mutual Life, all am eo 
“Fire and Casualty 
the IBM 705” by W. 
A progress report on premium rating, selective 
underwriting and management reporting based 
on the IBM 650 and the Datatron will be given 
by E. H. Shelley, Nationwide; Carl Marquardt, 
State Farm Mutual, and L. L. Van Oosten, the 
Allstate, all co-chairmen, 
Wednesday, June 22— 
650” given by Kermit Lang, Equitable Life; N. 
O’Neil, Aetna Life; Glenden Dunlap, Phoenix 
Mutual Life and J. G. Williams, The Prudential 
of America, all co-chairmen. 
“Premium Collection Procedures in the IBM 
650” by G. Sullivan of Standard Accident. 


Collection on 


Chubb & Son. 


Premium 
Bregartner, 


“Procedures on IBM 


“Span Project Report’ given by R. E. Ander- 
son of the Aetna Group, 
The A. & H. Program 
Monday, June 20—‘‘Application of the Type- 


” 


writer-Card Punch to Insurance Operations” dis- 
cussed by Jack G. Boyd, Guarantee Reserve Life, 
chairman; R. L. Wallace Texas Prudential; H. I 
Kruse, Combined of America, and Norbert 
Solarz, Chicago Blue Cross. 

“Individual A. & H. Claim Statistics” by 
Richard S_ Crampton, and Robert Allard, both 
of Connecticut General Life, co-chairmen. 

“Guaranteed Renewable Reserves,’’ with Walter 
M. Foody, Jr., Continental Casualty, as chair- 
man. 


Tuesday, June 21—‘‘Accounting Panel” with 
George Klein, Woodmen Accident & Life, acting 
as chairman, Panelists are Ray L. Holland, 


Arthur Andersen & Co. (Responsibility Account- 
ing); Robert H. Hughes, Loyal Protective Life 
(General Ledger Accounting) and Thomas Mott, 
Republic National Life (Methods of Separation 


Safety Council Awards 


F 
To Six Insurance Cos. 

Six insurance companies were among 
the recipients of the National Safety 
Council’s 1956 Public Interest Award. The 
advertising campaigns of the six com- 
panies—Hardware Mutuals, Metropolitan 
Life Insurance Co.. MFA Mutual Insur- 
ance Co., Mutual "Service Casualty In- 
surance Co., Nationwide Mutual Insur- 
ance Corp., and Rose & Kiernan, Inc. 
Albany Insurance agency,—were cited by 
the Council for exceptional service to 
safety in 1956. 

The companies contributed radio and 
television time, and newspaper and mag- 
azine space for the promotion of accident 
prevention. 

“A review of these 1956 Public Interest 
Award entries shows beyond question 
the tremendous contribution of mass 
communication media to the safety move- 
ment,” said Ned H. Dearborn, Council 
president. “We are proud to honor the 
outstanding leadership represented by 
these awards.” 





of Accounts by Lines of Business), 
Panel’’—John L. Marakas, 
chairman, Panelists and their subjects 
are, Ralph P. Walker, Wisconsin National Life, 
(Machine Calculation Testing of A. & H. 
Premiums) and Donald Schonberg, Mutual Bene- 
fit  H. & A. Association of Omaha (Statistical 
Procedures-Major Medical Insurance), 

Billing Methods” Gilbert M. 
American Reserve, as chairman. 


“Statistical Reserve 


Life, as 


and 


“Renewal with 


Whitfill, Great 


Fire and Casualty Sessions 
Monday, June 20—‘Multiple Peril Accounting 
& Statistical Problems” wth Chairman R. D. 
Liberty Mutual, and co-chairmen William 
Transportation Ins. Rating Bureau; 
Insurance Co. of North Amer- 
Constitut:on Co., and D, 


Clancy, 
Rodda, 
Edward Johnson, 
Franklin Fort, 
F. Kirsheman, Aetna Group. 

“Cash Disbursement Control 
described by Melvin Hurst, Western Casualty & 
Surety (chairman), and Charles Fiske, Kansas 
City Fire & Marine as co-chairmen. 

“Application for Form IBM 528”—with Philip 
McNeil, Utica Mutual, and W. W. White, Rural 
Ins. Cos., chairman and co-chairman respectively. 

“Annual Statement Instructions” by Bob Espie, 
Aetna Casualty & Surety (as chairman) and 
Arthur Kuenkler, U. S. Fidelity 
co-chairman, 


ica; 


and Auditing” 


& Guaranty, as 


‘“‘Annual Statement Analysis’ described by 
Richard Durham, Iowa National Mutual, as 
chairman with co-chairman Joseph Glennon, 
Peat, Marwick Mitchell & Co. 


“Expense Reporting to Management-Large 
Companies” with Wm. G. Nissen, Jr., and E. 
J. McGrath, both of the Allstate, as 
and co-chairman respectively. 
Reporting to Management-Medium 
and Smaller Companies’ described by C. L. 
Anderson, Southern Farm Bureau Casualty 
(as chairman), Gerald Hale, Iowa Farm Bureau 
of Des Moines, and Ivan Bonta, of the same 
as co-chairmen, 

Tune 21—‘Loss Reserves-Casualty 
Lines—Large described by Harmon 
T. Barber, as chairman, and co-chairman Harold 
W. Jones, both of the Travelers. 

“Loss Reserves-Medium and Smaller Compan- 
ies” with Stewart Whitman, as chairman and 
L. Edwin Goodloe, co-chairman, both of Trinity 
Universal. 

“Correlation 
agement Reports 
Employers Mutual, as chairman 
Emmert, Standard Accident; George R. 
Security-Connecticut and Hugh D._ 
Farmers Mutual, all co-chairmen. 

“IBM Type 101 Statistical Machine” 
by L. F. Kroff, MFA Mutual. 

“Short-Cuts in Preparation of Annual State- 
ments-Large Companies” presented by Frank 
Home Insurance (as chairman) and 
Ehlie, United States Casualty as co- 


chairman 


“Expense 


company 
Tuesday, 
Companies” 


Exhibit-Man- 
Nuernberg, 
John J. 
Ladner, 
Wallace, 


of Budget-Expense 
” 


given by Roy F. 
and 


described 


Signori, 
William 
chairman. 

“Short-cuts in Preparation 
ment-Medium and Smaller Companies 
by William Couch, Iowa Mutual, as chairman. 

“Tabulating Equipment Utilization” (Two 
Sessions) with Vincent Carroll, Michigan Mutual 
Liability (chairman) and L. G. King, National 
Casualty, co-chairman. 

“Univac 60 in Fire and Casualty Operations” 
deserbed by Lloyd G. Wright, Motorists Mutual 
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He won't feel the pinch 


But you will. On your bank account ...if you get caught by 


unexpected trouble——an accident ...a lawsuit... auto crash... an embezzlement. 
There are scores of such traps. And it takes only one. Unless you’re protected 
such a loss could be ruinous. The way to safeguard yourself is to 
consult your local independent agent or broker. He can give you the right kinds 
and right amounts of insurance coverage-—-before you get in a pinch. 


Remember: because your Maryland agent knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the heme. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 
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Choice Not Merely Between 
UJ Fund or Compusory 


“The problem of the uninsured motor- 
ists has been reduced by unfortunate cir- 
cumstances to ‘Do you favor compulsory 
insurance or the unsatisfied judgment 
fund?’ This over-simplification according 
to National Association of Mutual Insur- 
ance Agents, has confused a difficult 
question and in some instances has 
caused agents to support the UJ Fund, 
who would normally have veen aghast 
at putting the state into the insurance 
business. “We prefer an analytical and 
unemotional study of all the factors con- 
cerned, and then arriving at the best 
solution possible for the state involved 
at the time the issue is joined.” 

This was the statement of William A. 
Stringfellow, assistant general manager 
of the National Association of Mutual 
Insurance Agents, in speaking recently 
before the annual convention of the Ohio 
Association of Mutual Insurance Agent 
in Columbus. Mr. Stringfellow said that 
the independent mutual agent now has 
the opportunity to demonstrate the in- 
herent worth of mutual insurance and 
the value of the professional agent, “be- 
cause when all is said and done the 
direct writer, specialty companies deal- 
ing in automobile insurance are still sell- 
ing primarily low-cost protection.” 

Speaking as a representative of the 
Mutuals’ National Association, Mr 
Stringfellow also told of legislative de- 
velopments in Washington. He empha 
sized that the corporation merger Dill 
now in the House could well prove an 
obstacle in the way of constructive mer- 
gers in the mutual insurance company 
field, particularly where those mergers 
were desirable to best meet the demands 
of multiple line underwriting. 


BOSTON COMPANY’S REPORT 
American Mutual Liability Scored All- 
time Highs in Assets and Policyhold- 
ers’ Surplus, Hodges Announces 

\ll-time highs in assets and _ policy- 
holders’ surplus were recorded by the 
American Mutual Liability of Boston in 
1956. 

At the company’s 70th annual meeting 
recently, Charles E. Hodges, president, 
reported that the company’s net pre- 
miums had increased by 5.1% over 1955 
to reach a total of $70,543,000; that total 
assets were in excess of $154,000,000, an 
increase of 5.1% over 1955 and that the 
surplus at the year-end totaled over $30,- 
000,000, equal of 48% of earned pre- 
mium. 

It was pointed out that the important 
legislative development of 1956, was the 
enactment in New York state of a com 
pulsory type automobile financial respon- 
sibility law. “We can probably antici- 
pate,” Mr. Hodges said, “that during 
1957 additional states will enact similar 
legislation. At the present time Mary- 
land, New Hampshire and Pennsylvania 
are most actively interested in compul- 
sory type bills, while 14 other states 
currently have such bills under consider- 
ation.” 

Looking ahead, Mr. Hodges antici 
pated further deceleration of the eco- 
nomic boom which had begun to show 

igns of slowing down in 1956. However, 
he added, the economic factors which 
support business activity are strong 
enough to justify an optimistic forecast. 
For casualty insurance, he cautioned, the 
outlook is less favorable than business 
in general. 





CINCINNATI BRANCH CHANGES 
The following changes have been mad: 
at the Standard Accident and Planet 
Cincinnati office: Cecil H. Elkins suc- 
ceeds as manager, FE. K. Welch who has 
heen granted indefinite leave of absences 
due to illness: Robert J. Holtmann be 
omes manager of the casualty and un 
derwriting departinent 

Mr. Welch, Cincinnati manager since 
1937, will travel south where his doc 
tors are confident he can combat a res 
piratory condition. 


Johnson, McFadden, Elliott 


In Aetna Group Promotions 

William K. Johnson, manager, claim 
department, Aetna Insurance Group’s 
Philadelphia office since 1953, has been 
appointed assistant manager of the home 
office claim department. He _ succeeds 
Frank L. Guertin who has resigned. 
Arthur K. McFadden, claim manager, 
Baltimore, succeeds Mr. Johnson and 
Charles H. Elliott is appointed claim 
manager at Baltimore. 

Mr. Johnson served in the Artillery 
Corps in World War I, and later at- 


tended John Marshall School of Law 
at Ohio Northern University, Cleveland. 
He was admitted to the Ohio Bar. He 
joined the Aetna Group in 1930 and 
shortly thereafter was appointed man- 
ager of the Tulsa, Okla. claim office. 
Mr. Johnson was transferred to the New 
York department in 1932 and served as 
assistant claim manager there for 21 
years. 

Mr. McFadden, graduate of University 
of Baltimore Law School, was admitted 
to the Maryland Bar. He joined the 
Aetna Group in 1933 as an adjuster and 
manager at Baltimore. He became claim 
supervisor and attorney at the home 
office in 1941 and between 1943 and 1945 


KEMPER ENGINEER RETIRES 

R. W. Brown retired recently after 2] 
years as a boiler and machinery engineer 
with Kemper Insurance Cos. He will 
continue with the Group as consulting 
engineer. Mr. Brown has been located 
at Kemper offices in Atlanta, Chicago 
and Pittsburgh. 





was in Government service, returning 
to Baltimore in 1945. 

Mr. Elliott joined the Group in 1941, 
During World War II he served in ad- 
ministrative work with the General Hos- 
pital Unit in the United States and 
England and then returned to his old 
position in the Baltimore office. 
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Agents Given Reasons Why Contract 
Bond Business Calls For Scrutiny 


In view of the recent difficulties of Mc- 
Donald Bros., the large Los Angeles 
contracting firm, the following observa- 
tions by David A. Lewis, manager, Port- 
land, Ore., branch of the American Sure- 
ty Co. are timely. One of the chief 
points made by Mr. Lewis is that there 
is a great temptation in the present 
highly competitive era in the construc- 
tion field for contractors to bid on jobs 
for which they are not fully qualified. 
He cautions those agents who wish to 
write contract bond business to be aware 
of the contractor’s problems, his capa- 
bilities and his limitations in order to 
competently work with the surety com 
pany in placing the bond. 

Further along in his article, 
originally appeared in the “Northwest 
Insurance News,” Mr. Lewis empha- 
sizes: “If the surety, the producer and 
the client are to work together with 
effectiveness, there must be presented 
complete information concerning the con- 
iractor, his reputation, history, organi- 
zation, project record, financial affairs 
and details concerning the project to be 
bonded. The surety will want to know 
its location, quantities, special hazards, 
what part of the job the contractor will 
do and what others will do, when the 
payments are to be made and whether 
or not in cash and whether or not the 
owner has the money.” 


which 


Over-Extension Chief Cause of Failure 


Mr. Lewis brings out that “probably 
the most common cause of failure in the 
contracting ‘business is over-extension. 
A contractor takes more jobs than he 
can properly supervise or he takes one 
or two jobs too large for his capital and 
organization.” 

Why have so many men succumbed to 
this temptation and why has it so often 
led to disastrous results? Mr. Lewis 
gives some reasons, saying: “Probably 
the tendency to over-extension is most 
prevalent among smaller contractors on 
their way up. Sometimes a young firm 
that has never suffered a loss on an 
individual job feels that it, jhe is somehow 
found the key to success.’ 

“In many types of voce NE Mr. 
Lewis continues, “thousands of new firms 
have sprung up with the result that 
many bidders are competing for the 
work. Recently one small road job in 
Oregon attracted 17 contractors. Often 
a contractor who finds too much com- 
petition for his normal-size job_ is 
tempted to try larger projects whee the 
competition will be less severe and the 
opportunity for profit greater. 
_“Over-extension sometimes results 
trom uncontrollable ambition that does 
not take into account all the factors in- 
volved in the larger scale of operation. 
It may include expanding activities into 
unfamiliar territories with new problems 
expediting materials and labor efficiency 
and cost, particularly if the contractor 
has been using non-union labor and must 
deal with union in the new territory.” 

On the establishment of a joint ven- 
ture to meet the over- extension problem. 
Mr. Lewis pointed out, “It is essential 
that the details of the agreemen‘ be de 
cided beforehand and set down in writ- 
ing. It is especially necessary, he 
stressed, “that there be specific agree- 
ment on which organization is to super- 
vise the work and what financial ar- 
rangements are to be made.” 

Mr. Lewis sees the dangers of the 
contractor indulging in outside specula- 
lion and says: “The business of con- 
lracting is hazardous enough itself with- 
out the additional risk of important 
assets being invested in enterprises of 
Coubttul quality.” 


Inexperience the Greatest Handicap 


Mr. Lewis also pointed to other doubt- 


ful conditions in the contracting business 
and said that inexperience was one of 
the greatest handicaps. He noted that 
increasing number of brokers subcon- 
tract nearly the entire job; architects 
are irritated by people incapable of esti- 
mating, supervising or organizing jcs 
and “though many of our finest contrac- 





U.S.F.&8G. AGENTS 
This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK ... designed to increase your 
prestige with the insuring public. 











tors are former superintendents .. . it 
must be recognized that technical quali- 
fications alone do not make a good con- 
tractor.” 

“Each contract should be read and 
understood thoroughly before the bid 
A good businessman will have arranged 
for proper bookkeeping and accounting 
controls. It is not sufficient te rely on 
the ‘feel’ of the job and the cash balance 
to determine whether or not the job 
progress is satisfactory and profitable. 
Tax reserve should not be overlooked 
and even though the financial statement 
must be prepared on a cash basis for tax 
purposes, it is very helpful to also pro- 
vide it on an accrual basis.” 





In summing up Mr. Lewis said: “The 
producer must be prepared to exercise 
his judgment in making preliminary de 
cision on tie risk’s acceptability to his 
surety. As the producer gains a reputa 
tion for responsible selection with his 
surety, he will find the surety making 
every effort to accept the business he 
submits.” 

“The contract bond business 
profitable and immensely interesting. It 
never pays to overlook the facts oe a 
situation, but positive thinking and « 
ative underwriting on the part of the 
surety and the agent can be very help- 
ful to the contractor and result in 
partnership of enduring value.” 
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Parisi Reports Lowest Industrial 


Accident Rate in N. Y. Since 1946 


A ten year record low in industrial 
accidents in New York State last 
was reported to the New York Work- 
men’s Compensation Board by Angela R. 


year 


Parisi, chairman. 

Miss Parisi said that the 748,860 acci- 
dents reported during 1956 represented 
the 774,237 
constituted the 
year 


a decrease of 25,377 from 


reported in 1955 and 
fewest accidents reported in 
since 1946. 

In the released in 
1957, Miss 182,662 


cases were indexed in 1956 because claims 


any 
first compilation 
Parisi also noted that 


sufficient 
That 
indexed 


filed involved injuries of con- 


sequence to require hearings. fig- 
ure compares with 179,974 cases 
in 1955. 

Last year the board held 372,484 referee 
workmen’s 
a decline of 2.7% 
882 hearings held in 1955. 


hearings in compensation 


claims, from the 382,- 


Disability Coverage Up 4% 


At the same time Miss Parisi released 
figures showing the number of employes 
covered for disability benefits in the 
second quarter of 1956, the last period 
for which those figures are available. 

There was a total of 4,079,115 workers 
so protected in the state, an increase of 
4% over the same period of 1955. Of 
these 45.7% received statutory coverage 


Haugh On Atomic Ins. 


(Continued from Page 34) 


be tremendous, primarily from radio- 
active contamination of property, which 
could render the property useless until 
decontaminated—a process which could 
be long drawn out, expensive, and, under 
some conditions, prohibitive. It could 
well be, that if this improbable event 


should occur, the injury to persons might 


be relatively small as persons could be 


removed from the area before being 
severely exposed. 

“That is the gloomy side of the pic- 
ture. I mention it primarily because it 


has a bearing on the contemplated action 
from the 


losses 


to exclude basic property 


from 


COoV- 


erages resulting radioactive 


contamination. Failure to do so could 
result in losses of astronomical propor- 
tions and quite beyond the capacity of 
insurance to bear them.” 
$60,000,000 Liability Capacity 
for Each Reactor 


Those concerned primarily with their 


liability insurance are the owners and 
operators of reactors and those who de- 
sign, construct, supply or install equ'p 


— or material in reactors. Mr. Haugh 
told of arrangements made by the indus- 
try to meet this problem. Joint under- 
writing syndicates have been created, 
one by stock companies and the other 
»y the mutuals. 

“The stock company organization— 
Nuclear Energy Liability Insurance As- 
sociation—will have a liability insurance 
capacity of $50 million. The mutual com 
pany organization—Mutual Atomic Ener 
gy Liability Underwriters—will have a 
liability insurance capacity of $10 mil 
lion. These two organizations together, 
then, will make available a total dis- 
ability insurance capacity on any one 
reactor location of $60,000,000.” 

To avoid overlapping of liability cov 
erages, Mr. Haugh explained, coverage 
for nuclear energy liability hazard will 
be excluded from other liability policies 
A separate nuclear energy liability policy 
will cover, not only the reactor operator 
“but to all other persons who may be 


the remaining 54.3% being protected by 
special disability coverage plans. This 
constituted an increase of 63% in the 
number protected by statutory coverage 
and 2.2% in the number in plan coverage 
over comparable figures of the preceding 
year. 

Of all the employes protected for dis- 
ability benefits, 2,940,728 contributed to 
the premium cost of the insurance, an 
increase of 5.6% over the second quarter 
of 1955, and 1,138,387 made no contribu- 
tion to that cost, an increase of 0.2%. 

Additional figures released showed 
that of the 121,111 compensated cases 
closed in 1955, the last complete year 
for that category of statistic, 0.9% of 


the cases involved deaths or permanent 
total disabilities. These more serious 
cases represented 17.7%, an estimated 


present value of $18,701,418, of all com- 
pensation awards made during that year. 
In the previous year the same propor- 
tion of death and permanent total dis- 
abilities were involved in the 128,004 
cases closed, but the awards of $18,304,- 
425 in those cases represented 15.9% of 
the total compensation awards made. 

Of the cases closed in 1954, 122 awards 
averaging $15,355 each were made to 
claimants suffering from silicosis. A 
totai of $1,873,254 was awarded from 
those cases. 

Although silicosis cases represented 
less than one-tenth of 1% of all com- 
pensation cases closed in 1954, they ac- 
counted for more than 1.5% of the 
indemnity payments awarded. 


liable for a loss caused by the nuclear 
energy hazard, subject, of course, to the 
terms and conditions set forth in the 
policy. The policy forms and premium 
charges will be the same for both the 
stock and mutual organizations. Under 
the provisions of the contract, losses are 
defined so as to include all loss expense. 
The amount of insurance specified in the 
policy is an aggregate amount, which is 
reduced automatically as losses arise.” 





Allowing the unprecedented capacity 
of this coverage Mr. Haugh further 
pointed to pending legislation in Con- 
gress which would require licensees of 
the Atomic Energy Commission to fur- 
nish financial responsibility in amounts 
determined by AEC but not in excess 
of the amount of available liability in- 
surance. 

“This legislation would further provide 
that the Commission agree to indemnify 
and hold harmless the licensee and 
others, as their interest may appear, 
from public liability arising from nuclear 
incidents, which is in excess of the re- 
quired amount of financial responsibility 
up to an aggregate amount of $500,000,- 
000 for all persons indemnified in con- 
nection with a nuclear incident. It fur- 
ther provides for limiting to this amount 
the aggregate liability arising from a 
single nuclear incident. The legislation 
has been introduced in the Senate as 
5. 715 and the House as H.R. 1981.” 

$65 Million Capacity for Property 

amage 

In addition to the liability insurance 
setup the insurance industry has created 
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additional facilities to afford property proper steps be taken to avoid the ac- 
insurance on nuclear energy installa- cumulation of limits arising from a 
tions, The capital stock companies have multiplicity of individual policies, all of 


organized the Nuclear Energy Property 
Insurance Association (NEPIA), which 
will have a capacity of approximately 
$60 million, and the Mutual Atomic 
Energy Liability Underwriters (MAELU) 
which has an additional capacity of $5 
million. The combined capacity of these 
two organizations is adequate to: equal 
the costs of these reactors which have 
been projected up to the present time, 
Mr. Haugh maintained. 

The problems encountered in afford ne 
property insurance on nuclear reactor 
installations are markedly different from 


those which arise in connection with 
liability insurance, the speaker brought 
out. “The property insurance facilities 


are not limited to the hazard peculiar to 
atomic energy, but, instead, will combine 
into one contract the several forms of 
property insurance coverage applicab’e 
to such an installation. The policy, in 
effect, is the equivalent of an all- risk 
contract subject to specific exclusions, 
which combines, among other things, 
fire, extended coverage, boiler and ma- 
chinery, and radioactive decontamination 
coverages. 

“As in the case of the liability cover- 
ages, the policy forms and rates for 
this property coverage will be the same 
for both the stock and mutual organi- 
zations ” 

Effect on Other Lines of Insurance 


The speaker then outlined the position 
as it effects ordinary insurance polici 
of various kinds. 

Workmen’s Compensation—‘“In — the 
event of a catastrophe resulting in the 
bursting of the reactor containment 
when atmospheric conditions were ad- 
verse, it is conceivable that employes of 
other employers in the area might be 
exposed. In the remote event this did 
occur resulting in losses under the work- 
men’s compensation policies of those 
employers, one might expect subrogation 
against the reactor operator and that, 
if successful, would come within the 
scope of the liability policy on the 
reactor and the governmental indemni- 
fication contemplated by the Federal 
legislation previously mentioned.” 

Liability—“It is expected that liability 
contracts whether they be general lia- 
bility, products liability, or other forms 
of liability insurance, will exclude the 
nuclear energy liability coverage at least 
to the extent such coverage has been 
secured from the special facilities created 
for this purpose. This is essential since 
the individual companies in creating 
those facilities have already committed 
themselves in most instances to assum- 
ing and ret aining a substantially greater 
net amount of insurance than is ordin- 
arily retained, and it is imperative that 
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which might be found to be applicable 
to a single incident. 

“Reinsurers very generally have ex- 
pressed themselves quite clearly on this 
position seeking to be assured that they 
do not find that they are committed 
from a number of different sources on a 
single nuclear incident. 

“The nuclear energy liability policy, as 
mentioned earlier, affords coverage only 
for that particular hazard. The general 
liability hazards will continue to be af- 
forded on nuclear reactors as on other 
risks in the customary manner. 

Property—"The coverage, with respect 
to reactor installations, has been dis- 
cussed. Mention also has been made cf 
the possibility of radioactive contamina- 
tion of other property in the event of a 
catastrophe. It is contemplated that such 
losses will be excluded under the basic 
policies of property insurance applicable 
to such risks.” 

As to the personal lines 
& H.) Mr. Haugh felt that 


they do not 


(life and 
“at this time 
appear to be subject to 
extraordinary hazard consideration. On 
the other hand, inland marine in the 
case of transporting nuclear fuel and 
waste fission products, falls within the 
scope of nuclear energy liability organi- 
zations. 

“While reactors for ship propulsion up 
to this time have been limited to naval 
vessels, it is evident that their use in 
merchant ships will soon pose additional 
problems,” he said. 


Ex-School Teacher Speaks 
To Aetna Sales Graduates 


\ former school teacher who became 
an insurance agent has described how 
he successfully applied to insurance sell- 
ing the teaching techniques he once 
practiced in the classroom. Louis B. 
Moffett, Jr., of Woodbury, N. J., speak- 
ing to graduates of the 161st session of 
the Aetna Casualty & Surety sales course, 
pointed out that teaching “insurance 
principles” has helped him to develop an 
ever-growing list of permanent policy- 
holders. 

In teaching the “insurance principles” 
of a policy, Mr. Moffett explained that 
he outlines the protection a policy pro- 
vides and also what it does not cover. 
Thus, he said, both he and the policy- 
holder have a mutual understanding of 
the coverage provided. Mr. Moffett, who 
at one time taught at a Philadelphia 
business school, was graduated from the 
Aetna’s sales course 22 years ago. 

The class was led by Bruce G. 
Grand Rapids, Mich., who received a 
blue ribbon. Blue ribbons for high 
scholastic standing went also to Robert 
B. Stitt, Chicago, Ill., and Thomas F. 
Foley, Hartford, Conn. 


Gold ribbons for demonstrating out- 
standing soliciting techniques were 
awarded to Messrs. Boer and Stitt, C. 
Merrill Stone, Guilford, Conn.; Norman 
FE. Ross, Belfast, Me.; George H. Jacobs, 


Boer, 


Hartford, Conn.; Donald FE. Hobbs, Bar 
Harbor, Me. and Kenneth Hazel, 


Youngstown, O. 


COLUMBUS APPOINTMENT 
The Phoenix of Hartford Group has 
appointed C. Lloyd Bowers as associate 
superintendent of the casualty and bond- 

ing division, Columbus district office. 
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Clement On Public Relations 


(Continued from Page 34) 


months ago.” Continuing Mr. Clement 
said 

“It is time we stopped talking to our- 
selves. Insurance as an economic bulwark 
has kept pace with the expansion of the 
American economy, American industry 
and American standards of living. In 
some cases, it has led the way. Capital 
stock insurance companies can stand for- 
ward in the ranks of American business 





W. WINTHROP CLEMENT 


with pride—and they should. They can- 
not, however, afford to stand there in 
dignified silence. For their own good they 
must do more. 

“H. Clay Johnson, United States man- 
ager of the Royal-Globe Insurance 
Group, said recently: ‘Our business must 
get its story across to the public... it 
is not enough for the insurance business 
to train technicians—it also needs states- 
men who are able to cope with modern 
developments and keep our business free, 
strong and independent.’ 

“Tf this sounds idealistic and oratorical 
let us remember another statement made 
at about the same time. Lowell B. Mason, 
until recently a member of the Federal 
Trade Commission, said that, because of 
recent interest of the Commission in ac- 
cident and health insurance, it ‘has de- 
veloped a cadre of competent government 
lawyers in the Trial Division’ which ‘. 
is now in full bloom and ready at the 
first favorable judicial decision to move 
into other fields of insurance. This array 
of legal talent’ Mr. Mason said, ‘is backed 
by investigators, accountants and statis- 
ticians.’ He concludes: ‘With their time 
and patience, they will soon find out 
more about the business than you ever 
knew. It isn’t a very pretty picture is 
it’? the ex-FTC man said.” 

Mr. Clement concurred by saying: 
“This is an alarming picture, because it 


USAIG Improves Service 
Of Its Western Dept. 


_ Changes which were made May 1 
in the western department of United 
States Aviation Underwriters will im- 
prove its service in handling aviation 
risks. Specifically, the Kansas City serv- 
ice office will be merged with the Dallas 
service office, creating the Dalias branch 
of the western department with H. E. 
Somerville as manager. Kansas City 
office will be closed and its personnel 
moved to Dallas. This branch will con- 
trol business in Texas, Louisiana, Arkan- 
sas, Oklahoma and Kansas. 

The Chicago office will continue as 
headquarters of the western department 
under supervision of James R. Graham, 
resident vice president. The Chicago 
branch will be headed by, M. G. Hocker 
as manager. All agents in Iowa, Miss- 
ouri and Nebraska who formerly con- 
tacted Kansas City will now be serviced 
by the Chicago branch. 





gives substance to the obvious thought 
that if either the courts or the Congress 
give permission—and there are influential 
advocates of both courses outside the 
FTC as well as in—the interest of the 
public in our business will once again be 
aroused ‘under unfavorable  circum- 
stances.’ For these are men who waste 
no time talking to themselves. The pub- 
lic regards them as champions, and they 
have the ear which we are not trying 
very hard to reach. 

“Ts it realistic to believe that we are 
secure, simply because today’s challenge 
is only to what the ex post facto Health 
Insurance Association of America calls 
‘fringe elements’ ?” he asked. “When did 


the Fireman’s Fund become a ‘fringe 
element ?’ And how does one stop inves- 
tigation by a Federal agency at a specified 
page in one’s book? Were we to be 
faced today with such a challenge and 
the denouement of the SEUA case, would 
the industry have more public support 
now than it had then?” 

The speaker concluded that “the time 
has come when our own self-interest 
requires us to identify the policies and 
procedures of the insurance industry 
with the public interest in the public 
mind and to execute broad programs 
of action which we can feel certain will 
earn public understanding and accep- 
tance. 


N. J. CPCU Meets May 9 


Candidates Night will be observed by 
the New Jersey Chapter of the Society 
of Chartered Property and Casualty 
Underwriters at the Essex House on 
Thursday, May 9. A visitor from Eng- 
land, Kenneth Monvell, A.i.I., a Lloyd’s 
broker, will be guest speaker. 

_For the benefit of candidates who will 
sit for the CPCU exams in June, there 
will be a period devoted to the “do’s 
and don’ts” of taking the exams, with a 
representative from the national head- 
quarters of the Society on-hand to ex- 


plain the examination procedure. 








Lifesaving course for Larry! 


w Believe it or not, this is a high school classroom. 
The subject—Driver Education. The instructor—an 
English teacher with special driver education training. 

He’s teaching Larry more than the mere mechanics 
of driving. Larry is learning the proper mental at- 
titude necessary for safe driving. When the course is 
completed, Larry’s chances for survival as a driver 
will have actually doubled! 

In an age when one out of every four fatal auto 
accidents involves a youthful driver, you would think 
such a proven, successful program would receive 
wide acclaim. After all, far more of our youngsters 
are crippled and killed by auto accidents than by 
polio, for instance. Yet a majority of communities are 
still without high school Driver Education. 


As an insurance man and civic-minded citizen, you 
can make a real contribution to the youth of our 
country by calling attention to the success of Driver 
Education. Make sure your school board, school 
officials, PTA and local Safety Council get the facts. 
Use your influence with key citizens to bring Driver 
Education to your high school. 

We'll help by sending you the fact-filled folder 
entitled—‘* Teach Them To Drive...and Survive!” 
Write tonight, won’t you? It can be a matter of life 
or death for many youngsters in your community. 


JAALLSTATE 
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Refunding Of Car Premiums 
Directive To Casualty Companies 


Leffert Holz, New York Superintend- 
ent of Insurance, has sent a letter to all 
casualty companies stating the Depart- 
ment’s views on the manner of computing 
refunds on the cancellation of policies 
of liability insurance issued pursuant to 
the motor vehicle financial security act. 
The letter is in response to many in- 
quiries that have come into the New 
York Insurance Department. d 

The letter contains the opinion of 
Raymond Harris, chief counsel to the 
Department, which holds that it is not 
permissible to pay a refund of premium 
for any of the coverages under a policy 
placed pursuant to the motor vehicle 
financial security act, which is calculated 
as of a date prior to the effective date 
of the termination of the policy. Under 
the act, a policy can be terminated only 
if the assured matecinbire his registration 
certificate and license plates, or the com- 
pany cancels by giving the notice re- 
quired by the Act. Consequently, the 
policy is in force until either of these 
events occur and the refund of premium 
must be calculated as of either of said 
dates. 

Opinion of Chief Counsel Harris 

The opinion rendered by Mr. Harris is 
as follows: 

“When a delay occurs in notifying the 
insurer to terminate coverage by reason 
of the sale of the insured vehicle or the 
lay-up of the vehicle and in the surrender 
of registration certificate and plates, the 
calculation of the premium to be _ re- 
funded involves not only the premium 
for the minimum automobile liability 
coverage prescribed by the motor vehicle 
financial security act, but also the prem- 
iums for coverage written in excess of 
the minimum physical damage coverage, 
collision coverage and medical payments, 
which may have been included in the 
owner’s policy of liability insurance 
which is being terminated. 


Travelers ieee Branch 

The Travelers Insurance Companies 
have opened a remodeled branch office 
in Quebec. In making the announcement 
Vice President M. T. Wilson said that 
as a result of the ad growth of busi- 
ness in the Quebec area, this office has 
been enlarged and modernized. 

Members of the executive staff are 
Malcolm C. Holliday, manager, life, acci- 
dent and health lines; Roger A. Roy, 
field supervisor, casualty and fire and 
marine lines; J. Harry Renaud, manager, 
casualty and. fire and marine lines, head- 
quarters, Montreal; Arthur FE. Lapres, 
district supervisor, Group department, 
headquarters, Montreal; Miss Raymonde 
Methot, administrative assistant, branch 
office administration department; - fags BY 
R. MacDonald, office manager, branch 
office administration department, head- 
quarters, Montreal; Rolland Brousseau, 
district adjuster; Oscar H. Gaudet, claim 
manager, headquarters, Montreal, and 
John L. Bajada, supervisor, engineering 
and loss control division, headquarters, 
Montreal. 


Hoffman, Van Cleave, Luthy 
On Kemper Junior Board 


Frank H. Hoffman, Peter Van Cleave 
and Martin P. Luthy, Jr., have been 
elected officers of the Junior Board of 
the Kemper Insurance Group, it was 
announced by Hathaway G. Kemper, 
president. This board, founded in 1946, 
is composed of 11 men under 35 years 
of age. 

Mr. Hoffman, of the underwriting 
executive department, was elected chair- 
man of the board. Mr. Van Cleave, ad- 
ministrative assistant to Chairman James 
S. Kemper, and Mr. Luthy, a member 
of the business extension staff, were 


“Inasmuch as an Owner’s Policy of 
Liability Insurance cannot be terminated 
by the insured except by the surrender 
of his registration certificate and num- 
ber plates, as required by section 93-b 
of the motor vehicle financial security 
act, or by the insurer by giving notice 
in accordance with section 93-c of that 
act, the insurer is obliged to collect a 
premium for the period the insurance 
is in force, as required by section 188 
and other applicable provisions of article 
VIII of the insurance law. Therefore, 
should an insurer grant a refund of 
premium effective prior to the effective 
date of the termination of the insurance 
it would be a discrimination as between 
policyholders and contrary to the last 
provisions of the insurance law. 

“The situation is the same with re- 
spect to a refund of a premium, whether 
the termination is for a policy providing 
minimum coverages prescribed by the 
motor vehicle financial security act only 
or for a_policy providing higher limits 
or benefits covering physical damage 
insurance or medical payment insurance 
benefits. All such benefits continue in 
effect until the policy is terminated and, 
as a consequence, there is an exposure 
as to each of those benefits requiring 
the payment of a premium therefor. 

“It is, therefore, my opinion that it is 
not permissible, under the insurance law 
to pay upon cancellation of an owner’s 
policy of liability insurance a refund of 
premium for any of the coverages in- 
cluded in such policy, calculated as of a 
date prior to the effective date of term- 
ination of the policy, or to terminate 
the minimum prescribed liability insur- 
ance as of one date and pre-date the 
termination of the other coverages for 
the purpose of calculating the refund of 
the premium in the termination of the 
other coverages as of such earlier term- 
ination date.” 


Diek aculeninie to “Analysis 
Of Workmen’s Comp. Laws” 


Increased disability and survivorship 
benefits were outstz inding amendments to 
workmen’ Ss compensation laws enacted 
last year, according to the Chamber of 
Commerce of the United States. The 
data is contained in a new “Supplement 
to Analysis of Workmen’s Compensa- 
tion Laws” covering the calendar year 
1956, and prepared by the Chamber's in- 
surance department. 

The publication shows amendments to 
the Longshoremen’s and Harbor Work- 
ers’ Compensation Act raised the maxi- 
mum to $54 from $35 per week, affecting 
employment in the District of Columbia 
and maritime jurisdictions. Michigan 
raised its disability maxum to $57 from 
$42 and New Jersey from $30 to $40. 

The new supplement is provided pur- 
chasers of the 1956 “Analysis of Work- 
men’s Compensation Laws” without 
charge. The “Analysis” is $1 per copy, 
with reductions for large orders. Orders 
should be placed with the Insurance De- 
partment, Chamber of Commerce og the 
United States, Washington 6, D. 





named secretary and assistant secretary, 
respectively, 

In addition W. A. Huggard and H. F. 
Peterson, ]r., have been elected members 
of the Junior Board. Mr. Huggard 
joined the Group in 1948 as an assistant 
in the personnel department. He is a 
graduate of DePauw University as a 
mathematics major. 

Mr. Peterson was graduated in 1953 
from the Medill School of Journalism 
at Northwestern University. He joined 
the Kemper Group in 1952 as a member 
of the advertising department staff. He 
is presently in charge of the companies’ 
publications. 


Plan Educational Forums 
For Kemper Local Agencies 


A series of 14 regional educational 
forums in May has been planned for 
women employes of agents in the Kemper 
Insurance eastern territory, according to 
W. H. Heineke, vice president, Lumber- 
mens Mutual Casualty and American 
Motorists. The one-day sessions will be 
conducted by H. G. Haviland, eastern 
territory education manager headquar- 
tered at Summit, N. J. 

Mr. Heineke stated that the new con- 
ference series is designed to achieve 
economies for local agents through more 
effective office operations and procedures, 
and to promote improved service to all 
policyholders. 

The agenda includes fire, 
inland marine underwriting, automatic 
data-processing systems, claims handling, 
accounting and collection problems and 


casualty and 


public relations. 

The conference schedule is as follows: 
May 1 Haddonfield, N. J.; May 6 Balti- 
more, Md.; May 7 Philadelphia, Pa.; 
May 8 Harrisburg, Pa.; May 9 Pitts- 
burgh, Pa.; May 13 Raleigh, N. C.3 May 
14 Greensboro, N. C.: M: ay 15 Ch: rlotte, 
N. C.; May 16 Richmond, Va.; May 17 
Roanoke, Va.; May 21 East Orange, 
ba Bet Fee May 23 ‘Garden ity ass dN, 
May "24 Forest Hills, L. ‘* N. -Y¥-3 and 
May 27 Tarrytown, N. Y. 


E. & H. Stock Fund Adds to 


Its Insurance Shares 
Eaton & Howard Stock Fund reports 
that during the first quarter of 1957 addi- 
tions were made to its holdings of Hart- 
ford Fire and Maryland Casualty. As of 
March 31 the insurance holdings of the 
Fund were 4,000 Aetna Life; 20,000 
American; 13,000 Boston; 20,000 Com- 
monwealth Life; 2,500 Connecticut Gen- 
eral; 3,000 Continental Assurance; 10,000 
Continental Casualty; 11,200 Fireman’s 
Fund; 2,800 Hartford Fire; 5,000 North 
America; 1,000 Life Insurance Co. of 
Virginia; 3,500 Maryland Casualty; 5,000 
Southwestern Life; 7,000 Travelers, and 
3,900 United States F. & G. 


Motor Fleet Control Book 
Issued by Assn. C. & S. Cos. 


The key to safer and more profitable 
motor vehicle fleet operations, according 
to a new booklet published by the Asso- 
ciation of Casualty & Surety Companies, 
is a control program administered by 
fleet safety supervisors in which man- 
agement cooperation and the effective 
control of drivers and equipment are the 
three vital elements. 

Thomas N. Boate, manager of the 
Association’s accident prevention depart- 
ment, said that the booklet, entitled “A 
Control Program for Motor Vehicle 
Fleets,” is the first outline prepared tell- 
ing how to inaugurate and administer 
fleet safety control programs. 


Surety on Calif. Contracts 

The following public works construc- 
tion contracts with sureties were an- 
nounced recently. The Travelers Indem- 
nity is primary surety on the U. S. 
Engineers’ $7,821,924 contract for the 
construction of airport facilities at 
Mather Air Force Base, Calif. Gordon H. 
Ball and Gordon H. Ball, Inc., are the 
contractors, 

Continental Casualty is surety for 
Johnson, Drake & Piper, Inc. of Oakland, 
Calif., on the California Department of 
Public Works job for road improvements 
in Alameda County. The work includes 
widening a steel bridge and_ building 
three reinforced concrete bridges and 
the surfacing of one-half mile of road- 


bed. 





America Fore Manager’s 


Talk on Fidelity Losses 


“Fidelity Losses—How to Handle 
Them” was the subject of a recent ad- 
dress by Dan Sheerin, claims manager, 
America Fore Insurance Group in St. 
Louis, at the St. Louis Insured Members’ 
conference of the Associated Industries 
of Missouri. 

Mr. Sheerin discussed such vital mat- 
ters as what the employer should do 
when a fidelity loss occurs; when and 
how it should be reported to the surety 
company, and who should question the 
employe about the loss. He also dwelt 
on the important matter of arresting 
and charging the employe criminally; 
whether the loss must be reported to 
the police; what will the surety company 
require of the employer, and how does 
the employer avoid liability to the em- 
ploye for slander, false arrest and false 
imprisonment ? 

The speaker, an attorney, who has 
had over 10 years’ experience in handling 
surety claims answered questions from 
the floor. 


J. W. Buetenbach Mgr. for 
Gen’! Accident in Louisville 


The General Accident Group has 
opened a branch office in Louisville, Ky., 
under the management of J. W. Bueten- 
bach. The Group recently acquired the 
managing general agency of Bueten- 
bach & Son, and its business has been 
incorporated into the branch operation. 

Mr. Buetenbach began his career in 

the fire underwriting department of the 
General Accident Group Home Office in 
1937. He became partner in the firm of 
Buetenbach & Son, which operated 
throughout the state of Kentucky, in 
1937. 
_ Carl Buetenbach, senior partner of the 
former general agency, although in ex- 
cellent health, has retired from active 
business. 


TASA Annual Conference 


(Continued from Page 36) 


(chairman) and Dick Sellers, of the same com- 
pany as co-chairman. 

“Reinsurance Accounting’’—Described by James 
Maltman, American Mutual Reinsurance (chair- 
man), M. Holbrook Morrison, Jr., Inter-Ocean 
Reinsurance; Walter Schultz, Jr., Mutual Rein- 
surance Bureau and James Inzerillo, Munich 
Management Corp. all co-chairmen. 

“Methods of Reporting Data to Management- 
Medium Companies ($25,000,000 to $100,000,000 
Premium Writings)’’ with Chairman Robert 
Kelliher, Farmers Mutual Auto; Bryson Clarke, 
Kansas City Fire & Marine; Wm. J, Ryan, New 
York Mutual Casualty; Aaron F. Fisher, Penna. 
Thresherman & Farmers Mutual Casualty and 
C. J. Hermanson, Farmers Mutual Auto all 
co-chairmen, 

“IBM 604 in Fire and Casualty Operations” 
with H. Harley Collins, Liberty Mutual, as 
chairman, 

“Gimmicks” with Chairman Joseph S. Young, 
Inter-Insurance Exchange of Southern California, 
is a free participation discussion of accounting 
id statistical “short-cuts,” 

“Record Destruction” with J. <A. Dryer, 
Standard Accident (chairman) and Kellum John- 
son, Gulf Insurance as co-chairman. 

Wednesday, June 22—‘‘Methods of Reporting 
Data to Management-Small Companies’ presented 
with Chairman Lawrence A. Hayner, Zurich 
Insurance; and Co-chairmen Dana F. Chase, 
New Hampshire Fire; F. W. Duboc, Western 
Casualty & Surety and Ralph Peck, Government 
Employees. 

‘Methods of Reporting Data to Management- 
Large Companies (Over $100,000,000 Premium 
Writings)” presented with Chairman E, L. Curry, 
Nationwide Mutual; Frank M. Mittelbusher, 
State Farm Mutual; Louis Lembesis, the All- 
state and Philip Dalton, Lumberman’s Mutual, 
as joint co-chairmen, 

“Branch Office Control” presented by E. L. 
Brandt, and J. M. Kutt, both of Auto-Owners 
Co., as chairman and co-chairman respectively. 

“Off the Record Discussion” presented by A, 
B. Churchin, Lumberman’s Mutual, and A. E. 
Wilson, Fidelity Mutual, as chairman and co- 
chairman respectively is an open discussion. 
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N. Y. State Employes 
Group Health Cover 


COMPANIES SEND IN BIDS 


Benefits are Basic Hospitalization, Basic 
Surgery and Major Medical; 
No Favoritism Pledged 


The New York State Department of 
Civil Service has received from insurance 
companies bids to write a Group Health 
Insurance plan for New York State 
employes. 

The benefits of the proposed hospital 
insurance plan are subdivided into three 
parts: basic hospitalization benefits; 
basic surgical benefits, including anes- 
thesia and radiation therapy and_ in- 
hospital medical benefits; and major 
medical benefits. The specifications for 
this insurance plan sent to the insurance 
companies covers about 200 pages. 


Hospitalization Benefits 


The Hospital Expense Insurance pro- 
vided by Basic Hospitalization Benefits 
pays benefits equal to the actual amount 
charged for room occupancy and board, 
up to the hospital semi-private rate, or 
provides such services in a legally consti- 
tuted hospital for a maximum of 120 
days. An employe or one of his covered 
dependents may occupy a private room, 
03 the benefit for room and board will 
be based on the hospital’s most common 
semi-private room rate. In addition, the 
plan pays or provides benefits equal to 
the actual amount charged by the hos- 
pital for all necessary special hospital 
services during the period for which 
room and board benefits are payable, 
rendered by the hospital staff or em- 
ployes to an in-patient for surgical and/or 
medical diagnosis and/or treatment of 
injury or disease. These special services 
shall include all hospital diagnostic and 
therapeutic services including prescribed 
supplies and equipment. 


Surgical Benefits 


The surgical insurance pays or pro- 
vides benefits equal to the actual amount 
charged for surgery performed in and 
out of the hospital by a licensed physi- 
cian or surgeon, including necessary fees 
for assistant surgeons, or by a licensed 
dental surgeon for dental surgery for 
the correction of damage caused by acci- 
dental injury or disease, exclusive of 
dental caries and associated infections 
on the dental investitures, and also 
exclusive of extraction and correction of 
impactions, up to a maximum amount 
listed for that kind of operation on the 
schedule of surgical operations “shown 
in appendices attached hereto.” 


Major Medical Expense 


Major Medical Expense insurance pays 

benefits for the employe and each of his 
covered dependents for those accumu- 
lated covered medical expense which 
exceed in any calendar year an initial 
amount of $50 for each person so cov- 
ered except that the total amounts will 
not exceed $150 for any family in any 
calendar year. Major Medical Expense 
insurance benefits will be 80% of the 
amount of such excess covered medical 
expenses incurred during that calendar 
year, 
_ For each covered individual, the max- 
imum amounts of benefits payable with 
respect to his covered medical expenses 
combined is $15,000 total, subject to rein- 
statement, with a maximum of $7,500 in 
any one calendar year. 


Promise Fair Deal to Brokers and Agents 


In sending the definitions Alexander 
A. Falk, president of New York State 
(Continued on Page 46) 


New Intermediate 
Division at Kemper Cos. 


MAJOR MEDICAL HIGHLIGHTED 


Policy Provides $5,000 - $7,500 - $10,000 
Benefits With $300-$1,000 Deductible; 
Reduces Agents’ Expense 

Formation of an duitetenedis ate division 
of the companies’ A. & H. department 
has been announced by N. C. Flanagin, 
executive vice president of Lumbermens 
Mutual Casualty and American Motor- 
ists, members of the Kemper Insurance 
Group. 

A new major medical expense policy 
and new, broader hospitalization policies 
are now available through the interme- 
diate division which was organized, ac- 
cording to Mr. Flanagin, “to provide 
broader protection at a reasonable cost 
for today’s A. & H. market.” 

The intermediate division operation 
will make full use of the economies 
offered by machine handling of business. 

To reduce agents’ expenses, this new 
department will prepare policies and 
send them to the agent for delivery. 
Renewal premium notices will be prep- 
ared by the intermediate department in 
Chicago and sent to the policyholder; 
follow-up notices will go to both the 
policyholder and the agent. 

This program, according to Mr. Flan- 
agin, should encourage agents to add 
lucrative A. & H. business to their basic 
production of auto and fire insurance. 

“Highlight of this program for enlarge- 
ment of our accident and health facilities 
for agents is the introduction of major 
medical insurance—the accident and 
health coverage of the future,” he de- 
clares. The Kemper major medical policy 
provides a choice of $5,000, $7,500 or 
$10,000 maximum benefits for catastrophe- 
type protection at the time of serious 
accident or illness, including the long- 
term expenses for treatment of cancer, 
heart disease, tuberculosis or other pro- 
longed illnesses. 

It is written on a deductible basis 
ranging from $300 to $1,000, depending 
on maximum benefits selected by the 
policyholder. A full year is provided 
to satisfy the requirement of incurring 
expenses equaling the deductible. 

When the deductible is met, the policy 
pays 75% of covered charges for a max- 
imum of one year, up to the policy limit. 
Coverage is provided for all types of 
medical expenses including hospital, med- 
icines, doctor, X-ray, surgeon, therapy 
or nurse—with no specific limits per 
type of expense. 

If two or more family members insured 
under one policy incur covered medical 
expenses as a result of the same acci- 
dent, only one deductible amount need 
be fulfilled. The maximum benefit of 
the policy is available for each covered 
illness or injury. 

Costs up to 100% of the selected policy 
maximum are payable without the deduc- 
tible for expenses of treatment for polio 
and 11 specified diseases. 

Major medical protection may be writ- 
ten either for individuals or families, 
Mr. Flanagin advises. Premiums may 
be paid quarterly, semi-annually or an- 
nually subject to a minimum term prem- 
ium of $10. 





NAIC MEET TO DEFINE NON-CAN 

Thomas R. Pansing, Director of In- 
surance for Nebraska, has called a public 
meeting of the INAIC sub-committee on 
definition of non-cancellable and guaran- 
teed renew: uble A. & S. insurance for 
May 8 at 2:30 p.m. in the New York 
Insurance Department offices, New York 
City. 


Herndon Sees FTC Jurisdiction 
Headed For Supreme Court Showdown 


Reports from Washington, D. C., indi- 
cated that the subject of Federal Trade 
Commission jurisdiction under the Mc- 
Carran act is apparently headed for a 
final showdown in the United States 
Supreme Court. As a result of the re- 
cent 3—0 decision in the Fifth Circuit 
Court of Appeals at New Orleans in the 
American Hospital & Life case, holding 
that FTC has no jurisdiction over ad- 
vertising practices of that company, the 
Commission is taking the matter to the 
nation’s highest court. 

Discussing this situation before NAIA’s 
state national directors in Denver this 
week Maurice G. Herndon, Washington 
representative of the National Associa- 
tion of Insurance Agents, said that the 
American Hospital & Life case could be 
the “spark” which will touch off intro- 
duction of legislation to clarify FTC 
jurisdiction. “If this happens,” he re- 
marked, “there are some observers in 
Washington who feel that the whole 
subject of state regulation could be 
opened up for examination and discus- 
sion. 

“The two members of Congress most 
interested in ‘clarifying’ legislation are 
Representative O’Hara (R., poe ), and 
Representative Wolverton (R., Nae 


Probe of Federal Regulatory a ae 


Mr. Herndon further reported: “The 
TC has other problems also in that 
the House Interstate Commerce Com- 
mittee has decided to conduct an all- 
inclusive probe this year of Federal reg- 
ulatory agencies. U ndoubtedly, the F TC 
will become involved when this commit- 
tee attempts to find out whether the 
laws under which the regulatory bodies 
operate are being ‘faithfully executed by 
the agencies in the public’s interest’ 
and ‘whether the law or the statutory 
standards have been interpreted by the 
rules or internal procedures to enlarge 
the area of regulations beyond that in- 
tended by Congress.’ 

“The committee also wants to find out 
whether the regulatory agencies are, in 
fact, guided by internal interpretations 
or rules which are never formally pub- 
lished, whether the rules have been ap- 
plied without favoritism and whether 
‘the regulators’ have been ‘identified 
with the regulated.’ Further, this com- 
mittee will check to see whether the 
regulatory agencies, including the FTC, 
have been bi-partisan politically, the ex- 
tent to which their decisions have been 
upheld by the courts when they re- 
ported an enlargement of the original 
area of regulation, and whether their 
personnel has adequate background and 
experience. 

“As to this latter, it will be recalled 
that the experience ‘of the FTC official 
who originally initiated the investigation 
in the accident and health insurance field 
was that of an assistant trial examiner 
with little or no experience in the field 
of insurance. He has now been trans- 
ferred. It is also significant that several 
of the FTC attorneys who have been 
handling these FTC insurance cases have 
recently resigned from the agency. 


Claims and Cancellation Practices 
Attacked 


Mr. Herndon then pointed to the sharp 
attack by Representative Rhodes (D., 
Pa.) on the claims and cancellation prac- 
tices of A. & H. writers, with emphasis 
on the direct mail insurers. He has 
complained that many companies have 
not only cancelled policies “but very 
often do not pay benefits to which the 
policyholder is entitled on his first 
claim.” Mr. Rhodes has joined with 
Representative Christopher (D., Mo.), in 
introducing a bill, H.R. 116, to prohibit 
cancellation of A. & H. policies issued by 
companies in interstate commerce after 
three years in force for any reason ex- 
cept non-payment of premiums. 

“These Congressmen,” said Mr. Hern- 


don, “have termed the practice of can- 
celling a long-standing policy following 
payment of the initial claim as ‘swin- 
dling.” The Department of Commerce 
and the Budget Bureau have advised 
these Congressmen that their bill vio- 
lates Public Law 15, but Messrs. Rhodes 
and Christopher, nevertheless; argue that 
the Congress has ‘a responsibility to 
curb such practices if the states can- 
not do so.” 


Atomic Insurance Bill 


Continuing Mr. Herndon reported: 

“The amended atomic insurance bill 
(S-715 or H.R. 1981) recently reported 
out by the Congressional Joint Commit- 
tee on Atomic Energy, contains a pro- 
vision for the use by the AEC of the 
‘services of private insurance organiza- 
tions,’ which is in line with the NAIA 
representation to the Joint Congres- 
sional Committee that the AEC be given 
authority to use the services and fa- 
cilities of local insurance agents and/or 
their organizations, 

“The issue of Workmen’s Compen- 
sation standards is ‘seething’ under the 
surface in Washington. AFL-CIO is de- 
manding federalization of workmen’s 
compensation standards’ within the 
atomic energy industry. 

“Division by party lines in Congress 
on the subject of ‘modernizing’ work- 
inen’s compensation is apparent. Demo- 
crats generally agree that safety and 
compensation standards are not ade- 
quate. Republicans forecast strong op- 
position to any move toward federali- 
zation. Apparently, however, no imme- 
diate Congressional consideration of 
workmen's compensation legislation is 
imminent.’ 


Federal Employe Group Insurance 


Attention was called to considerable 
activity beneath the surface in Wash- 
ington on the subject of Federal employe 
Group insurance, both along the lines of 
“standardizing” and Group life insur- 
ance plan and activating a Group health 
insurance program. “With at least five 
different major proposals on this subject 
in the Congress, both the Senate and the 
House appear reluctant to take any 
action at this time,” Mr. Herndon said. 

He then remarked that “the Federal 
Flood Indemnity program appears to be 
in ‘serious difficulty’ in this economy- 
minded Congress. At this time, there 
appears “considerable lack of interest, if 
not direct opposition to appropriating 
any part of the $50 million requested to 
activate this program.” 

Finally, various self-insurance pro- 
posals are developing in the Department 
of Defense, “apparently, as an outgrowth 
of the ‘fringe benefit’ program for mili- 
tary personnel and so-called economy. 
The NAIA has been quietly accumulat- 
ing information ‘in preparation for a 
major effort to put a stop to this self- 
insurance expansion, particularly since 
it is understood that present insurance 
programs, through private companies 
and agents, have proven ‘satisfactory’ 
over the years.” 


United Life & Accident 
Has Record First Quarter 


United Life & Accident of Concord, 
N. H., increased insurance in force by 
$8,000,000 in the first quarter of 1957, 
according to an announcement by 
Douglas B. Whiting, president. 

Total insurance in force was $234,419,- 
436 with new business paid 59% above 
the first three months of 1956. Direct 
Ordinary production in this period was 

% ahead of 1956 which, in turn, had 
increased 85% from 1955. 

During the first quarter of 1956 assets 
increased by $420,000 to a total of 
$36,784,279 while the company’s surplus 
reached $2,305,246. Total capital funds 
were $3,240,000. 
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Nationwide’s New A. & H. Program 
: For Physically Impaired Risks 


Nationwide Insurance of Columbus has 
announced a “new horizon for the phys- 
ically impaired” by providing special class 
physical ratings for risks previously un- 
& H. coverage—in- 
cluding policies for accident and sickness 


acceptable for A. 


monthly indemnity, principal sum and 
accident medical expense. 

Earle B. Tilton, Nationwide’s director 
of underwriting — personal 
plains that since 1942 the company has 
coverages 


lines — ex- 
provided monthly indemnity 
a standard premium basis with no 

When the physical 


substandard ratings. 
history or condition required a restric- 
tion on the benefits, a waiver was at- 
tached to the policy and no coverage 
was provided if the particular condition 
named caused disability. 

Now under new provisions recently 
put into effect, Nationwide offers special 
class premiums on its Invincible policy 
which will give protection for monthly 
indemnity (total or partial) resulting 
from accidents; total disability as a re- 
sult of sickness; accidental loss of life, 
and accident medical expense. 

These special rates, Mr. Tilton advises, 
depend on the severity of the individual's 
impairment and in the most severe cases 
could raise the rate to four or five times 
the standard cost. Special conditions 
may be added—an extended waiting pe- 
riod, shorter period of payments, etc. 

Among the impairments which can be 
covered under the liberalized policy are 
arthritis, blindness, deafness, diabetes, 
heart disease, paralysis, tuberculosis, 

incer (with operations), etc. Not insur- 
Abe are such things as leukemia, 
malignant growths without operation and 
pernicious anemia. 


Method to Be Used in Presenting Case 


In a brochure outlining its substand- 
ard program Mr. Tilton points out that 
the agent can use one of two methods in 
presenting the case for an applicant who 


has any one of the above mentioned 
impairments. These methods are as 
follows: 


1. If the agent desires a premium quo- 
tation first, he may use the inquiry 
form 

2. When the agent encounters a phy 
sically impaired risk while completing 
an applic ation, he may submit the ap- 
plication on a C.O.D. basis and leave 
it up to underwriting to work out the 
eligibility and the premium. 


Hearing, Deformities, 
Amputations 


Vision, 


The following rules govern acceptance 
of other impaired risks: 

“Slight Vision Impairment — Persons 
who have only slight impairment of 
vision which is fully corrected by ordi- 
nary lens are generally accepted on a 
standard basis without modification, The 
application should state the facts, such 
as: ‘Slight impairment of vision cor- 
rected by ordinary lens.’ 

_ “Me irked Vision Impairment—If there 
is a marked impairment of vision and 
if heavy or special lens are necessary, 
it is doubtful whether insurance can be 
issued without rating, or use of a waiver. 
The application of such person should 
be submitted with full particulars show- 
ing which eye is impaired (left, right, 
or both), the caus e, the extent or degree 
of vision loss, whether progressive, and 
how long impaired. An oculist’s state- 


ment is helpful, setting out the degree of 


vision corrected and ‘uncorrected. 
“Impairment or loss of vision in one 
eye, caused by disease, requires a rat- 
ing, or use of a waiver. Ful] details 
should be given in an inquiry form. 
“Blindness in One Eye—Blindness in 
one eye as the result of injury will 


be considered six months after loss of 
sight. If issued, the policy will be rated 
or may include an eye waiver. If there 
is impaired vision in the remaining eye, 
submit an inquiry form. 
“Total & lindness — Considered two 
years after onset on a special class basis. 
“Impaired Hearing—The underwriting 
factors involved are: the degree of deaf- 
ness, that is, whether slight, marked or 
total; whether one or _ both ears; 
whether caused by accident or disease; 
whether a_ progressive condition exists; 
whether there is ear discharge; and 
whether ordinary conversation and street 
noises can be heard (with or without 
a hearing aid). Mutism is not insurable. 
“Applications may be submitted with 
full details in the better cases; an In- 
quiry Form is to be used in doubtful 
cases. A rating, or use of a waiver may 
be necessary; in serious cases the im- 
pairment may be uninsurable. : 
“Deformities—When disease or acci- 
dent is the cause of deformities, im- 
pairments, joint disorders or shortened 
arm or leg, full details are to be sup- 
plied as to date of onset and cause, 
whether braces, special shoes or other 
aids are used, and the degree of impair- 
ment. Policies issued may require a 
rating, or use of a waiver. Marked im- 
pairments and use of one or more aids 
such as crutch, brace or cane may make 
the risk uninsurable. 
“Amputation—Loss of arm, leg, hand 
or foot will require a rating, or use of 
a waiver, depending upon the facts. 
Full information similar to that required 
for ‘Deformities’ must be furnished in 
the application.” 


Processing the Application 


Nationwide advises that in under- 
writing new business, if the applicant 
does not qualify for an unrestricted 
policy because of a physical history or 
impairment, “our practice will be to 
issue the policy with a waiver as we 
do now, but upon request of the ap- 
plicant or agent a quotation will be made 
on a rated basis so that the agent may 
offer the applicant more complete cov- 
erage. 

“If an impairment is such that under 
the old practice the coverage could not 
be issued at all, but coverage can be 
granted under the special class program, 
then the only offer will be on a special 


class basis. 


Medical Expense Indemnity 
Amended in New York Law 


Governor Averell Harriman of New 
York has approved the bill amending the 
insurance law in relation to providing 
medical expense indemnity for podia- 
trical care. His statment follows: 

“In 1954, the insurance law was 
amended to permit non-profit medical 
expense indemnity corporations to make 
reimbursement ‘for podiatrical care pro- 
vided through duly licensed podiatrists.’ 

“This bill does not attempt to compel 
‘Blue Shield’ companies to enlarge their 
coverage nor to require that foot ail- 
ments be treated exclusively by podia- 
trists nor do the podiatrists claim that 
it does. Rather the podiatrists state that 
the medical expense indemnity corpora- 
tions have failed or refused to reimburse 
persons covered by their contracts for 
treatment rendered by podiatrists. 

“Physicians who render podiatrical care 
would, in no way, be adversely affected 
by this measure. On the other hand, 
podiatrists, who are duly licensed after 
a long course of study and training lead- 
ing to a doctorate degree, would be 
enabled to be compensated for the treat- 
ment which they are now authorized by 
law to give. 

“The bill has the support of the In- 
surance Department and various organ- 
izations and interested officials.” 


HII Has New Filmstrip on 
“People Are Our Business” 


The Health Insurance Institute, New 
York, was host to the insurance press at 
a luncheon April 26 at which the HII 
new filmstrip on public relations, “People 
Are Our Business,” was given a preview. 
James R. W illiams, vice president of the 
Institute, introduced the film and said 
that it will also be shown at the annual 
meeting next week of the Health Insur- 
ance Association of America during the 
public relations forum, and in mid-June 
at the annual convention of International 
A. & H. Association in St. Paul. 

Mr. Williams also advised that the 
new filmstrip is now available for distri- 
bution to insurance companies. “It was 
produced for a dual purpose,” he said. 
First, we hope to demonstrate that all 
who work in the aoe insurance field 
represent the business in the eyes of 
the public, and that the public attitude 
toward the insurance business is, deter- 
mined by how all of us perform our 
service to the public on their behalf. 
Public support for our efforts comes 
everyone engaged in serving the people 
of the community through health insur- 
ance is important in helping to further 
this understanding. 

“Our second reason is to suggest that 
public relations—a continued and long- 
range program—is the responsibility of 
top management of each individual com- 
pany working in the field of health 


insurance. 

“We hope,” added Mr. Williams, “that 
‘People Are Our Business’ will be used 
by the companies to suggest ways in 
which our relations with the people we 
serve can be maintained and improved. 
In fulfilling this purpose we are fulfilling 
one of the purposes for which HII was 
formed—to help provide the business 
with those means by which greater pub- 
lic understanding and recognition of the 
companies offering health cost protec- 
tion can be achieved.” 

Through the individual experiences of 
four different persons, the filmstrip ex- 
amines the attitudes these “publics” have 
toward health insurance. Because of the 
service, information, and mis- -information 
each has received, their opinions are 
mixed, varying from favorable to unde- 
cided and irritated. When good service 
and correct information reaches them, 
however, their attitudes toward health 
insurance and insurance companies, 
which in their eyes are the same, under- 
go a change, and a favorable climate of 
opinion is established. 

The 86-frame filmstrip, produced for 
the Institute by Henry Strauss, Inc., 
New York, runs for 914 minutes, and 
comes with a 16-inch record. discus- 
sion guide is provided for the person 
handling each showing of “People Are 
Our Business,” and leaflets for each 
audience member can be had upon re- 
quest. Information on scheduling can be 
obtained from the Institute, 488 Madison 
Avenue, New York 22, N. Y. 





Keane and Warner Win Plaque as 
American Casualty TOP Producers 





Left to right—Harold G. Evans, president, American Casualty; Reuben Warner 
and Robert J. Keane, both of Keane & Warner, Inc., New York. 


Harold G. Evans, president of Ameri- 
can Casualty of Reading, Pa. took con- 
siderable satisfaction last week in pre- 
senting a plaque to Robert J. Keane and 
Reuben Warner of New York City in 
recognition of their 1956 record as TOP 
producers for A. & H. of his company. 
This presentation was made by Mr. 


Evans at a luncheon in the Wyomissing 
Club, Reading, which was attended by 
officers and A. & H. department heads 
of American Casualty. 

Keane & Warner, Inc., which thas been 
one of New York’s leading A. & H. 
agencies for the past decade, sold a total 
of $41,500,000 in principal sum for TOP 
indemnity policy issued by the American. 





Lebby Recalls Old Days of 
A. & H. at Los Angeles 


A veteran who had much to do with 
the club’s success, William E. Lebby, 
Massachusetts Indemnity & Life ad- 
dressed the Los Angeles A. & H. Man- 
agers Club recently. Mr. Lebby remin- 
isced of early days of the club, showing 
old photographs and literature. He 
stressed the importance of an A. & H. 
salesman being educated in his business, 
and said, that thus equipped, and with 
determination to succeed, the salesman 
can earn “five figures” annually. 

Mr. Lebby urged members to pattern 
after life general agents and have their 


entire sales force become members of 
the A. & H. association. E. R. Hansen 
also spoke on the advances in the A. & H. 
business through the years. 

The annual golf tournament of the 
club was set for June 7 at the Riveria 
Country Club. 


A CORRECTION 

In announcing the appointment of 
Edward S. Grandin, III, by Bankers 
Security Life Insurance Society of New 
York in our issue last week, it was 
inadvertently stated that the company’s 
home city is Norfolk. This typographical 
error is regretted. 
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FTC Orders American L. & A. To 
Stop Misrepresenting A. & H. Benefits 


The Federal Trade Commission has 
ordered American Life & Accident of 
St. Louis to stop oR ogg the 
benefits of its A. & H. policies. 

The Commission, in an opinion by 
Commissioner Robert T. Secrest, modi- 
fied a hearing examiner’s earlier decision 
that, while the company has misrepre- 
sented its coverage in advertising, these 
practices have been abandoned in good 
faith and the complaint should be dis- 
missed. 

Commissioner Secrest said that, al- 
though objectionable radio advertising 
and brochures were discontinued in 1954, 
the company continues to solicit new 
business through the mails with a series 
of ten letters. 

Accordingly, the FTC ordered the 
company to stop misrepresenting (1) 
duration of coverage, (2) amounts pay- 
able for medical, surgical and hospital 
services, (3) death benefits, and (4) the 
extent of coverage in case of accidents 
and sickness. 

In modifying the examiner’s decision, 
Commissioner Secrest noted that the 


company’s cooperation with the Commis- 
sion in the establishment of trade prac- 
tice rules for the industry might have 
some bearing on its good faith. However, 
he said, “the record as a whole does not 
support the contention that the respond- 
ent has in fact discontinued use of the 
practices alleged to be unlawful.” 

By use of the ten form letters, he said, 
the company continues ‘most, if not all, 
of the deceptive representations” con- 
tained in the radio scripts and brochures. 

Typical of such claims is this state- 
ment: “The policy will not be canceled, 
ever, because of age.” Such statements 
as this, the Commissioner said, give the 
impression the company’s “New Pro- 
vider” policy will continue in effect as 
long as the insured pays his premiums. 
In fact, policies can be terminated by 
the company at any premium date. 

Commissioner Secrest noted that the 
company now includes a sample copy of 
the “New Provider” policy with every 
letter but ruled this “does not cure the 
patently deceptive nature of the misrep- 
resentations contained in [the letters].” 





Suburban N. Y. Agents ; 
Elect Magrath President 


The 28th annual meeting of the Subur- 
ban New York Association of Insurance 
Agents was held at the Drug & Chemical 
Club in New York City. R. Warren 
Magrath of Spring Valley was elected 
_ Samuel Meyerson of Staten 
Island vice president and, Robert O’Don- 
ohue of Central Islip secretary-treasurer. 

Mr. Magrath is the owner of one of 
Rockland County’s leading agencies. He 
has been an active participant in the 
Rockland County Association. 

The report of the retiring president, 
George Kramer, Jr., indicated much work 
had been accomplished during the past 
year. The six local associations compris- 
ing Suburban Association, namely Nas- 
sau, Queens, Rockland, Richmond, Suf- 
folk and Westchester counties, all report 
memberships at their peak. 


Accident Covered by Policy 
Written One Hour After 


The Washington State Supreme Court 
has ruled that an accident which occurred 
an hour before insurance was taken out 
was covered because the underwriter put 
an earlier date on the policy. 

The date and time listed on the policy 
is what counted, the court said in an 
unanimous five-judge opinion, even 
though the parties agreed to a different 
time by a telephone conversation that 
was confirmed by letter. 

The opinion written by Judge E. W. 
Schwellenbach reversed a decision by 
Judge Frank D. James of the Kings 
County Superior Court that the policy 
did not cover the accident. 


Vance, AEC, to Speak at 


National Board Dinner 

Harold S. Vance, member of the 
United States Atomic Energy Commis- 
sion, will be the speaker at the banquet 
Thursday evening, May 23, in the grand 
ballroom of the Hotel Commodore in 
New York City which follows the 91st 
annual meeting of the National Board 
of Fire Underwriters. 

ATTEND HARTFORD ’S SCHOOL 

Fourteen representatives of Hartford 
Accident & Indemnity Company agencies 
in 12 states received instruction at the 
latest session, completed April 16, of the 
company’s Training Center at Hartford, 
Connecticut. The course included study 
of automobile, general liability, work- 
men’s compensation, burglary, plate glass 
and A. & S. and various forms of surety 
and fidelity bonds. 


HEADS MICH. APPEAL BOARD 

James H. McLaughlin, Grand Rapids 
attorney, has been named chairman of 
the Michigan workmen’s compensation 
appeal board, replacing Theodore H. 
Ryan, Lansing, who was appointed to 
the Ingham county circuit bench. Mr. 
McLaughlin has been a member of the 
board since May, 1955. His new term 
runs to 1963, providing the appoint- 
ment gains senate confirmation. 


Capsule to Preserve History 
In New Allstate Building 


A time capsule to be placed in the 
lobby wall of Allstate’s regional office 
building now under construction in In- 
dianapolis was dedicated recently in a 
ceremony at the site. 

The copper capsule will preserve copies 
of Indianapolis newspapers, the Insur- 
ance Code of Indiana, specimen Allstate 
policies and a history of the company. 

Taking part in the dedication cere- 
monies were Indiana Insurance Commis- 
sioner Alden C. Palmer, Joseph E. Henry, 
midwest zone vice president of the All- 
state, and Robert V. Calhoun, regional 
manager. 
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23 PARK now 
Near Ann St., N. 
Phone: WOrth 2- asta 


Elected charter member of Esquire Club; Members of 
Diners Club, Duncan Hines, Executives Diners 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL SvReET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 


Club, Expense Charge. 








A. & H. Evaluated in Detroit 
Talk by Top Life Producer 


The Detroit A. & H. Association meet- 
1 was attended by E. J. 
International 
Herberts, a 
leading Detroit producer, gave a talk 
called “There’s Gold in Them Thar Hills” 
to illustrate the need for A. & H. insur- 
ance. 

The meeting was in conjunction with 
the Past President’s Day and was at- 
tended by leading producers. 

Mr. Herberts started in insurance as 
an underwriter in 1929 and for the past 
15 years averaged well over $500,000 a 
year in life insurance apart from a sub- 
stantial volume of personal A. & H. 
insurance. His talk was based on his 
own experience with the uses for accident 
and sickness insurance when he suffered 
a coronary some years ago. 


ing held May 
Coffey, president of the 
Association. Norman A. 


Continental Casualty’s New 
$500 Student Health Grants 


The American College Health Associa- 
tion at its 35th annual meeting in Balt- 
imore, Maryland, last week presented the 
first in a series of three yearly research 
grants provided by Continental Casualty, 
Chicago. These grants, designed to en- 
courage research which will promote the 
physical and mental health of college 
students and benefit student medical 
practices were inaugurated by Continen- 
tal’s special risks division which writes 
a large volume of student health insur- 
ance. 

This year’s grant recipients were New 
York University whose health service 
director, Dr. Douglas Thompson, pro- 
posed a study on “The Food Attitudes 
and Beliefs of Obese Students Attending 
a Student Health Service Nutrition 
Clinic,” and Drexel Institute of Tech- 
nology whose physician Dr. John Arnett 
proposed a study of the incidence of 
hypertension in college students. 

The recipients selected by the College 
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Chicago A. & H. Folk Wiil 
Enjoy May 16 Get-Together 


Chicago Accident & Health Association 
will hold a good fellowship party on 
May 16 at the Conrad Hilton Hotel, 
Chicago, from 6 p.m. until midnight. A 
welcome guest at the affair will be Joseph 
S. Berber, Illinois Insurance Director. 
However, the chairman of arrange- 
ments, Jack Olson, Combined Insurance 
Co. of America, stresses the informal 
nature of the evening, saying there will 
be no speeches. 

Members, associates and guests will 
gather for a reception at 6 p.m. and 
afterwards a banquet will be held. It 
will be an opportunity to meet the new 
officers of the association who are as 
follows: President Frank O. Watt, 
Washington National; vice presidents, 
Jack Olson, Combined, Richard Weiler, 
Meeker-Magner Co., and Vincent Manno, 
Modern L. & A.; secretary-treasurer, 
Daniel X. Marlowe, Provident Life & 
Accident. 

The banquet will take place in the 
Williford Room and guests will be enter- 
tained by leading TV and radio enter- 
tainers. Dancing until midnight will 
complete what should be a memorable 
evening. 





Health Association’s committee on re- 
search each received $500 for the support 
of the designated studies and will be 
required to submit a progress report at 
the 1958 meeting of the ACHA. 

This is Continental’s second joint ven- 
ture with ACHA, In 1953 the com- 
pany provided a grant for the first 
comprehensive survey of student health 
services in 1,545 colleges and universities 
and for the publication of a report of 
the survey findings. 


Nationalized Hospital 


Insurance Near in Canada 
Canada is expected to pass an Order- 
In-Council shortly to establish a national 
hospital insurance scheme since six pro- 
vincial governments have now indicated 
their acceptance of the program and 
the Canadian Government has indicated 
that when a majority of the ten provin- 
cial governments approve it, the plan 
would be put into operation. 

Only the Governments of Nova Scotia, 
New Brunswick, Quebec and Manitoba 
have not accepted so far but the Can- 
adian Government is hopeful that all ten 
provinces will eventually enter the 
scheme. 

As previously announced John K. Mac- 
donald, president, Confederation Life 
Association of Toronto, will speak on 
“State Hospitalization in Canada” at the 
Health Insurance Association of Amer- 
ica annual meeting May 6-8 in Wash- 
ington, D. C. 


Allstate Appoints Little 
Agency Director at H. O. 


Melvin T. Little, who has been All- 
state’s public relations manager at Chi- 
cago, has been promoted to agency di- 
rector at the home office, succeeding 
Thomas R. Hall who retires after 23 
years with the company. 

A native of Chicago, Mr. Little at- 
tended DePaul University and spent 13 
years with Commonwealth Edison Co. 
before joining the Allstate as an agent 
in 1949. He was made regional office dis- 
trict sales manager at Indianapolis in 
1952 and later served in the same post 
in Cleveland. 
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VETERAN LIFE MAN ON A. & H. 


Los Angeles Life Supervisors Hear H. P. 
Morgan Recall 40 Years of Life- 
A. & H. Selling 

Harold P. Morgan of Los Angeles, 
head of the brokerage agency of Massa- 
chusetts Indemnity & Life, spoke re- 
cently before the Life Agency Super- 
visors Association of Los Angeles, on 
the subject: “A Veteran Life Man Looks 
at Accident and Health.” 

Mr. Morgan held that his transition 
from a life man to the A. & H. field 
was an interesting experience, and an- 
other fascinating avenue to explore. “As 
I look back over my experience, I am 
forced to admit a close proximity be- 
tween life and A. & H.,” he said. “In 
1915 and 1916 my company was ventur- 
ing into the disability field, first with 
waiver of premium only and later with 
a clause providing income in the event 
of total disability. ... From that rather 
humble beginning life companies went 
on, each one trying to outdo the other 
in offering disability riders with life 
policies that were not only ridiculously 
underpriced but ridiculously underwrit- 
ten.” 

He declared that “during the ‘Roaring 
Twenties’ it was a standing joke that we 
were selling disability insurance and 
throwing life insurance in almost for 
free.” Because accident and sickness in- 
surance is so vital and important a 
segment of the overall insurance busi- 
ness, old wounds healed and life com- 
panies began venturing back into the 
disability market with disability riders 
attached to life policies and non-can. 
contracts. Because of restrictions in 
A & S. policies, many insurance men 
have been rather reluctant to include 
this imporiant coverage in a sales pre- 
sentation, . The insurance man who 
fails to progr: am the disability needs may 
one day be obliged to try and justify a 
complete program devoid of disability 
income. 

“In every agency there are salesmen 
whose market is the professional group. 
If in your agency you have such men 
who are not talking disability with the 
progr ammed life presentation, they are 
missing a good bet. A great deal of 
business in my agency comes from life 
men who always give the prospect an 
opportunity to buy both. The im- 
portant thing is to impress your salcs 
torce with the advantages of the inclu- 
sion of A. & S. coverage in an insur- 
ance interview. You will be pleasantly 
surprise with their increased income. 


Kemper Group’s New Aircraft 
Policy in Booklet Form 


An indexed, easy-to-read booklet form 
has »een adopted for the new aircraft 
liability policy of Lumbermens Mutual 
Casualty and American Motorists Co. 

N. C. Flanagan, executive vice presi- 
dent, says the new streamlined policy 
form is designed to make it easier for 
aircraft owners to know exactly what 
coverages the policy provides. 

The Kemper Group introduced the 
booklet form for its auto insurance policy 
two years ago and adopted a similar 
form for its CPL policy last fall. 


The booklet form eliminates compli- 
cated folding and unfolding required 
with the usual bulky policy form. An 


index of provisions enables the policy- 
holder to find coverage information with- 
out reading through the entire policy. 
Special typography also has been used 
to increase readability. 

Many improvements and refinements 
have been made in the policy provisions. 
The defense, settlement and supplement- 
ary payment provision has been broad- 
ened to provide payment up to $100 on 
bail bonds required of the insured be- 
cause of accident or violation of law or 
civil aviation regulation. 

The newly acquired aircraft provision 
has been broadened to give coverage 
without notice to company on replace- 
ment aircraft. Thirty days’ automatic 
coverage on addition: ul aircraft acquired 
is granted if the company insures all 


aircraft owned by the named insured and 
spouse. 


“BLUES” SPONSOR HEALTH PLAN 


Bill in Congress “Weuld Set Up Basic 

Ins. Plus bon on Medical for Federal 

vilian Employes 

A bill to rove basic health insur- 
ance, plus voluntary major medical cov- 
erage, for Federal civilian employes, has 
been introduced in Congress by Rep. 
Chet Holifield (D.). 

Sponsored by Blue Cross, Blue Shield 
and American Hospital Association, the 
measure would set up a contributory sys- 
tem under which the Government would 
pay one-half of the cost, up to $1 per 
bi-weekly pay period for the individual 
employe or $2.50 bi-weekly for family 
coverage 

The employe would pay the rest of the 
premium through a system of payroll 
deductions. The major ‘medical coverage, 
which would be optional, with the cost 
estimated at $0.75 a month for individual 
coverage, and $2 a month for family 
coverage. Total cost to the Government 
is estimated at about $100 million a 
year. 

A similar package-plan bill, including 
both basic and catastrophic coverage, has 
been proposed by the International As- 
sociation of Machinists and has been in- 
troduced by several House members. 
Under this plan, however, the Govern- 
ment would pay one-half the cost of the 
basic plan, and the full cost of major 
medical coverage, up to $1.50 per bi- 
weekly pay period for the individual 
employe and $4 bi-weekly for family cov- 
erage. 

Both proposals call for an extra Gov- 
ernment contribution for retired em- 
ploves, whose premium costs would re- 
main at pre-retirement levels. Both bills 


require that any plans meet certain 
basic standards, such as 120 days of 
hospitalization, medical and surgical 


henefits, and out- patient benefits includ- 
ing diagnostic services and accident in- 
jurv treatment. 

Employes would have a free choice of 
either a service, indemnity, union-spon- 
sored or Group practice pre-payment 
plan, with competition open to all types 
of carriers. 


Star In TV’s “Indemnity” 


Richard Kiley has been signed as star 
of the first television series to be pro- 
duced by Dallas Film Industries, Inc., 
which will be called “Indemnity.” His 
role will be that of a lawyer who investi- 
gates noted cases of insurance fraud. 
On Broadway he starred with Arthur 
Kennedy in the Theatre Guild’s produc- 
tion of “Time Limit.” 


Mutual Auto Rates Revised 

private passenger auto  lia- 
effective May 1, for North 
Dakota and Wyoming 
were announced by the Mutual Insur- 
ance Rating Bureau for members and 
subscribers. The revisions call for a 
reduction of approximately 1% _ for 
Wyoming. Increases in rates in North 
Dakota are 15% and 12% in South Da- 
kota. 


Revised 
bility rates, 
Dakota, South 





N. Y. State Employees 


(Continued from Page 43) 


Department of Civil Service, also sends 
this letter to companies: 
“It has come to my 
that an insurance broker or brokers 
have many representations to one or 
more insurance carriers that such broker 


attention today 


or brokers have certain connections 
which would aid a carrier in obtaining 
preferred consideration in connection 


with the State health insurance contracts. 

“This is to advise you that no person, 
firm or corporation will be given any 
preferential treatment or advantage in 
connection with the State Health Insur- 
ance Plan, and no one can _ truthfully 
or validly represent that he is in any 
position to obtain such advantage or 
preference.” 


Mutual Benefit History 


(Continued from Page 5) 


disability coverage. First, the protection 
was provided in a separate contract, not 
a rider or clause in the policy. It was 
a contract supplementary to a_ policy. 
Second, the Mutual Benefit definition 
of disability was completely new, de- 
pending upon facts of earned income 
before and after the occurrence of dis- 


ability. Third, the concept of prorating 
claims with disability in other com- 
panies was established to guard against 


over-insurance. 

Another contract largely the work of 
Mr. Rhodes was issued in 1933 during 
the depth of the depression. It was 
designed to meet the then current need 
for low cost insurance. It maintained 
the company’s emphasis on cash value 
insurance. The contract was an Ordi- 
nary Life increasing premium policy. 
The eventual level premium when writ- 
ten on American Experience basis of 
mortality was the same as for an Ordi- 
nary life policy written at an age five 
years older. 

John R. Hardin was elected president 


in 1954, succeeding Frederick Freling- 
huysen. A Jersey farm boy he was 
graduated from Princeton and became 


one of Newark’s leading lawyers, also 
serving on Newark Common Council and 
the State Legislature and was on many 
state, county and city boards and com- 
missions. 
W. Paul Stillman 

In January, 1946, the board of Mu- 
tual Benefit Life elected as chairman, 
a newly created position, Paul W. Still- 
man, president of National State Bank 
of Newark and chairman of Newark 
Clearing House Association. John W. 
Thompson was elected president and 
Edward FE. Rhodes honorary chairman. 
Mr. Thompson, one of the nation’s most 
brilliant actuaries, is a native of Canada 
and was graduated from University of 
Toronto as a gold medalist. He long 
was chief actuary of Mutual Benefit 
Life. 

Chairman Stillman 


One of Mr. Stillman’s first moves was 
to strengthen the home office team by 
bringing from the company’s Flint, 
Mich., general agency H. Bruce Palmer, 
its manager and a million dollar writer. 
He was elected executive assistant to 
Mr. Stillman and Mr. Thompson _ in 
May, 1946. Mr. Stillman has proved to 
be an exceptional, able executive in life 
insurance. He strengthened the com- 
pany’s management in home office and 
field especially through younger people 
released from wartime responsibilities. 
A variety of new coverages also were 
issued. Mr. Palmer rose rapidly in the 
organization becoming superintendent of 
agencies and in 1947 was elected vice 
president in charge of agencies and then 
a director. Next, he was designated ad- 
ministrative vice president and in 1951 
executive vice president. When in 1953 
Mr. Thompson retired as president to 
become vice chairman of the board Mr. 

-almer, 44 years old at the time, became 
the youngest president in the company’s 
history. An unusually progressive presi- 
dent he has inaugurated many new ideas 
which have helped the field force. In 
spite of the inflationary spirit of the 
times and a development in the industry 
on size factors and in face of competi- 
tive factors the Mutual Benefit has re- 


affirmed its belief in basic values. 
In 1956 the company announced its 
“True Security” Group sales program. 


It is based on a service to business and 
industry which at the same time intro- 
duces Mutual Benefit Life salesmen per- 
sonally to groups of qualified prospects. 
The program uses moving pictures and 
is a step toward applying automation to 
time-consuming early steps in life insur- 
ance selling. The service offers business 
men and industrialists a complete pro- 
gram for supervisory development to be 
used with middle management. 
Some Star Producers 
Mutual Benefit has had—and has now 
—some of the top agents in the country. 
Among those mentioned by Miss Stone 
are Clay W. Hamlin, Buffalo; Samuel 





Medicare Program Progress 
Report by Mutual of Omaha 


The amounts of benefits paid by Mu- 
tual of Omaha to claimants under the 
Federal Government’s Military Depend- 
ent’s medical care program is rapidly 
nearing the rate of $1,000,000 a month. 
This has been announced by Gale Davis, 
vice president in charge of Group opera- 
tions for Mutual of Omaha. 

Since December 7, 1956, when the De- 
fense Department installed the program, 
monthly payments by the company have 
jumped from a ‘total of $63,000 for De- 
cember to more than $743,000, for the 
first three weeks in March, 1957. It is ex- 
pected that this figure will shortly top 
the million dollar mark. 

As prime contractor for the Medicare 
program, known as Public Law 569, 84th 
Congress, Mutual of Omaha acts as dis- 
bursing office and fiscal agent of the 
Defense Department for the hospitaliza- 
tion and private nursing services of the 
plan in 17 states, with only actual “out 
of pocket” expense for the Government. 
In addition, the company also handles 
payments for the medical and surgical 
services on the same basis in two other 
states. 





W. Sturm, Cincinnati and Sidney Weil. 
Mr. Hamlin in 1925 sold nearly $12,000,- 
000 of life insurance in personal sales to 
individuals and developed through crea- 
tive sales ideas with low pressure selling. 
One of his favorite approaches was 

“Men tell me they make money in their 
own business, and lose it in someone 
else’s. How does that square with your 
experience ?” 

Samuel W. Sturm of Cincinnati aver- 
aged more than a million dollars of pro- 
duction a year from 1912 until he died 
in 1948. His influence on uncounted 
numbers of Mutual Benefit men for a 
generation cannot be measured. Sidney 
Weil, also of Cincinnati, described much 
of his success in writing millions through 
Sturm’s personal teachings. William H. 
Beers, who in 1931 was a special assis- 
tant on the agency department staff, con- 
ducted the first company sales school 
throughout the agencies. He developed 
an organized sales talk based on a 
pendulum chart which recognized the 
psychology of the negative swing in the 
sales interview and he combined sales 
ideas with effective techniques of pre- 
sentation. 

Two of the Mutual Benefit Life field- 
men have been chairman of the Million 
Dollar Round Table. They are Paul W. 
Cook, CLU, Chicago general agent, and 
William T. Earls, CLU, Cincinnati, gen- 
eral agent. Also in 1953 Robert C. 
Gilmore of Bridgeport, Conn., was elect- 
ed president of NALU. He is now an 
executive at Mutual Benefit’s home 
office. 

Miss Stone also makes references to 
such Mutual Benefit men over the years 
as Louis A. Cerf, general agent, New 
York; James S. Drewry, general agent. 
Cincinnati, who wrote best description of 
life insurance that any field man_ has 
done; Oliver Thurman and A. A, Drew. 

Amzi Dodd 

The outstanding president of Mutual 
3enefit Life in latter part of last century 
was Amzi Dodd, who for nearly half a 
century was its ‘dominating influence. A 
descendant of Pilgrim stock and a gradu- 
ate of Princeton he became a judge o 
Court of Errors and Appeals and vice 
chancellor of the state and joined Mutual 
Benefit in 1863 on part time basis as 
mathematician (actuary). A strong op- 
ponent of the tontine system he was 
responsible for the company in 1879 issu- 
ing a policy which prevented forfeiture 
after two premiums were paid. He con- 
stantly emphasized the principle that to 
deprive the owner of a lapsed policy 
of his reserve might be legally right 
under the terms of a contract but was 
morally wrong. Elected president in 1882 
he retired in 1902 when Frederick 
Frelinghuysen was elected president. 
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R EINSURANCE, TOO, through its basic service to the insurance 
industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY," ACCIDENT AND HEALTH, BONDING AND MARINE LINES 


Home Office: 90 JOHN ST., NEW YORK 38, N. Y. | Midwestern Dept.: 1012 BALTIMORE BLDG., KANSAS CITY 5. MO, 
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